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7 ONG DEPENDABLE SERVICE 
CONTINUING LOW MAINTENANCE 
HIGH SUSTAINED ACCURACY 











When heating oil deliveries start, you can’t afford to take any 
chances on equipment tie-ups. That’s why profit-wise fuel oil 
suppliers have turned to Brodie BiRotor Meters, with their 
double case construction, completely balanced performance, 
and large rotor bearing surfaces. Brodie BiRotors show no 
measurable wear even after long continuous service. They 
dependably deliver fuel with high sustained accuracy and low 
maintenance, year in and year out. Brodimatic ticket printers 
provide verified receipts to build customer confidence with 
error-proof delivery records. For most efficient and profitable 
fuel oil metering, get full details on Brodie BiRotor Meters. 
Write today for information and name of nearest Brodie 
Metering Specialist. 





Brodie BiRotor Tank Truck Meter 
Model B-41C equipped with 

















Brodimatic Printing Quantrol 
and strainer-air eliminator unit. 


RALPH N. BRODIE COMPANY « ‘San Leandro, California, U.S.A. 


MT. VERNON, N. Y. DALLAS 2, TEXAS CHICAGO OFFICE: 


SEATTLE 9, WASH. LOS ANGELES 22, CALIF. 


550 So. Columbus Ave. 167 Parkhouse St. 1227 Circle Ave., Forest Park, til. 221 9th Ave. N. 5401 E. Sheila Street ’ 


REPRESENTATIVES WITH STOCKS AND SERVICE 
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Among other things . 


Front cover: The bookkeeper at National Heating and 
Fueloil Company, Camden, N. J., keeps company records 
up-to-date with a Remington Rand accounting machine, 
featuring a touch-type keyboard. Ledger and statement 
are inserted for each account and receive the same simul- 
taneous line of posting with either of these journals. 


Peter Andrews is back with a happy forecast of things 
to come next year. In the feature beginning on page 47 
he says, “Oilburner Sales to be higher in 1956.” 


And, more encouraging signposts can be observed in 
“Opportunities in the distillate Market,” page 59. B. L. 
Ray in this feature presents a forthright analysis of what's 
needed to insure a continuation of past fueloil expansion. 
He makes a strong case for the all-inclusive oilheating dealer 
who sells the equipment, delivers fueloil to the customer 
and provides burner service. 


















Names in the News 


John J. Buckley has been elected 
assistant vice-president, American 
Mineral Spirits 
Co., Chicago. He 
joined the com- 
pany in 1936 as 
a statistician and 
became a 
in the 
fueloil 
department. He 
was active in the 
fueloil rationing program on the East- 
ern Seaboard during World War IL. 
Buckley became manager of the fuel- 
oil department in 1947 and most re- 
cently has been in charge of Amsco’s 
wholesale fueloil operations in the 
New York, Boston and Providence 
markets. 


later 
salesman 
wholesale 





F, Lowell Curtis has been appointed 
Greater New York disrtict sales man- 
ager, Century En- 
gineering Corp., 
Cedar Rapids, Ia. 
In the field since 
1928, Curtis has 
manufactur- 
ing, wholesaling 
and retailing ex- 
perience. He is a 
commander in the 
Naval Reserve. 





William H. Flood has been elected 
president, Converse - Carlisle Co., 
Springfield, Mass. 
He had been vice- 
president in 
charge of sales 
and _ operations 
for the past sev- 
eral years. Flood 
joined the com- 
pany in 1932 
when his com- 


pany, William H. Flood Coal Co. and 
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the Carlisle Coal Co. were merged 
with the M. S. Converse Co. William 
M. Johnson, former president, was 
named chairman of the board of di- 
rectors. 


Robert W. Morgan has been named 
vice-president in charge of engineer- 
ing, Rochester 
Manufactur- 
ing Co., Inc., 
Rochester, N. Y. 
He will be in 
charge of design 
and research for 
the company’s 
liquid level, pres- 
sure and tempera- 
ture gauges and controls. He was for- 
merly a vice-president of Fedders- 
Quigan Corp., and has held engi- 
neering posts with the Bridgeport 
Thermostat Co., Sunbeam Electric, 
Nash-Kelvinator and others. 





John F. Griffey has been appointed 
Eastern district sales manager, Sund- 
strand Hydraulic 
Division, Sund- 
strand Machine 
Tool Co., Rock- 
ford, Ill. He has 
represented the 
company for the 
past eight years 
covering terri- 
tories in the Mid- 
west and New 
England. His headquarters will be in 
Millington, N. J., and his assistant on 
the sale of fuel units, fluid motors, 
stack valves and hydraulic pumps will 
be James F. Nelson. 





rer 


J. B. Johnson has been named re- 
gional manager, Industrial Division, 
York-Shipley, Inc., York, Pa. He has 
been with the factory sales staff for 
the past five years and now will be 
responsible for the establishment of 
sales and service centers in Indiana, 
Illinois, Michigan and Kentucky. 


C. A. ‘Pete’ Murchison has been 
made manager of industrial sales, Arm- 
strong Furnace Co., Columbus, O. A 
veteran of more than 20 years in the 
heating business, Murchison will work 
out of the home office. 





R. R. Routh, Jr., has been named 
manager, advertising and sales pro- 
motion, Home 
Heating and 
Cooling Depart- 
ment, General 
Electric Co, 
Bloomfield, N. J. 
He had held a 
similar posi 
tion with Carle- 
ton-Stuart Corp., 
New York dis 
tributor for Carrier. Other appoint- 
ments at GE include Norman R. Austin 
now distribution planner for the mar- 
keting unit, and G. E. Taylor named 
modernization specialist. A few 
months ago R. F. Bogle was named 
builder-sales specialist. 





Routh 


Don C. Zinter has been appointed 
general sales manager, Berger Fur- 
nace Corp., Pittsburgh and Belle Ver- 
non, Pa. He formerly had been asso- 
ciated with Besser Metal Products 
Corp., Adams Manufacturing Co., 
and White-Rodgers Electric Co. 


B. L. Lerch has been named mid- 
west regional manager, General Con- 
trols Co., Glendale, Calif. Norbert A. 
Grainer has succeeded him as man- 
ager of the firm’s Chicago branch. 


Stewart H. Kibbe has been reap- 
pointed sales training director, Iron 
Fireman Mfg. 
Co., Cleveland. 
He had held this 
post during 1951- 
52 and then was 
recalled to the 
Army Sig- 
nal Corps. Kibbe 
joined Iron Fire- 
man in 1934, and 
in 1937 became a field engineer in the 
New England area. He entered the 
Army in 1941 and after the war was 
division engineer at Minneapolis for 
the company. In 1950 he became in- 
dustrial sales manager. 





William G. Huston has been ap’ 
pointed western regional sales man- 
ager, Heating and Cooling Division, 
Union Asbestos & Rubber Co., Chi’ 
cago. He has had more than 30 years’ 
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Sell these modern fiuid heat 


quality heating units priced for your 
builder trade! 


cerprenesncmmmnnnn 000 tpecwonemmmn: 

















@ Rock-bottom prices with no drop in 
famous Fluid Heat quality! 







© Wide range of models and sizes! 
@ Prestige of a top name in the industry! 


@ Satisfied customers, with no comebacks! 





Here’s a new line of Fluid Heat heating units, 
designed specifically for the building trade. 
Each unit boasts the same Fluid Heat quali- 
ty features and top construction as always— 


Oil-Fired Hi-Boy Model SU-84: 63% " high, 21” wide, 35” only the frills have been left off. And the 
long (incl. burner); 84,000 BTU/hr. output. Also avail- e 9 ° 

able: Hi-Boy Model SU-112: 67% " x 2344"x 3714" (incl. price has been cut ’way back to put you in a 
burner); 112,000 BTU/hr. output. Both UL approved. 


favorable competitive position. If you are 
looking for a good connection, it will pay 
you to mail the coupon for more details! 


fluid heat 





AUTOMATIC HEATING EQUIPMENT 


"WORLD'S ECONOMY CHAMPION” 





ANCHOR POST PRODUCTS, INC., Fluid Heat Div. 
6700 Eastern Ave., Baltimore 24, Md. 


I want to become a Fluid Heat Dealer. Send me details on the complete line. 


COM WINES <6 isc ccccsmnscexckas absascbhdddde dhadhdaclidet in teeie 
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Oil-Fired Lo-Boy Model B-84: 53” high, 21” wide, 52%” 
long (incl. burner) ; 84,000 BTU /hr. output. UL approved. 
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BEARLEE 


Tattle-Tale 


TRADE WAR EK 


GAUGE 


“Ne. 1 Adjustable 
Gauge for 300 to 1,000 
Gallon Tanks up to 
48 inches deep. 
e 
Underwriters Listed, 
e 


Combination 
Plug fits 1/2” 
and 2” threads, 


Easy to Read 















Guaranteed Leak 
Proof under 
Pressure Filling. 


Mr. Jobber: \ 
We call this our 
Tattle Tale No. | 


gauge as we know it will \% 


be your No. | best seller. \: 

Don't clutter up your 
shelves with a heavy inventory of 
various size gauges. 

With a Tattle Tale No. | it is 
only necessary to loosen two 
screws, and the gauges can be ad- 
justed to accommodate all tanks 
from 30 to 48 inches in depth. 
The combination threaded alumi- 
num plug fits |'/” and 2” tank 
openings. 

Tattle Tale Gauges are trouble- 
free. No springs, No Gears, No 
Magnets, No Ribbons, No Bake- 
lite bushings, No Weak Construc- 
tion. All parts are tooled of non- 
corrosive metals. 

Each Tattle Tale Gauge is pack- 
aged separately in a heavy mail- 
ing container with metal end screw 
cap for easy mailing to your cus- 
tomers. 

Tattle Tale Gauges will be profit 
makers for you. 


WRITE FOR OUR LOW PRICES 


homeward Products Inc. 
3420 S. W. 9th St. 
Des Moines, lowa 


Gauges were formerly manufactured by the 
Bearlee Products Co., Green Bay, Wis. 























. . « Names in the News 


experience in the airconditioning in- 
dustry and will supervise sales in 11 
of the western states. John T. Obrig 
is the company’s eastern regional sales 
manager. He had been with the Trane 
Co. and most recently district man- 
ager of Typoon Air Conditioning Co. 
Huston’s headquarters are in San Fran- 
cisco; Obrig’s in New York City. 


Orville Cochran has been named 
branch manager of the new Denver 
office recently opened by the Meter 
and Valve Division, Rockwell Manu- 
facturing Co., Pittsburgh. He joined 
the company in 1922 and has been a 
sales engineer in the Rocky Mountain 
territory for more than 25 years. 


Martin G. Beline has been appoint- 
ed manager of Industrial sales, Lennox 
Furnace Co., Marshalltown, Ia. Draw- 
ing on his many years in the indus- 
trial heating and ventilating field he 


| will guide the company’s expansion 


into this field. 


Carl Theobald, formerly general 
sales manager for Skuttle Mfg. Co., 
Milford, Mich., has become director of 
public relations for Jervis B. Webb 
Co., Detroit, manufacturers of con- 
veyors and conveyor systems. 


S. Alfred Walker has been named 
public relations representative, Gen- 
eral Controls Co., Glendale, Calif. 
Previously he had been associated with 
General Electric and Young & Rubi- 
cam, advertising agency. Walker's 
duties will be coordinated with those 
of Henry B. Safford, advertising and 
sales promotion manager, and with 
Wolcott & Associates, public relations 
counsellors. 


C. Adrance Montague has joined 
York-Shipley, Inc., York, Pa., as man- 
ager of residen- 
tial aircondition- 
ing sales. He for- 
merly was general 
sales manager, 
Kalamazoo Fur- 
nace & Appliance 
Mfg. Co. He also 
has served with 
Carmen Air Con- 
ditioning Corp., Chrysler Airtemp 





and McShain-Carrier Corp. Montague 
plans to penetrate the mass market 
during 1956 for York-Shipley as well 
as conduct airconditioning training for 
factory personnel, field salesmen and 
representatives of dealers and distribu- 
tors. 


Jack H. Walters, gas products man- 
ager for the past year, has been named 
manager of gasoline and oil products, 
Meter and Valve Division, Rockwell 
Manufacturing Co., Pittsburgh, Pa. 
Robert B. Kitzmiller succeeds him. 

Other changes in the Division in- 
clude the appointment of T. O. Car- 
son, assistant product manager, Nord- 
strom valves, as manager of distribu- 
tor sales. M. F. Groom is his assistant. 
All four will have their headquarters 
in Pittsburgh. 


Howard K. Beck has been appoint- 
ed president, Jackson and Church 
Furnace Division, a subsidiary of Nor- 
bute Corp., Saginaw, Mich. F. C. 
Adams was appointed vice president. 

Beck has been associated with the 
company since 1946; in 1950 he be- 
came acting manager of the furnace 
department and in 1954, when the 
present division was formed, became 
manager. Adams has been affliated 
with the company since 1946. He was 
promoted to sales manager in 1950. 


Edward C. Koch has been assigned 
the post of manager of market surveys, 
Johns-Manville Corp., New York. He | 
succeeds the late E. A. Phoenix. 

Koch joined the company in 1936 
and served with the Industrial Prod- 
ucts Division. In 1954 he was pro- 
moted to manager of dealer sales for 
the Transite Pipe Department. 


Henry F. Shea has been made ad- 
vertising and sales promotion manager, 
Preway, Inc., Wisconsin Rapids, 
Wisc. He has been with the firm for 
the past 20 years. 


James Hughes has been made super’ 
visor of advertising and sales promo 
tion, residential airconditioning and 
heating, Airtemp Division, Chrysler 
Corp., Dayton, ,O. Previously he had 
been assistant sales promotion man 
ager for the Armstrong Furnace Co. 
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The Answer 





Year ’Round Unit 
Basement-Utility 
5 Ti 


‘on 
Water Cooled 





Year ’Round Unit 
Basement-Utility 
2or3 Ton 


Air or Water Cooled 


Summer Air 
Conditioner 
2cer3 Ton 

Air Cooled, Remote 





Counterflow 
Unit 
Gas or Oil Fired 





Utility Unit 
Gas or Oil Fired 








Basement Winter 


Air Conditioner 


Gas or Oil Fired 





Gravity Furnace 


Gas or Oil Fired 


Year ’Round Unit 
Counterflow 
2o0r3 Ton 
Air and Water Cooled 








Summer 


Air Conditioner 


2,3 0r 5 Ton 


Water Cooled 





Gas Fired 
Unit Heater 


Incinerator 
With or Without 
Gas Burner 


Gas and Oil 
Horizontal 
Furnaces 





THE HENRY FURNACE COMPANY «= Medina, Ohio 





Heating ...Cooling... 


Year 'Round Air 


Conditioning Question 


. .. is found in the “Years Ahead” Moncrief line. 
Because Moncrief units are sized right, built right 
and priced right! 


With Moncrief, you get a greater selection . . . 
Gas, Oil and Coal Furnaces; Basement, Utility, 
Counterflow or Horizontal Winter Air Conditioners; 
Basement-Utility or Counterflow Year "Round Air 
Conditioners; Air Cooled or Water Cooled Summer 
Air Conditioners; Gas or Oil Conversion Burners; 
Gas Fired Unit Heaters and Incinerators . . . a size, 
a type and a capacity for every installation! 


With Moncrief, you get units that are backed by 
over 60 years’ experience in the design and manu- 
facture of better heating equipment ... realistic expe- 
rience that makes Moncrief units easier, quicker, less 
expensive to install ... with extra years of service- 
free operation! 

And with Moncrief, the price you pay is also to 
your profit advantage . . . a competitive price, com- 
petitive even in today’s highly competitive market! 

You can be assured that you can make your 


profit dollars shape up bigger ... by calling your 
Moncrief Wholesaler! 


APPROVED for GAS or Ol! 













































































Editorial So aks 


AT THE HUGE GATHERING of the 
American Petroleum Institute at San 
Francisco in November there were 
about 7,000 oilmen, and the program 
carried a list of 168 meetings in the 
four days. Obviously no one member 
could be interested in more than a few 
sessions since the oil industry is so 
highly specialized. 

One of the best meetings was the 
Group Session for Marketing where 
the program committee under Mark 
Braeckel of Sinclair had arranged to 
bring in some very famous men as 
speakers. 

In the opening moments of this ses- 
sion, J. G. (Doc) Jordan, vice-presi- 
dent of Shell and also vice-president 
for Marketing of the Institute, made 
some very pertinent statements more 
or less off the cuff. In other words they 
were not considered part of a speech 
and were not published and released 
by the API Department of Information. 


Following are a few paragraphs’ 


from Jordan’s remarks as taken down 
by a stenographer. These are particu- 
larly timely today to alert all of us to 
the implications and the certainty of 
changes in our fueloil distribution 
practices. Among other things Jordan 
aa 

“By many standards, the oil indus- 
try is comparatively young. And like 
any “youngster,” it is growing lustily, 
stimulated and sustained by the healthy 
atmosphere of vigorous competition. It 
is the pressure of this growth that con- 
tinually compels us to discard, like 
outgrown clothing, the set ideas and 
methods of doing business that we 
have found so comfortable in the past. 
This is particularly true in the mar- 
keting segment of the industry. 

“As for the future, I think you'll 
all agree that continued growth of a 
significant degree is in prospect. And, 
in accepting the prospect of growth, 
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we must also accept the inevitable fact 
that this growth will be accompanied 
by changes in our distribution system. 

‘These changes will core whether 
we who are now in the business like 
it or not. Under our system of com- 
petitive private enterprise, our choice 
is limited to whether we want to ac- 
commodate ourselves to these changes 
or whether we are content to sit back 
and let our competitors—either new 
ones or the more progressive ones al- 
ready in the business—take the initia- 
tive. 

“That’s because, in our system of 
free markets, competition ultimately 
will see to it that the consumer gets 
the best possible product at the lowest 
possible price. Like the river flowing 
to the sea, our economic laws work un- 
failingly toward that objective. 

“In the oil business today, the tra- 
ditional marketing channels are being 
squeezed between a technologically 
advanced production capacity on the 
one side and a wealthy, demanding— 
but market-wise—consumer on the 
other side. Conventional methods of 
marketing—no matter how successful 
they've been in the past—are not al- 
ways adequate to meet these pressures. 


Stay Alert to Change 


“As a result, oil marketers—at both 
the wholesale and retail levels—are 
finding that they must adapt or change 
their traditional methods of doing 
business or run the risk of losing out 
to newcomers using streamlined meth- 
ods. Old ruts, comfortable though they 
may be, provide little shelter or se- 
curity against the onrushing traffic of 
competition. 

“As far as the oil business is con- 
cerned, I hasten to assure the retailer 
and independent wholesaler segment 
that they are not the only marketers 
who are currently experiencing the un- 
pleasant sensations of severe competi- 
tion. The pressure of dynamic eco- 
nomic forces shows no favorites—no 
distinction is made between the big 
and the little. If any are favored, they 
are the far-sighted, the agile, and the 
flexible. 

“Each of us, at all marketing levels, 
has more competitors than he would 
prefer to have. They are either old- 
hands already hard at work trying to 





take some of our customers away from 
us or they are would-be oil marketers 
standing in the wings, sizing us up, 
ready to assume our places if we should 
falter and fail to keep pace. 

“The observation I would like to 
pass on to you is simply this: Let us 
not mistake the forces that are at work 
in the marketplace today for some 
thing they are not. Many of the un- 
comfortable things that are happening 
to us are not motivated by the arbi- 
trary cussedness of our competitors or 
our suppliers. 


No Situation is Permanent 


“The simple fact is that any alert 
and ambitious marketer must always 
be willing to decrease or increase his 
margin, his costs, or his volume if it 
will bring him additional net profit. 
He must grasp his opportunities as he 
sees them or his competitor may beat 
him to the punch. He must assure him- 
self only that his tactics are not un 
ethical in the eyes of public opinion 
or the law. 

“The economic laws under which 
competitive enterprise operates do not 
guarantee any businessman the right 
to expect that prevailing gross profits 
will never be reduced or that his com- 
petitors are forever barred from find: 
ing ways to operate at lower costs. 

“If these laws bar anything, it is 
sentimental attachment to the tradi- 
tional and paternalistic tolerance of 
the uneconomic. Under these laws, 
each businessman is judged by a mixed 
jury made up of his customers and his 
competitors. To this jury he must jus’ 
tify not only his activities but even his 
very existence. 

“My point is: Let’s be realistic. 
Let’s ask—is it possible that some of 
our difficulties stem from our resistance 
to change? If changed conditions call 
for changed operations, let’s not resist 
the inevitable. Let’s see what adjust: 
ments we can make to take advantage 
of the change. When Winter takes 
Summer's place, let’s not stand shiver’ 
ing in our bathing suits at the edge of 
the lake, calling on the calendar to 
turn back to July. Instead, let’s don 
our woolen underwear, buy ourselves 
some skates, and enjoy ourselves on 
the ice. We'll find that we'll live longer 
and happier that way.” 


December 
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There is only ONE 
ENTALAR 


T.-M. REG. U.S. PAT. OFF. 


TANK FILL SIGNAL 


‘Just fill ‘til 
the whistle stops” 


The term ““VENTALARM” 

is a trade-mark registered in 

the United States Patent Office, 

4 — ad in twenty-nine individual States, and 

Stem is easily cut to provide any ; in many foreign countries. This trade-mark 

predetermined safety expansion zone term “VENTALARM” applies solely to liquid 

desired within the tank. In addition to the level indicators manufactured by Scully Signal Company 
safety feature, this permits a consistent fill and Scully Signal Limited. 

program regardless of variations among tanks. 
There are no maintenance problems because Over 4,000,000 VENTALARM Signals now 


VENTALARM Signal operates on the movement installed. Saves up to 30% on delivery costs. 


of air alone. It lasts the lifetime of the tank. SCULLY SIGNAL COMPANY 


174 Green Street, Melrose 76, Mass. 


Contact your Regular Supply House Canadian Branch: SCULLY SIGNAL LTD., 286 King St. W., Toronto, Ontario 
for all these forms of © 1955 SCULLY SIGNAL Co. 
VENTALARM Signal 
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Factory SHIPMENTS, in Thousands of 
Domestic Oilburners & Units ——— 

. Domestic Gas Burners------ 
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Shipments of Oilburners and Units 
(Including Exports) 


Adjusted to include manufacturers other than the 145 reporting to 
Census Bureau, FUELoIL & Or HEAT’s estimates of shipments are: 





AUGUST EIGHT MONTHS———— 

Percent Percent 

1955 1954 Change 1955 1954 Change 

Separate Burners 62,858 58,944 + 66 357,849 308,308 + 16.0 
Boiler Units 11,104 8,194 + 35.5 52,062 39,113 + 33.1 
Furnace Units 27,518 23,853 + 15.4 134,569 112,839 + 19.3 
All Domestic 101,480 90,991 + 11.5 544,480 460,260 + 18.3 
Commercial 4,652 4,443 + 4,7 24,277 23:895 + 1.6 
Total 106,132 95,434 itt? 368797 484,155 + 17.5 
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October Minimum Retail Prices: Key Dealers 


SEPARATE BURNERS BOILER-BURNERS FURNACE-BURNERS 
October Aver. $310 $686 $593 
September Aver. 310 711 606 
Price Index: Separate Burners: January 1940 is 100% 
WHOLESALE RETAIL 
October 140.5 Six monthsago 138.4 October 125.9 Sixmonthsago 128.1 
September 140.6 Yearago 134.0 September 126.8 Yearago 128.9 





OILBURNER PRICES COMPARED TO GENERAL INDEXES 


O/LBURNER PRICES - RETAIL CONVERSION BURNER — JAN. 1940 = 100 
INDIVIDUAL INCOMES - BUREAU OF LABOR STATISTICS — 1939 = 100 ese eee eeeaee 
CONSTUCTION COSTS - RESIDENTIAL ~ DEPT. OF COMMERCE — 1939 = 100 —m ¢ mmm © oxmeme 
COST OF LIVING - BUREAU OF LABOR STATISTICS — 1935-39 = 100 eeecceccevecccccccececce 
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Cilheating Trends 


NSTALLATIONS of domestic oilburn- 
ers and units during October made 
the best showing of the year thus far. 
The number installed was approxi 
mately 127,574 which was the peak 
month. This was 29% above the same 
month last year which again is the 
high point in rate of gain. 

For the 10 months ending with Oc- 
tober we had 698,922 new installa- 
tions, compared with 616,356 in 1954, 
showing a rise of 13%. You will no 
tice in another section of this report 
that factory shipments to the end of 
August were up 18% from the pre- 
vious year. By the end of the year we 
expect that the percentage rate of 
gain on shipments and installations 
will be closer together. 


In any event, this is another fine 
year for oilheating and there is just 
the barest possibility that we might 
equal our best previous year which 
was in 1947 when we had 888,083 
new installations, It is becoming quite 
obvious that this could be at least our 
second best year for installations. 

The October installations were di 
vided: New Homes 56,028; Replace: 
ments of old oilburners 17,323; Con- 
versions from other fuels 54,223. 


BURNER STOCKS: Stocks of domestic 
oilburners and units in dealer hands 
at the end of October were approxi 
mately 128,788 compared with 142, 
757 the previous month and with 97, 
496 the previous year. These burner 
stocks were divided: Separate burners, 
62,783; Boiler-burner units, 24,410; 
Furnace-burner units, 41,595. 
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No. 1190 HIGH CAPACITY 
AUTOMATIC SHUT-OFF NOZZLE 





Write for 
Free Bulletin F9 


No, 620 HI-PRESSURE TYPE 


OPW has designed these liquids dispensing 
nozzles in a wide variety of sizes to assure 
you of having the right nozzle for a fast, 
- fully-controlled, dependable operation re- | 
gardless of the delivery condition. 
EACH engineered for high capacity, wide 
flow range with minimum’ turbulence; easy 
shut-off, with no product surge... ALL, for 
minimum weight, perfect balance, durability 
and long service life. 





2737 Colerain Ave. 
Cincinnati 25, Ohic 






















. . . « Oilheating Trends 


TANK STOCKS: As we have men- 
tioned from time to time, we use this 
item as an index to general inventory 
attitudes of oilheating dealers. At the 
end of October dealers had on hand 
approximately 46,330 consumer tanks 
compared with 61,673 the previous 
month and with 42,988 last year. 

By sizes, the October 31 tank stocks 
were divided: 220-275 gallon, 40,423; 
sizes 550-675 gallon, 4,003; sizes 1,000 
gallon and over, 1,904. The average 
price paid by dealers for 275 gallon 
tank in October was again $31, the 
same as the previous month. 


Special Study 
this Month 


Saving the Replacement: One of 
the interesting problems of the oilheat- 
ing industry is to be sure that it gets 
its own replacement business. In other 
words, it is most important that we 
sell replacement installations where 
heating equipment is antiquated and 
troublesome, rather than letting other 
fuels take our customers at that point. 
In our special study this month, we 
have attempted not only to place a 
yardstick on what is happening, but 
also to alert the dealers to opportuni- 
ties in this department. 

We first asked the reporting group 
if their companies make any serious 
efforts to sell replacement jobs aside 
from emergency breakdowns. Just un- 
der three-fifths of the companies do 
make a special effort along this line; 
the other two-fifths do not. 

An interesting point developed in 
this connection. The companies that 
go after replacements, using both 
methods, get a larger share of this busi- 
ness than those companies depending 
only on breakdowns. Combining the 
experiences of all reporting companies 
we find that only 49% of replacement 
sales result from actual breakdowns, 
while 51% come through selling ef- 
forts where the equipment is simply 
old and not broken down. 

On the next question we got quite 
a surprise. It is pretty generally be- 
lieved that a family will not take out 
good oilheating equipment and install 
gas equipment, regardless of other cir- 
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Oilburner* and Building Permits 









OILBURNERS DWELLINGS aie 
October TEN MONTHS October TEN MONTHS 
1955 1954 1955 1954 1955 1954 1955 1954 
13 22 77 145 Albany, N. Y. He ap oe a 
141 59 501 613 Baltimore, Md. 109 207 2692 229% 
ee i, We a Binghamton, N. Y. 14 19 155 164 
Bloomfield, N. J. 10 4 243 96 
mes ar a a Boston, Mass. 41 39 657 522 
230 109 1265 1050 Bridgeport, Conn. a ee ce a 
ye an ae es Buffalo, N. Y. 42 43 461 452 
75 22 324 203 Columbus, O. ie ies ne Be 
ie a Se a Des Moines, Ia. 79 578 1759 4017 
535 = Sip as Detroit, Mich. 262 235 2637 2697 
40 55 330 409 Elizabeth, N. J. 7 6 55 60 
49 25 360 394 Freeport, N. Y. ee op wes 2 
a - ae ae Greenwich, Conn. 30 32 381 352 
es ie ~ cae Hackensack, N. J. 5 11 54 77 
65 179 503 1158 Hartford, Conn. oe i ae ia 
28 39 292 319 Irvington, N. J. 5 2 43 19 
ua ta ay e Lynn, Mass. 15 9 175 168 
45 80 418 664 Meriden, Conn. wa ie Br Ex 
401 699 4557 5320 Milwaukee, Wisc. 389 344 3075 3192 
23 v1 180 158 Minneapolis, Minn. 56 91 720 994 
27 36 163 196 Montclair, N. J. ? ne oe a3 
12 ole 69 4 Morristown, N. J. 1 1 30 44 
54 33 292 290 Mt. Vernon, N. Y. nee : 53 
192 189 1227 1321 Newark, N. J. ae 
173 59 925 433 New Bedford, Mass. 
74 65 329 420 New Haven, Conn. ae ae i Pe 
54 a2 319 260 New Rochelle, N. Y. 17 49 386 341 
802 923 §7822 9021 Brooklyn-Queens in me a <a 
262 16 559 493 Norfolk, Va. 85 31 or iy 404 
es 23 aD 137 Omaha, Neb. os P21 ee 1146 
26 32 126 156 Orange, N. J. 1 0 im! 13 
15 27 109 141 Passaic, N. J. re r ae ‘7 
60 66 427 339 Paterson, N. J. 9 19 173 244 
608 572 3385 3613 Philadelphia, Pa.** ig _ Ps a 
ie x ai 7 Plainfield, N. J. 8 2 109 123 
115 104 632 570 Portland, Me. 14 TZ 201 126 
371 453 3524 3806 Portland, Ore. 82 123 1040 1454 
30 38 163 193 Poughkeepsie, N. Y. ne ae ag ze 
ae 156 Pre ae Providence, R. I. 16 a 202 ae 
ye oy, a ree Reading, Pa. 8 4 39 43 
68 46 391 327 Richmond, Va. 27 40 283 386 
221 116 1034 A Roanoke, Va. i ne a7 pe 
243 144 1265 1670 Rochester, N. Y. ie ae te me 
14 26 134 120 Rockville Center, N. Y. 2 5 55 60 
7 63 404 354 Salem, Mass. 17 6 85 55 
285 246 1782 1701 St. Louis, Mo. Ly 36 346 468 
16 13 103 84 St. Paul, Minn. 69 65 880 978 
13 9 90 190 Schenectady, N. Y. 35 Ue ae id 
ae = pee - Seattle, Wash. 100 256 1706 2181 
206 219 1207 1763 Spokane, Wash. on ea ee my 
190 295 1397 1301 Springfield, Mass. 76 75 1338 1080 
Pa 19 251 257 Stamford, Conn. ir i mp me 
a xe x ave Trenton, N. J. 3 44 49 106 
= ef ee ne Utica, N.Y. 15 34 253 160 
49 120 445 548 Washington, D. C. ae ay Sa oi 
x a ie me West Orange, N. J. 15 49 231 279 
47 49 242 293 White Plains, N. Y. 10 13 174 159 
103 51 412 453 Wilmington, Del. 5 4 74 42 
246 161 1136 1221 Worcester, Mass. bc ne a5 od 
51 79 452 621 Yonkers, N. Y. Ae as Ds oi 
5351 5147 35280 38867 Totals 1626 2439 20761 23472 
+ 4.0 —9.2 Percent Change —33.3 —11.6 of 


*Permits are not total sales in each market since none are reported from suburban areas, 
which normally account for 20% to 60% of total sales in each market; nor are they an accu’ 
rate index where enforcement is lax. Rightly used, however, they are a useful working index. 


**Courtesy of “Philadelphia Inquirer.” 
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cumstances, In this study we learned 
that where oil accounts are lost to gas, 
only 56% of these defections occur 
where the oil equipment is antiquated 
and troublesome. This would be a seri- 
ous discovery, were it not for the fact 
that total replacements of oil equip- 
ment by gas equipment have never ex- 


ceeded 1% of our total users in any 
year. The conclusion to be drawn 
however, is that nearly half of the oil 
users that go to gas, have fairly modern 
equipment and change for reasons of 
unsatisfactory service or higher fuel 
costs. f 

At the next stage of this investiga 
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BIG SAVINGS YOUR CUSTOMERS 
WILL CERTAINLY WANT 


the VEW *4 
OIL BURNER 


DRASTICALLY CUTS 
FUEL COSTS 


















Converts #4 (and #5) 
Oil to Burn Efficiently 
as *2 Oil. 







Patents Pending 





e Built-in ‘“‘Thermax’”’ Converters 


are for #4 fuel oil by Underwriters’ Reduce Heavy Oil to Light Oil 
Laboratories, Inc., and by the Board of Stand- As Quiet as a #2 Oil Burner 










a 
ards and Appeals of the City of New York. : 
f iin: in e Easy to Install and Service 
for cutting fuel bills in apartment . 
houses, schools, institutions, commercial and e No Complicated Parts 
industrial buildings and heating processes by e Can Use Existing Piping 
using lower priced fuel oil. in Practically All Cases 
f AUTOMATIC — Electric fuel converter sys- e 3 Sizes—3 to 20 G.P.H. 
tem, complete with safety shut-down and Larger Sizes Available Later 


mechanical oil cut-off, is thermostatically con- 
trolled — automatically. Complete assembly 
easily accessible for quick service. 


Write for Bulletin and Prices 





UN-RAY— FAMOUS THE WORLD OVER FOR QUALITY AND ECONOMY 


es Aliso Eolas Seen b: os ea oe A a 
SUN-RAY BURNER MANUFACTURING CORPORATION 


= _ 139-22 Queens Boulevard, Jamaica 35, New York a 
fe i locker aad th irs Posts of Gaia la Soul 08S Co, ti, St a sit: Wile ag 
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. . . « Oilheating Trends 


tion we inquired of the reporting com- 
panies some of the detail on how 
they keep alert to opportunities for re- 
placement sales. The most obvious 
method, employed by nearly every 
company, is to have the service depart- 
ment report obsolete or antiquated 
heating systems to the company’s sales 
department. Only 3% of the reporting 
dealers do not follow that practice. 

Next we find that 61% of the com- 
panies have their oil truck drivers keep 
an eye open and report replacement 
prospects as they encounter old equip- 
ment in the basements. 

One of the most effective methods 
seems to be the rewarding of their oil 
customers for giving them leads where 
they know of a heating plant in the 
neighborhood that is old and delapi- 
dated. We find that 65% of the com- 
panies use this method. 


Salesmen check Plants 


Almost the same group, or 66% of 
the reporting companies, have their 
fueloil salesmen visit the customers 
periodically and at that time they look 
over the heating plants and report 
back to the office any situations where 
they think trouble is ahead, or where 
they believe a salesman should try to 
sell a plant. 

A new concept being studied in 
Baltimore and apparently in a few 
other cities, is an idea to insure the 
heating plant in such way that all or 
part of the cost of replacement will be 
available to the owner when the time 
comes to get a new unit. Just three of 
the reporting companies mention that 
they are trying to develop this idea 
and in fact, they lean a little in the 
direction of including this insurance 
in their service contract. The idea is 
too new and nebulous to report in any 
detail, but we may be finding some- 
thing of this kind adopted before too 
long. 

The majority of replacement sales 
are for complete units. We find that 
32% of these deals involve the instal- 
lation of a furnace-burner unit, 27% 
get a boiler-burner unit, and only 
41% involve the installation of sim- 
ply a separate oilburner. 

The average age of equipment being 
replaced is 17.3 years. This is quite an 
improvement over our findings the last 
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time we made this study five or six 
years ago. At that time the average age 
was found to be 15.8 years. One differ- 
ence today is that more of the replace- 
ments are complete units rather than 
simply the separate burner. 

In the experience of the reporting 
group, we find that on the average 
their present replacements of separate 
burners are at the age of 15 years. On 
the other hand, they are replacing 
furnace-burner units at 18 years and 
boiler-burner units at 20 years. The 
shorter average life of a furnace-burn- 
er unit is probably influenced by the 
lighter weight than usually found in 
boiler units although the difference 
here appears to be only about 2 years. 


On the other hand when we recall 
that only half of the replacements are 
made where the equipment has broken 
down, it is obvious that there is some 
life left in much of the equipment be- 
ing replaced. However, it is desirable 
to replace it in order to give the family 
the benefit of the most modern types 
of oilheating equipment. 

The dealers were next asked if they 
make any money out of replacement 
sales. The composite answer is that 
28% of the companies find them quite 
profitable, 63% say they are modestly 
profitable and the remaining 9% say 
that they just break even. Obviously 
in this last group they are just trying 
to protect the fueloil account against 
inroads of other fuels. 

DEALER COMMENTS: These were 
very limited this month because the 
printed questions filled the page. One 
particularly good one was, “We check 
on all customers’ oil consumption; any 
that appear to be excessive are prompt- 
ly studied. We make a complete heat 
survey and present the facts to the cus- 
tomer. In most instances they accept 
our suggestions.” The other comments 
mostly had to do with assuring us that 
very little business was being lost to 
gas equipment in their particular mar- 
kets. One dealer made a plea for bet- 
ter standardization of oil tank tappings 
and sizes. 

Another dealer is replacing boiler 
units only 7 years old and he says these 
are the “tin” ones installed at the end 
of the war. A Massachusetts company 
reports devoting 100% of its news 
paper advertising to replacement busi- 





ness, and an Indiana marketer in 
checking the point that replacement 
installations are quite profitable adds 
the emphasis that this is the only thing 
he does make money on. 
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In Dodge Poll: Economists 
predict °56 will top 1955 


BUSINESS next year will be even bet- 
ter than this year according to the 
forecasts of 201 economists polled by 
F. W. Dodge Corp., New York, in its 
annual survey of opinion. 

Economists generally feel that total 
output, measured by gross national 
products, will rise to a peak in the 
middle of 1956. Those surveyed an- 
ticipate a slight downturn in the sec- 
ond half of the year. 

Dr. George Cline Smith, Dodge 
economist, said that four out of five 
of the economists expect the gross na- 
tional product to be higher than the 
mid-1955 level. In addition, 84% ex- 
pect personal consumption expendi- 
tures to be above prevailing levels; 
more than 90% expect manufacturing 
wage rates to increase; and 85% ex- 
pect consumer prices to go up. 

New construction is predicted to 
be about $41 billion. Housing starts 
are expected to decline substantially, 
with a total of 1,150,000, and with 
the rate in the second half of the year 
lower than in the first half. 

The economists participating in the 
survey included 31 in financial organ- 
izations and insurance companies; 88 
from business firms; 44 from colleges; 
8 from government; and 30 were con- 
sultants or members of research or- 
ganizations. 
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Canadian Standards issues 
Rules for boiler Inspection 


THE FOURTH EDITION of Canadian 
Regulations for the Construction and 
Inspection of Boilers and Pressure Vex 
sels has been published by the Cana- 
dian Standards Association, Ottawa. 

The regulations provide for the safe 
design, construction, installation, op’ 
eration and repair of boilers. Copies 
are available from the Association at 
50 cents each. 
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a 
Complete 
Line 


e ONE SOURCE 
e ONE RESPONSIBILITY 


For every automatic control need 


FOR MANUFACTURERS: A dependable, completely reliable source of supply 
from a company which pioneered such major control advances as the B-60 
self-powered gas control system, and custom color styling in water heater 
controls. A complete line for all standard applications...specialized design 
and engineering help also available upon request. 


FOR JOBBERS: The on-call assistance of one of the nation’s largest factory 
trained field service organizations to support the jobber’s daily program of 
dealer development, training, and servicing—in addition to providing the 
convenience of local inventories for emergency demands. 


FOR DEALERS:A superior product line backed by 25 years of experience in 
the field to guarantee against costly call-backs and servicing that cut dealer 
profits... plus General Controls’ continuing national and regional advertis- 
ing which gives the dealer product acceptance that moves merchandise. 


GENERAL CONTROLS 


MANUFACTURERS OF AUTOMATIC CONTROLS FOR HOME, INDUSTRY AND THE MILITARY 


FIVE PLANTS. IRON MOUNTAIN, MICHIGAN = 
GENERAL CONTROLS ©* Penrex contaots GLENDALE, CALIFORNIA * BURBANK, CALIFORNIA * 
¢ 


40 FACTORY BRANCH OFFICES SERVING THE UNITED STATES AND CANADA SKOKIE, ILLINOIS * GUELPH, CANADA 
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A THIS IS BEING WRITTEN to go to 
the printer on November 17 
there is every probability that there 
will be considerable price changes 
along the Eastern Seaboard before this 
gets into your hands, As the table 
shows, the half cent voluntary allow- 
ance is still in effect. This was actually 
a summer discount and according to 
original planning would have expired 
on September 30. 

However at that time, the season 
was extra mild, stocks were comfort- 
ably high and the tanker rates were 
low. As a result the summer discount 
is still in effect today. 

Now the first cold days of the win- 
ter are showing up and the distillate 
stocks at primary levels have dropped 
from their peak at the first of the 


month. More important, tanker rates. 


from the Gulf to the East Coast 
jumped over the past weekend from 
5% above USMC to plus 50% and 
one cargo was reported at plus 60%. 
This raises the delivered cost of No. 2 
fueloil on the East Coast by a half 
cent. There is every probability that 
this will force the dropping of the sum- 
mer discount within a matter of days. 
Fortunately, most fueloil distributors 
are expecting this and have their stor- 
age pretty well filled. 

The other principal changes in- 
cluded a .6¢ rise in the tank wagon 
price in Cleveland and general price 
revisions in the Pacific Northwest. 
Portland, Oregon, is down a half cent 
at both levels. Seattle dropped .6¢ 
tank car and .6¢ tank wagon. Spokane 
was off a half cent at tank car and 
.4¢ tank wagon. 
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Portland, Me. 
Boston 
Providence 
Springfield, Mass. 
Hartford 
New Haven 
Syracuse 
Albany 
New York 
Newark 
Philadelphia 
Harrisburg 
Baltimore 
Wilmington, N. C. 
Washington 


*Delivered. 
Tank wagon prices shown are for maximum one-time delivery discounts. 
tSubject to .50¢ voluntary allowance. 


DEGREE DAY TABLES 


*American Petroleum Institute. 











No. 2 Heating Oil (Including No. 3 & PS200) 


Price per gallon as of November 15, 1955 


Tank 
Car 


10.5¢ 
10.44 
10.44 


10.654 
10.34 
11.37 
10.67 
10.3+ 
10.34 
10.34 
10.34 
10.47 








—ONE MONTH ONLY 
October Percent 
Normal 1954 1955 Change* 
443 355 387 —12.6 
110 1457+ 138 +25.5 
278 25944 224 —19.4 
315 248 307 — 2.4 
433 357 337 —22.2 
350 329 301 —14.0 
222 302 258 +16.2 
340 328 320 — 5.9 
53 78 54 + 1.9 
425 395 336 —20.9 
355 401 347 — 2.3 
381 350 304 —20.2 
394 374 292 —25.9 
384 300 354 — 7.8 
617 687 532 —13.7 
7 36 21 +200.0 
306 34344 322 + 5.2 
240 247 182 —24.2 
41 30 58 +41.5 
232 280 230 — 0.9 
428 39544 373 —12.9 
459 530 423 — 7.8 
5 33 14 +180.0 
263 213 182 —30.8 
331 359 305 — 7.9 
219 198 156 —28.8 
298 298 275 — 7.7 
545 424 501 — 2.7 
280 285 282 + 0.7 
381 284 326 —14.4 
233 268 228 — 2.1 
202 258 215 + 6.4 
381 3994+ 374 — 18 
128 114 176 + 37.5 
639 622 FL7 —19.1 
329 349 366 + 11.2 
387 374 347 —10.3 
237 209 182 —-23.2 
*Compared with normal. 
PRIMARY STOCKS* 
(Thousands of Barrels) 

East of Rockies 

Nov. 11 

1955 

East Coast 60,623 

Midwest 45,980 

Gulf Coast 28,144 

Total 134,747 





Tank Tank 
Wagon Car 
14.27 Richmond 10.7+ 
14.1¢ Charleston, S.C. 10.4+ 
14.17 Chicago 10.7% 
We Detroit 11.65* 
14.27 Cleveland 11,3* 
13.87 Minneapolis 10.0 
14.5+ St. Louis 10.25* 
13.9F Indianapolis 10.75* 
13.8¢ Milwaukee 12.0* 
13.37 Des Moines 10.0 
13:27 San Francisco 10.45 
14.37 Portland, Ore. 11.05 
13.85F Seattle 11.05 
13.77 Spokane 13.45 
14.35F Los Angeles 9.95 


——SEASON TO DATE 









Tank 
Wagon 
13.9} 
13.67 
14.1 
14.9 
14.3 
13.8 
13.9 
14.6 
15.0 
13.8 
13.0 
13.6 
13.7 
16.1 
12.5 








Sept. through Oct. Percent 
Normal 1954 1955 Change* 
Albany AP 582 » ih hy 561 — 3.6 
Atlanta AP 118 14547 138 +16.9 
Baltimore AP 328 «=. 259FF 258 = —21.3 
Boston AP 392 355 392 0 
Buffalo AP 555° 489 474 —146 
Chicago AP 440 360 345 —21.6 
Cincinnati CO: 264 323 274. + 38 
Cleveland AP 415 373 372 —10.4 
Dallas AP 53 78 54 - 19 
Denver AP 545 466 462 —15.2 
Des Moines AP 454. 449 417 — 82 
Detroit-AP- 477 421 384. —19.5 
Grand Rapids CO 499 459 400 —19.8 
Hartford AP 485 430 483 — 0.4 
Helena AP 937° .972 862 — 80 
Houston AP 7 36 21 =+200.0 
Indianapolis AP 385 37377. 351 — 8.8 
Kansas City AP 284 254 200 —29.9 
Los Angeles CO 58 30 64 +10.3 
Louisville AP 283 293 234 —17.3 
Milwaukee AP 562 48744 477 =—15.1 
Minneapolis AP 616 688 559 — 9.3 
New Orleans CO 5 33 14 +180.0 
New York CO 302.. 257 212 —29:0 
Omaha AP 419 395 370 —11.7 
Philadelphia CO 252 216 172 —31.7 
Pittsburgh CO 354 323 305 —13.8 
Portland, Me. AP TEA GIS IAT ORG 
Portland, Ore. CO 365 382 388 + 6.3 
Providence AP 488 402 442 — 9.4 
Roanoke, Va. AP 283 282 249 —12.0 
St. Louis CO 240 269 218 —19.2 
Salt Lake City AP 469 4927+ 494. + 5.3 
San Francisco CO 238: -- “B32 357 + 50.0 
Sault Ste. Marie AP 937 944 851 — 92 
Seattle CO 463 «<418.° 337 +168 
Toledo AP 489 432 439 —102 
Washington AP 274 #217 #197 —28.1 
+7City Office. 
Distillate Fueloils 
SECONDARY STOCKS** 
(Thousands of Barrels) 
Sept. 30 Sept. 30 
Nov. 12 1955 1954 
1954 East Coast 14,100 12,475 
54,898 Midwest 6,527 6,154 
39,342 Gulf Coast 951 752 
26,158 Mountain 450 536 
—_—_—_— Pacific 1,192 1,035 
120,398 
Total 23,220 20,952 


**Bureau of the Census. 
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THROW AWAY YOUR OLD IDEAS ABOUT WARM-WEATHER PROFITS! 





Amazing New | LAWN| Machine 


Enables One Driver to Do the Work 








of Ten Men—AUTOMATICALLY! 


Now You Can Provide Home Own- 
ers in Your Area with COMPLETE 
Lawn Service—at the Astounding 
Rate of AN ACRE OF LAWNS PER 
MAN-HOUR! 


O you thought the idea of offering 

fertilizer spraying service during your 
slow season was revolutionary? Here is 
an even more sweeping innovation for 
fuel oil dealers! It can do an even better 
job of keeping all your office, mainte- 
nance, and truck personnel profitably en- 
gaged the whole year round. It can add 
even more to your annual gross. You’ll 
be providing an even more needed serv- 
ice to home owners, one that will enable 
you to keep in touch with your regular 
winter customers during warm weather 
—and contact many new customers too. 


Beginning this next Spring, you can 
offer your customers, and other home 
owners in your area, complete lawn serv- 
ice for what they now often pay for lawn 
supplies alone—and assure them a far 
more beautiful lawn in the bargain! 


The Miracle of LAWN-SCAPING 


The revolutionary new 
scientific development 
which makes this possi- 
ble is a new all-in-one 
miracle machine called 
the LAWN-SCAPER. It 
does for lawns what the 


FULLY PATENTED 

— no other ma- 

chine in America 
like it, 








MOWS 
Fan - like suction 
of whirling blades, 
shielded from driv- 
er, lifts low-lying 

Trasses for cut- 
Ing. 








RUSH COUPON FOR FULL DETAILS 


Here is the opportunity you’ve been 
looking for to expand and diversify 
your business. Profits from first year 
of operation can pay entire cost of 
Machines and supplies many times 


But it’s important to act NOW if 
you want to ‘‘get in on the ground 


boom. This is the kind of opportunity 
that occurs only once or twice in a 
decade. So rush coupon now for full 
details—or to get the information even 
over. faster, wire Joseph Coopersmith, Presi- 
dent, Dept. 25, LAWN-SCAPE CORPORA- 
TION OF AMERICA, Suite 2300, 11 West 
42nd St., New York 36, N. Y. 


invention of the combine did for harvest- 
ing grain. In a single operation, and with 
a single unskilled driver, it does all the 
important lawn jobs that previously re- 
quired many different machines or tools. 


Traveling at the average speed of four 
miles an hour, the LAWN-SCAPER auto- 
matically mows — mulches — aerates — 
fertilizes — re-seeds — rolls — and con- 
trols weeds, crabgrass, mosquitoes, grubs, 
and insects — all at the same time. Using 
the very latest scientific principles of 
lawn feeding and care, it can maintain a 
velvety green “golf course lawn” with 
only five or six service calls per year. 
One man can care for 600 average-size 
lawns a year! No special training need- 
ed—use your own drivers. 


It has been estimated that 80% of the 
cost of a professional lawn is labor. By 


eliminating most of this cost, this re- 
markable automatic lawnmaker brings 
professional lawn care within the budget 
of every home owner—and still provides 
you with a greater mark-up than you 
ever thought possible. 


Developed by LIQUILAWN Scientists 


The scientific team that gave you 
LIQUILAWN has incorporated into this 
machine all the latest horticultural dis- 
coveries and advances in lawnmaking. 
The pelletized chemicals, spread evenly 
over every square inch of ground and 
mashed down by the roller, gives the 
LAWN-SCAPER the effectiveness of 
Liquilawn spraying without the bulk— 
and the LAWN-SCAPER does 9 other 
important lawn jobs besides! 








One of machine’s 
4 drums can carry 
enough seed to re- 
seed 50,000 square 
feet of lawn. 

















FERTILIZES 


Another drum is 
filled with tin 
tree - flowing pel- 
lets of instantly 
soluble fertilizer. 
Spreading mech- 
anism assures uni- 
form distribution. 





KILLS WEEDS, 
CRABGRASS 


Drums also dis- 
pense latest weed 
and crabgrass kill- 












er. All 4 drums 
can flow at once, 


































MULCHES 


Any larger particles of 
grass and leaves are re-cut 
into fine mixture. Makes 
valuable plant food. 












sired. 


AERATES 
Spiked roller aerates with- 
out lifting turf. Can be 
raised or lowered as de- 








CONTROLS GRUBS, 
MOSQUITOES, 
INSECTS 
Latest insecticides, 
mixed in with ferti- 
lizer, assure beauti- 


ful lawn, no more 
i mosquito bites. 











ROLLS 


Back roller lev- 
els turf, mashes 
chemical pellets 
into close con- 
tact with moist 
earth and grass. 
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LAWN-SCAPE CORP. OF AMERICA, Dept. 25, 
Suite 2300, 11 West 42nd St., New York 36, N. Y. 
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by 
Milburn Petty 


WASHINGTON — Threat of import 
quotas being imposed on residual fuel- 
oil has abated—but “voluntary” re- 
strictions continue to hold down the 
volume of foreign residual being 
brought in. 

Completing his about-face on im- 
ports, Chairman Flemming of the Cab- 
inet fuels policy committee has de- 
cided that no government action is 
needed to reduce residual imports. 

In September, Flemming had threat- 
ened the importers with government 
action unless they come up with some 
suggestions for making the “volun- 
tary” import cuts more effective. 

The importers had no ideas. Never- 
theless, Flemming began to ease up on 
residual imports under pressure from 
New England, particularly. 

Climax came when Flemming an- 
nounced that, disregarding the first 
quarter, residual imports for the bal- 
ance of 1955 will be 7,000 barrels 
daily less than the fuels policy com- 
mittee’s recommendation. So, no 
quotas or other action is required, 


Flemming Gives Residual Data 


Domestic production of residual 
failed to increase, despite an 8% in- 
creased demand this year, Flemming 
pointed out. Supply was further tight- 
ened by exports increasing 26% over 
1954. Stocks dropped 20,000 barrels 
daily in the nine months as against 
an increase of 27,000 barrels daily last 
year. 

Earlier, he had hinted that no action 
would be taken to help coal when he 
said residual imports and coal produc- 
tion “have both increased during this 
year by 20% above 1954.” 


Jobbers Protest Imports Cut 


Meanwhile, the National Oil Job- 
bers Council has protested against 
“voluntary restrictions” on residual 
imports, which they say has tightened 
supplies to the point where prices have 
increased 30¢ per barrel and “some 
jobbers have been unable to obtain 
contractual commitments for. their 
winter needs.” 
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Government Influences on Fuels 


“We are fearful,” the NOJC de- 
clared, “that if we have an unusually 
cold winter there will not only be fur- 
ther increases in the price of residual 
oil—but, of more consequence, we 
may be faced with shortage of supply.” 

So, the council instructed its Wash- 
ington counsel, Otis H. Ellis, to con- 
tinue opposing “mandatory restrictions 
on oil imports—however achieved.” 


NOJC Urges All-Purpose Flue 


The NOJC also called upon the 27 
state and regional jobber associations 
represented at the council’s annual 
meeting in Chicago, as well as those 
not attending, to provide Otis Ellis 
with data on hardships resulting from 
new homes being equipped with chim- 
neys for only one type of fuel. 

Armed with this data, Ellis will re- 
new efforts to change the regulations 
of FHA and other government agen- 
cies to accomplish this objective. 

Also, each association was urged to 
work for the adoption of local ordi- 
nances to protect property owners 
against being restricted to using one 
type of fuel. 

The NOJC also reiterated its oppo- 
sition to federal control of gas prices 
at the wellhead, endorsing legislation 
to prevent this. 

Concern was expressed over the 
spread of the commercial discount 
problem to volume sales of fueloil in 
some areas. 


Gas Bill Faces Stiff Battle 


All indications are that the Harris 
Gas Bill, exempting producers from 
direct federal control of their prices, 
faces an uphill battle in the Senate 
when Congress reconvenes. 

Proponents are well aware that if 
any amendment is tacked on by the 
Senate, the bill’s chances are slim be- 
cause it would have to run the gaunt- 
let in the House again where it 
squeezed through with only six votes 
to spare. 

Senator Douglas (D., Illinois), a 
leading opponent of the Harris Bill, 
has charged that it would raise the 
average family’s fuel cost by $20 to 
$30 a year. 

He contends that gas prices would 






be increased by 10¢ to 15¢ per thou- 
sand cubic feet. 

Meanwhile, gas producers insist that 
the Harris Bill, as amended in the 
House, “is now more of a control bill 
than a decontrol measure.” Safeguards 
adequately protect consumers from 
runaway prices, they say. 

The Federal Power Commission has 
made it clear in recent decisions that, 
if some legislation like the Harris Bill 
is not enacted, producers’ prices will 
be subjected to utility-type regulation. 

Such regulation, producers con- 
tend, would discourage the search for 
new gas reserves and dry up future 
supplies. They point out that gas well 
completions this year are 12% behind 
1954 while oil wells are up 6%. 


Military Distillate Needs Up 


With more and more distillate 
needed for jet fuel in the future, the 
military may be faced with “a major 
problem,” since civilian consumption 
is rising, too, according to Brig. Gen. 
W. W. White, AF, the military's 
petroleum logistics chief. 

“To make matters worse,” he con- 
tinued, “research has indicated that 
conversion of military vehicles to 
diesel operation is desirable.” 


Pipeline Plans Crop Up Again 


Soon after Congress reconvenes in 
January, the House Armed Services 
Committee likely will renew its in 
quiry into plans for a crude oil pipe- 
line from Texas to California, with 
proponents citing “difficulties” of the 
military in obtaining Navy Special 
fueloil there. 

Also, the matter of a “Giant Inch” 
oil pipeline from the Gulf to the East 
Coast will crop up again as soon as 
the courts dispose of the injunction 
suit against converting the “Little 
Inch” from gas to petroleum products. 

Mobilization Chief Flemming says 
he is about ready to rule on various 
proposals to expand oil pipeline capac 
ity to the East Coast with government 
help. Texas Eastern may get the nod 
on this. 

Meanwhile, oil pipeline construction 
this year will total 4,835 miles and 
cost $185 million, according to com: 
pilations of the Committee for Pipe 
Line Companies. 
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IGNITION TRANSFORMER 


pipe- Transformers are ‘tops’. . . tops in 


vices 
s in 


with Quality dependability and performance. Yes, 

you're exclusive because you are using the best 
sto Mt YaoYo) ol-fo Mi ial-MhiI-1(o Mila Mohat-ialale melee 

positive method of encapsulation that locks out 
moisture... forever; a patented radio and TV 
shielding which effectively screens out static; and 
above all, a 2 year guarantee against defects in 
ola dualolar tall oMelale Muiloli-ia(ell San Ayam ZelNT me [oh mola 
exclusive with the ignition transformer proven 


dependable over the years . . 


..Your Best Buy in Ignition Transformers 
























OILHEATING MEN 


make MARKETS 
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Trustees and officers, Oil Heat Institute of 


Northern Ohio. Sitting, left to right: Trustee Ray- 


mond H. Quiggen, H. Quiggen & Son; President E. 
F. Marquard, Allied Oil Co.; Secretary-treasurer 
N. R. Steenstra, Standard Oil Co. (Ohio); Trustee 


OHIO fights back 


Oil Heat 
Institute 
ee 


Northern Ohio 





aie referred to as 
the “Best Location in the Na- 
tion” is a far cry from that as far as 
heating oil men are concerned. The 
city, like almost every other area of 
the great State of Ohio, has one of the 
lowest natural gas rates in the coun- 
try. The 65 cents rate for a thousand 
cubic feet of 1050 Btu gas makes it a 
virtually impossible feat to sell an oil- 
burner within the area gas main. 
But even in the fact of such cost 
competition, the oilheating folks find 
it necessary and important that they 
keep active their membership in the 
Oil Heat Institute of Northern Ohio. 
Seven men with their eyes on the 
future of oil heating sat down one cold 
January day in 1944 and under the 
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far - sighted leader- 
ship of E. F. Mar- 
quard of Allied Oil 


Norm Company, formed 
the Northern Ohio 

Steenstra, Chapter of OHI. 
Secretary Problems of ration- 


ing were still with 
us, but the coming 
post-war period was 
certainly going to be 


one of great expansion that would in-, 


clude booming heating oil ‘sales. 

The judgment of these men was 
not incorrect. At that time, the cost 
of heating a home with clean auto- 
matic oil heat was just about equal 
to the cost of natural gas and oil men 
enjoyed definite comfort advantages 
as consistently dependable heating 
was more thoroughly guaranteed 
when the home owner chose oil. 

In two years, the membership 
jumped to 33 and six months later 
the roll included 80 active members. 
This spurt in membership was no ac- 
cident. Co-incident with a restriction 
on gas heating installations, the local 
OHI. chapter embarked on a_ huge 
membership campaign. 


E. H. Burens, Burens Heating & Ventilating Co. 






Eleventh of a Series 


Northern Ohio 





Standing left to right: Vice-president W. W. 
Rapprich, Ohio Pump Service Co.; Trustee George 
Melbourne, Citizens Automatic Equipment Co. 


Heating dealers, many of whom 
found themselves with large inven- 
tories of gas equipment, jumped on 
the oilheating bandwagon and the lo 
cal chapter developed a program of 
educating them in the proper and 
ethical ways to sell and install equip- 
ment. OHI sponsored advertising 
helped them to make even more profits 
than they had before. 

This oil heating Utopia was short- 
lived. Once again gas became avail: 
able in increasing quantities and the 
annual sale of oilburner installations 
decreased, and with it the association 
membership. 

With the gargantuan growth of 
home building following World War 
1 and continuing up to the present, 
heating oil business increased tre’ 
mendously—but so did natural gas 
heating installations. Prices of heating 
oils rose—but natural gas prices didn't 
keep pace. Oil prices went up 72% 
while natural gas crept up a mere 
10%. 

Despite the discouraging difference 
in cost of the two fuels, the area con 
tinues to show increases in gallons 
each year. It must be quickly pointed 
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out, however, that we are in the posi- 
tion of the swimmer who for every 
three strokes forward is swept back 
two by the current. 

Fortunately most of the new home 
building is taking place beyond the 
gas mains where naturally oil is most 
desirable fuel, but while we have been 
stretching out into the suburban and 
rural areas most of our “in the city 
gas main area” customers have con- 
verted to gas. Consequently, for every 
three new users we gain, we lose two 
old timers. We've had to fight every 
inch of the way. 

Unlike many other areas of the 
country, very little heating equipment 
is sold by oil men. Nearly all of it 
moves through heating contractors 
who generally push the fuel that is 
easiest to sell. 

A quick tour of our market shows 
that there are approximately a half a 
million centrally heated homes in the 
area covered by our membership. Less 
than one-tenth of these are oilheated, 
while it is estimated that more than 
425,000 heat with gas. One of the 
utilities serving part of our area ex- 
tending into other sections of the east- 
ern part of Ohio boasts of 700,000 
gas meters of which 84% have gas 
furnaces connected to them. This com- 
pany with its comparatively 
rates, adequate transmission lines, 
and suficient supply, make the job of 
promoting oil heating all the harder. 


low 


Burners operating increase 


As mentioned earlier, oilheating has 
not been standing still. In 1945, the 
area had about 4500 burners in oper- 
ation, ten years later, this number has 
grown to ten times that size showing 
an 89% increase since 1950. 

We like to feel that the Institute 
played a big role in making these 
gains. E. F, Marquard, our first Presi- 
dent, is again back at the helm of the 
organization. “Mr. Oil Heat” as he is 
popularly known around Cleveland 
has been one of the chief pushers of 
the association and is largely responsi- 
ble for its continued activity. 

A few years ago, when the City of 
Cleveland was preparing a mammoth 
revision of its building code, our OHI 
Code Committee spent months work- 
ing with the city preparing a code 


eloil 


that was just and fair for the home- 
owner, the heating man, and the oil 
man. 

This spring, oH1 of Northern Ohio 
conducted a ten week oilburner serv- 
ice course for its-members and their 
service men. The Institute has always 
keenly felt the need for top-grade 
service in order to protect its gains. 


We've found that it is an absolute | 


necessity that oil companies maintain 
a burner service department and that 
they supply this service promptly and 
with thoroughly trained men. 

Bitter experience has shown that 





when service is left to a contractor | 


who also sells gas heating equipment 


oilburners he services are sooner or | 


later replaced with gas burners. 
Ninety-eight students attended our 
classes. A thoroughly satisfying figure 
in view of our one to ten ratio of oil 
to gas burners. Some of these students 
traveled over 50 miles to attend; 86% 
attended every meeting, indicating to 
the chapter that expansion of service 
education is a must in the future. 


Bright Spot 


There is one comparatively bright 
spot in our area. A small and growing 
community has just recently had gas 


mains installed where the new gas rate | 
is much higher than the Cleveland | 


rate. Here the Institute is planning a 
serious two-pronged campaign to keep 
the customers it now has and continu- 
ing to promote oil for the new homes 
in that area. The higher gas rate, al- 
though still below the cost of oil, gives 
a much better sales tool than we’ve 
had in the past,—and we intend to 
make the most of it. 

The current membership of the In- 
stitute is 54 consisting of oil market- 
ers, heating contractors, equipment 
representatives, and others associated 


with oilheating. Meetings are held five | 


times a year and in addition to the 
regular business at hand, a speaker 
discusses a topic of interest to the 
membership planned particularly to 
help oil equipment sales. 


One thing is certain about North | 


ern Ohio—we know what gas com- 
petition is, and when we hear of the 
gas rates on the eastern seaboard, we 
turn green with envy and wish we 
had those rates to contend with here. 








COMPLETE LINE 


—size ranges from 75,000 to 180,000 
B.T.U. output at bonnet. 


COMPLETE PACKAGE UNITS 


—factory assembled and tested— 
ready to install. 


10 YEAR WARRANTY 


—on both the combustion chamber 
and heat exchanger. 


MAXIMUM HEAT TRANSFER 


—assured by high efficiency 12 
gauge steel heat exchanger. 


FULLY U/L APPROVED 
—and acceptable by both F.H.A. and 
V.A. 


COMPETITIVELY PRICED 


—every unit priced to meet today's 
competitive market. 





Exclusive distributor and dealer franchises 
are available in certain desirable areas. 
Inquiries are invited. 











WRITE FOR FULL INFORMATION 


LINCOLN FURNACE Co. Ine. 


MANUFACT A FURNA A CONDITIONER 


232 Goffie Road © Hawthorne, N. J. 


























































Fueloil Committee, API, 


plans additional Projects 


EETING at the Highlands Inn, 

Carmel, Calif., on November 
9, the Fueloil Committee of the Mar- 
keting Div., American Petroleum In- 
stitute, had an all-day discussion of 
some 15 industry problems. The prin- 
cipal purpose of the gathering was to 
select from these topics after discus 
sion the two or three of greatest in- 
terest to be assigned to working groups 
for later meetings. 

Final 
were made at Carmel for the Fueloil 
session to be held November 14 as a 
part of the API Convention in San 


detailed arrangements also 


Francisco. 
Vining is Chairman 


The chairman of the Carmel meet- 
ing was M. N. Vining of Seattle and 
the secretary was Robert Gray, New 
York. After an introduction of the 
14 committee members and 21 indus- 
try guests present, Vining called on 
Adam Rumoshosky, API's director of 
marketing, to discuss the co-ordination 
of this committee’s work with that of 
other groups within the Division. 

Rumoshosky told of the activities of 
the Jobber Advisory Committee and 
the Marketing Personel Training Com- 
mittee as being of very considerable 
interest to fueloil men. He urged co- 
operation to develop management 
training institutes within the industry, 
particularly those of statewide scope. 
These are of the type described in the 
November issue of FUELOI & OIL 
Heat where we covered the Connecti- 
cut sessions . . . also the Washington 
in the June issue. 

Some of these institutes have had 
very little for fueloil men, but where 
they have been of interest to us some 
of the committee members have fos- 
tered them actively. 

He also proposed that the Market- 
ing Research Committee could be of 
real help to the fueloil group, particu- 
larly in connection with promotional 
programs. The new Operations and 
Engineering Committee, through its 
projects to standardize some phases of 
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marketing equipment, might help our 
group he believes, 

The chairman next read a commu- 
nication from the Oil-Heat Institute, 
New York, recommending that the 
committee’s name be changed from 
“Fueloil” to “Heating Oil.”” The mem- 
bers voted against this, but they did 
pretty generally support the idea that 
in sales and advertising activities the 
industry could better use the terms 
“Ojilheating” or “Oil Heat” rather 
than “Fueloil.” 

The ont had asked also that the com- 
mittee consider supporting the cost of 
an oilheating display in the National 
Home Building, Washington. There 
was no decision on this but the chair- 
man is to appoint a committee to ex: 
plore the field to see how far API, 
as such, can go in promoting a prod- 
uct. Pretty generally it has been in- 
dividual companies that have helped 
with industry promotion. 

Chairman Vining then called on 
Gray to report on the progress of Oil- 
heating Market Reports, the New 
York coordinating office that studies 
markets for promotional purposes. 
Gray told of 33 markets that have been 
surveyed in this effort, which started 
last May. Of these, 16 groups have 
their oilheating promotional jobs 
started. The 16 campaigns have a 
combined goal of $793,000 a year. 
They have raised $360,000, of which 
$245,000 was from local fueloil com- 
panies and the balance from the sup- 
plying companies. 

From the subjects of general indus- 
try interest that were presented by the 
chairman for discussion, the program 
committee will select two or three for 
special committee assignment for study 
and preparation of papers. These will 
then be presented at the next meeting 
which is to be held in conjunction with 
the mid-year meeting of API's Market- 
ing Div., May 21-23 at Atlanta, 
Georgia. 

The 14 committee members on hand 
at Carmel were: 


Chas. R. Holloway, Jr., Liberty Fuel & 
Ice Co., Portland, Ore. 





Jack L. Minner, Shell Oil Co., New 
York. 

Leon J. Boyle, Boyle Fuel Co., Spokane, 
Wash. 

I. L. Goldman, Aurora Gasoline Co., De 
troit. 

Walter B. Englebrecht, Phillips Petro- 
leum Co., Bartlesville, Okla. 

J. J. Mulvey, substitute for Henry 
Schwartz, New York. 

G. W. Sanders, The Pure Oil Co., Chi- 
cago. 

John J. Buckley, American Mineral Spirits 
Co., Newark. 

Edward P. Hacker, Ballard Oil & Equip- 
ment Co., Portland, Me. 

C. M. Blickensderfer, Sinclair Refining 
Co., New York. 

Douglas W. Smith, Stahdard Oil Co. of 
Calif., San Francisco. 

LeRoy B. Fox, Socony Mobil Oil Co., 
New York. 

M. N. Vining, Diesel Oil Sales Co., Se- 
attle. 

Robert Gray, Fueloil & Oil Heat, New 
York. 


Committee Guests 


The 21 guests of the committee at- 
tending the Carmel meeting were: 


Dale Josephson, Oil Heat Institute of 
Oregon, Portland. 

Henry Auld, Automatic Heat Co., Ew 
gene, Oregon. 

W. G. Warrington, Rossoe Mfg. Co., 
Seattle. 

Charles R. Ainslee, Time Oil Co., Seat- 


e. 
Robert G. Elmslie, OHI of Washington, 
Seattle. 

Chas. B. MacGlashan, Shell Oil Co., San 
Francisco. 

Miles M. Mills, Oils, Incorporated, Des 
Moines, Iowa. 

Mark Butterworth, General Petroleum 
Corp., Los Angeles. 

W. I. Martin, Union Oil Co., Seattle. 

Don T. Whalen, Tidewater Assoc. Oil 
Co., San Francisco. 

Fred Griffin, Griffin Fuel Co., Seattle. 

Robert G. Scully, Scully Signal Co., Mel- 
rose, Mass. 

W. O. Myers, Signal Oil Co., Los An- 
geles. 


Len Gehrke, Gehrke Fuel Co., Portland, 


tl 


re. 

Robert M. Douglas, Standard Oil Co. of 
Calif., San Francisco. 

George P. Griffis, Pacific 
Advtsg. Co., Portland, Ore. 

John A. Walters, OHI of Idaho, Boise. 

Edmund L. MacDonald, S. Cunard & 
Co., Halifax, Nova Scotia. 

Mrs. E. L. Griffin, Griffin Fuel Co., Ta’ 
coma, Wash. 

J. R. Mafh, Signal Oil Co., Reno, Ne 
vada. 

Adam Rumoshosky, American Petroleum 
Institute, New York. 


National 


The majority of these guests were 
on hand for a meeting the following 
day of the Regional Advisory Com- 
mittee of the Pacific Northwest. This 
is the group that directs the coopera’ 


' tive advertising campaign for oil heat 


in four states. The Fueloil Committee 
members, in turn, were guests of this 
advisory committee that day. A full 
report on this subsequent activity will 
be published next month. 
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Introducing the Winkler 








Money-saving 
oil burner 
Oil-fired units are 
equipped with the 
Winkler LP low pres- 
sure burner—proved 
to save as much as 50% 

in fuel. 



































Oil and Gas-Fired Boilers and Furnaces. ..Gas Conversion 
Burners... Oil Burners. . . Stokers. . . Air Conditioners 


Y WINKLER 


WRITE TODAY FOR DIRECT FACTORY FRANCHISE DETAILS ¢ AUTOMATIC @ 


STEWART-WARNER CORPORATION 


U. S. MACHINE DIVISION e Dept. H-125 e LEBANON, IND. 


"GO" 


ee.@ genuine advance in all-year 
air conditioners—oil or gas fired 


Another money-maker for Winkler Franchised Dealers! The ““GO” 
offers all the economy and dependability features of Winkler 
Furnaces—with cooling equipment now added! You have to 
see the “GO”’ to fully appreciate the quality of its exclusive design 
and long-life construction. 

The “GO” is flexible—can be installed either as a complete 
heating-cooling system, or with the special evaporator casing left 
empty for future addition of the cooling coil. The compressor- 
condenser unit is installed outdoors. 

Shipped as a complete “package”, the Winkler ““GO” is avail- 
able in models for basement or utility room installation and for 
conventional or perimeter type systems. Jt costs less to install— 
the filter is housed in a frame which can be placed in any of five 
positions, assuring greater adaptability to various installing situa- 
tions and lower duct costs. 

Write today for the facts on the Winkler ‘“‘“GO”—and how to 
obtain a Winkler Direct Factory Franchise. 


Up to 42% more heating surface 
The corrugated Heat Exchanger has 
almost one half again as much heat- 
ing surface as conventional types— 
transmits more heat—keeps fuel bills' 
down. 








Model WB 
Remote compressor unit For basement instal- 
Installs outdoors—no noise in the home. lation. Casing for 
Available in water and air cooled models. evaporator coil is lo- 


cated at top of unit. 











































DELBRIDGE 
Oil & Gas Calculator 


Stop figuring fuel oil charges the old- 


fashioned, long-hand way! No more 
errors—no more dissatisfied customers! 


Figure fuel oil charges fast—easily — 

accurately—with the DELBRIDGE * Oil 

& Gas Calculator! Total amount of sale 

is pre-calculated for you without laborious 

——la figuring and errors—simple 
nding a phone number! 


Covers prices from 5¢ to 35¢ per gallon 
by steps of 1/10¢. Shows gallonage from 
1 to 250 gallons by steps of 1 gallon— 
then to 5,000 gallons in easy steps. 


Durable, lon -lasting leatherette metal- 
ring binder. Only 514" x 614"—fits easily 
in coat pocket. Guaranteed accurate by 
Lloyd’s of London. Only $5.00 each. 


Try the DELBRIDGE Oil & Gas Cal- 
culator for 10 days . . . without obligation! 
Prove to yourse f how it can save time 

. cut down costly errors. Mail coupon 
for FREE 10- day trial. Send no money! 





FREE TRIAL COUPON! 





DELBRIDGE CALCULATING SYSTEMS, INC. 
2502 Sutton Ave., St. Louis 17, Missouri 


Send the DELBRIDGE Oil & Gas Calculator .. 
without obligation! We will approve your invoice 
for $5.00 (plus postage) within 10 days if we 
decide to keep the Calculator. 


BPS csv arerecncsceae Zone.. 


28 


@ 

| 

| 

Noobs tsescsecds ernie tecsebecbeeinx t 
a 

oSlO cc ccccvce a 


peeeeneaeseoneneeee 

z 
Q 
2 
e 
. 
. 
: 
. 
. 
. 
. 
. 
. 
. 
. 
5 
4 
= 
e 
. 
. 
. 
. 
. 
. 








O* NOVEMBER 2 the Distribution 
Division, Oil-Heat Institute of 
America, New York, N. Y., sponsored 
a Labor Relations Clinic for oilheating 
dealers. The Clinic consisted of an all- 
day session at Fordham University, 
featuring an outstanding group of 
speakers from state and federal agen- 
cies concerned with labor problems, 
moderated by Benjamin Werne, ad- 
junct professor, Industrial Relations, 
Graduate School of New York Univer- 
sity. 

Approximately 30 representatives of 
leading oilheating dealers were in at- 
tendance to hear the presentations and 
take part in the open forums which 
followed each talk on negotiations, 
policies and legislation which affect oil- 
heating dealers who sign union con- 
tracts covering their fueloil truck driv- 
ers or their installation and service 
personnel. 


Meeting broadcast 


The entire proceedings were re- 
corded for later broadcast over the 
University’s radio outlet, Station 
WFUV. 

Prof. Werne opened the program 
with a brief statement of the objectives 
of the conference, explaining that, es- 
sentially, it would try to explore the 
things that management can do in ad- 
vance of contract negotiations to in- 
form its employees what its problems 
are and to communicate to the union 
and its members some of its difficulties. 
All in all, Werne stated, the confer- 
ence should be helpful in letting man- 
agement know about some of the things 
it can do to prepare and maintain an 
amicable climate during the negotiat- 
ing period. 

The first formal speaker was Alfred 
Ricciardi, vice-president, Pioneer Ice 
Cream Division, The Borden Co., who 
discussed workloads and seasonality. 
He described the situation in his busi- 
ness, where 60% of the ice cream de- 
liveries are made in the four summer 
months and only about 4 or 5% during 
the winter. This poses the problem of 
seasonal employment, which is handled 


Distribution Division sponsors 
dealer’s labor relations Clinic 









by placing all employees on a seniority 
list after a 60-day trial period. Then, 
when an employee is recalled after a 
layoff he is required to take whatever 
job is available in order to keep his 
seniority. He steps up as seasonal or 
summer jobs open up and eventually 
reaches the top job in his department 
based upon his seniority. 


Incentive base Pay 


Ricciardi explained that at one time 
his company had some delivery men on 
base pay plus commission and others 
on a straight hourly rate. Now, all 
drivers in the metropolitan New York 
area are on the incentive of base pay 
plus commission and one interesting 
result has been a reduction in the 
amount of overtime. Also, under this 
arrangement in the current contract 
all hours worked over 40 are accumu- 
lated to give the man time off during 
the slack season at base pay. 

One precaution advanced by Ric 
ciardi was that contract provisions are 
of little or no value unless they are 
policed. His company regularly checks 
performance records of drivers, both 
as to the number of gallons of ice cream 
delivered to stores and also the num- 
ber of miles covered by the truck. 
Where any instance is uncovered that 
departs greatly from normal, a route 
rider is assigned immediately to ride 
with the driver. Ricciardi explained 
also that, while there was opposition 
to this at first, both from the union 
and the drivers, he was able to point 
out that this was beneficial to the driv 
er as well as the company, because if 
the route rider could point out where 
the man was wasting time or motion 
he could improve his delivery output 
and thereby increase his commissions. 

Ricciardi also briefly described the 
pension and welfare plan which has 
been part of the union contract since 
1951. At present this requires a con’ 
tribution by the company of 10¢ an 
hour for each hour worked to pro 
vide a $50 a month pension after 25 
years and upon voluntary retirement 
at 65, compulsory at 68. The next con’ 
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Tired of it P 


It’s done more politely . . . but let’s face it... factory competition on the BIG jobs 
is like a push in the face to any dealer. That’s not Perfection’s way of doing business. 
We believe in helping our dealers get the big jobs—and the small ones—in their territory. 
What’s more, Perfection offers the exclusive Regulaire and the 3-Stage Fire. 
It pays to ride with the manufacturer who goes right down the line with you. Write Perfection 
Industries, Division of Hupp Corp., Dept. 7618-L, Platt Ave., Cleveland, Ohio. 


A f 
TALK TO Pérfect ion 


AUTOMATIC HEATING 
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Take a long look \ 
at this new look \ 
in controls 








QUALITY 
CONTROLS 


MODEL FAL40 


Combination Fan 
and Limit Control 


NEW —cleaner, neater ap- NEW —ease of adjustment per- 
pearance mits more precise settings 


NEW —improved dial arrange- NEW —closer differential on 
ment is easier to read fan 


NEW —clear-faced lucite window 


All Models Vastly Improved 


All Crise controls have undergone a major “face-lifting.’’ Their 
improved appearance has been matched by engineering advances 
that result in closer operation, longer life and greater ease in 
setting. Now, more than ever, Crise is the value leader in quality 
temperature controls. Write for catalog and price list. 


CRISE CONTROLS DIVISION 


CRO 








MANUFACT 
COLUMBUS 16, OHIO 
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tract, Ricciardi remarked, undoubted- 
ly will increase pension payments and 
liberalize qualifications. 

An analysis of the role of the Na- 
tional Labor Relations Board in collac- 
tive bargaining was next offered by 
James Jaffee, assistant regional direc- 
tor of the Board, by reviewing the 
highlights of the Taft-Hartley Act as 
they applied to the fueloil industry. 
He premised his remarks with the ob- 
servation that the NLRB cannot in it- 
self solve your labor problems nor 
make them more difficult; it merely sets 
up ground rules for labor negotiations 
for both union and management. 

He explained that the Board par- 
ticipates only in labor problems that 
are concerned with interstate com- 
merce and stated that definite stand- 
ards have been established to deter- 
mine when a firm was participating in 
interstate commerce. A representation 
type election—the first step in securing 
union recognition—may be requested 
by either the union or the employer, 
Jaffee said, and the employees may 
petition to have a union removed as 
bargaining agent. 


Unfair labor Practices 


The Board has no power to initiate 
investigations but acts only with the 
filing of unfair labor practices, Jaffee 
continued. Explaining the difference 
between a union shop and a closed 
shop, he pointed out that the closed 
shop, which requires a man to join a 
union before he is hired, is prohibited 
under the Taft-Hartley Act. But, the 
contract may require a man to join the 
union within 30 days after he is em- 
ployed and the NLRB will enforce this 
provision, providing that the union has 
filed under the Act the required finan- 
cial data and loyalty affidavits and is 
certified by the Board. 

In essence the NLRB requires both 
union and management to sit down and 
discuss at reasonable times their labor 
relations and when an agreement has 
been reached to effect a contract. There 
are certain procedural requirements to 
be observed, such as 60 days’ notice in 
writing of a desire to terminate or 
modify a contract. 

Where once wages, hours and con 
ditions of employment were the prin: 
cipal concern of the NLRB, Jaffee de 
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Name Your 
Toughest Problem... 
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Equipment... the finest oil-heating 
line in the business. And most com- 
plete size range for homes! 
Installation. ..factory service schools 
train your men. And field engineers 
help you crack the tough installation 
jobs, difficult layouts. 

Delivery ... Strategically located, 
complete line warehouses end prob- 
lems of “too little, too late.” 


. Business Manage- 





vl 


Hi-Furnaces, Counter-Flo Furnaces, Lo-Furnaces, 
Conversion Burners, Cast Iron and Copper Coil Burners 


ol 


management problems 


Setting ji, 
ve Pr TOs 
Pects 


hiring and training salesmen 





Exclusive Written Fuel-Saving Guarantee Gets Sales! 


Yes, prospects turn into buyers fast when you offer them factory- 
backed guaranteed savings up to 25% with Timken Silent Automatic 
Oil Heat! And well-recognized name means easier sales for you, more 
happy customers. But that’s not all. Look at this really complete Dealer 


Franchise Profit-Making Program! 


ment Counsel—a plan that lets you 
*‘call on the experts’”’ about your 
management problems. 


Salesmen...the Manpower Cam- 
paign — how to screen, hire and train 
top salesmen. 


Getting Prospects... field salesmen 
will work with you on store displays, 
merchandising, local advertising, di- 
rect mail, replacement campaigns, 
and general sales problems. 


TIMKEN 
Silent /bulomatic 


= HEAT 


SCAIFE COMPANY 





Advertising...the strongest factory- 
paid advertising campaign in the 
business. A generous reimbursement 
plan to help you pay for your own 
local advertising. 


Price Cutting ...they can’t touch 
you. Only Authorized Dealers handle 
Timken Silent Automatic. And that’s 
not the half of it. A Timken Silent 
Automatic Dealership MEANS 
BUSINESS. 


Write today! 


Get ALL the facts on 
a Timken Silent Auto- 
matic Dealership. Ad- 
dress Sales Depart- 
ment, Scaife Company, 
Timken Silent Auto- 
matic Division, Oak- 
mont, Pa. 
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Everybody knows where 
Grant’s Tomb 1s...du¢ 


do newcomers in town know where to find you... or what 
products and services you offer? 














Tell them the quick, easy, “Yellow Pages’ way. Your adver- 
tising messages in the ‘Yellow Pages’ of the telephone direc- 
tory give you two important sales advantages: 


(1) The ‘Yellow Pages’ go into practically every home, office 
and factory in town. They’re everywhere your prospects are. 


(2) The ‘Yellow Pages’ work for you every day, all day — 
whenever a prospect is in a buying mood. 


Turn newcomers into new customers...and remind old 
ones by having complete coverage in the ‘Yellow Pages’—dis- 
play ads and listings where prospects will be looking for you. 


(eer aeeras: 
Find Your 


Nearest Dealer 
In The 


‘Yellow Pages’ 

















Advertisers of branded products are using this 
emblem to tell prospects how to find their dealers. 


MORE INFORMATION? Call your local telephone business 
office. There’s a trained representative ready to help you. 
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clared that today the area of bargain- 
ing requirements is much broader to 
include grievances, merit increases, 
pensions and welfare benefits, profit 
sharing and possibly stock purchasing. 
However, there can be no requirement 
to bargain on an illegal matter and 
employers are obligated to furnish the 
union with a list of employees to show 
seniority, wage rates, etc. In fact, the 
Board has said that practically any in- 
formation which the union requires to 
bargain properly or evaluate offers 
must be furnished by management, if 
it is not otherwise available. 


Welfare Programs 


Concluding the morning session was 
a presentation by Samuel Ain, consult- 
ing actuary, on “Welfare Programs in 
collective Bargaining.” Beginning with 
welfare benefits, he described their 
scope as encompassing: Death benefits, 
either before or after retirement and 
which may also provide for double in- 
demnity; temporary disability benefits; 
hospitalization; surgical and medical 
benefits. As an adjunct, there may also 
be provision for hospital, surgical and 
medical benefits for dependents. 
Ain briefly described the administra- 
tive set-up of such funds and the trus 
tees who administer them. There are 
two methods of operation, he con: 
tinued, one which requires the em- 
ployee to make no cash payments on 
such things as hospital or medical bills 
and the other which requires him to 
first pay and then apply to the insur- 
ance company for reimbursement. 
The contributions by the employer, 
as an example, Ain said, have to be 
converted to the premiums charged by 
the insurance company so that the re 
lationship between premiums and con- 
tributions must be studied carefully. 
Also, a reserve fund is needed to offset 
any drop in hours worked or size of 
the employment force, both of which 
affect contributions. And finally, a high 
record of payment of benefits by the 
insurance company may cause a rise 
in premiums upon contract renewal. 
A pension plan was described by 
Ain as a systematic program to accu’ 
mulate funds arid make payments from 
them to eligible persons after theif 
retirement. It may be a company’ 
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FLAMMABLE 





Modern Truck Features 
That Mean Business! 








Chevrolet trucks have got it! A full list of modern features 
that mean better business—on the job today and at trade- 
in time tomorrow ! 


When you get right down to it, any truck 
without all of Chevrolet’s Task-Force features 
is still living in the past. Why risk losing money 
with an old-fashioned truck—both on the job 
and at trade-in time—when you can get a 
Task-Force model with the industry’s most 
advanced features? 


Most modern power—V8 or 6. There’s longer life in 
Chevrolet V8’s (extra cost in most models). 
With their short-stroke design—shortest of any 
leading truck—you can count on less friction 





and wear per mile. If you go for sixes—Chev- 
rolet’s gas-saving valve-in-head sixes are famous 
for their dependability. All engines are sparked 
by a modern 12-volt electrical system for quicker 
starting and smoother going! 


Most modern comfort and safety features. New efficiency 
boosting advances like panoramic windshield, 
High-Level ventilation, softer seat action and 
concealed Safety Steps! 


Most modern chassis features. New suspensions; new, 
more rigid frames; Power Brakes standard on 
2-ton models! 


See your Chevrolet dealer for details. ... 
Chevrolet Division of General Motors, Detroit 
2, Michigan. 


NEW CHEVROLET 


mer Jask-Force tRucKS 


Prieloil 
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t Liberty Fuel Oil Company, Newark, 
New Jersey, RCA 2-Way Radio is 
used to dispatch nine service trucks and 
to provide field supervision control in 
the Service Manager’s coupe. Executive 
Vice-President Howard Dornbusch, who 
manages the company, had had experi- 
ence with radio in Uncle Sam’s service 
and recently, after trying it out in one 
truck at night with great success, he 
made the RCA installation. 


‘We figure our over-all efficiency is up 
15-18%,’’ says Mr. Dornbusch. “Drivers 
frequently save as much as 20-25 min- 
utes on a call. It’s a big selling feature 
for customers, too,’ he added, “and 
we figure we pocket at least $1,000 
a year on phone calls, in addition to 
other savings.” 


Regular office personnel can operate 
RCA 2-Way Radio... just like your 


“Over-all Efficiency 
Is Up 15-18% with 
RCA 2-Way Radio” 


... says Howard Dornbusch 
— Liberty Fuel Oil Co. Officer 


Dispatcher has immediate contact with 
service men, preventing waste mileage, giv- 
ing top service. 


13 BROAD ST. 


Newtath.,. te F 





Service men start from home, get orders by 
radio, and Service Manager is continually 
aware of what is happening. 


telephone. A truck can be reached 
whether it’s moving or parked. Drivers 
can talk to the office whenever needful. 
And customers are always enthusiastic 
about the fast service they get. 


Find out what RCA 2-Way Radio can 
do for your operation in improving 
service, attracting new customers, reduc- 
ing waste mileage, cutting costs. Use 
coupon. To assure satisfactory opera- 
tion, the RCA Service Company pro- 
vides installation and service facilities 
from coast to coast. 


For the Best in 2-Way, Say “RCA” 


RADIO CORPORATION of AMERICA 


® COMMUNICATIONS EQUIPMENT 


CAMDEN, N. J. 


Radio Corporation of America, Communications Equipment 
Dept. Z-252, Building 15-1, Camden, N. J. 


Please send me reprint of article, ‘“‘Radio Speeds Delivery and Service” 


NAME 


TITLE 





COMPANY 





ADDRESS 


COUNTY 





CITY. 





ZONE STATE 





[|] Have an RCA Communications Specialist call. 
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operated or an insurance trust plan, 
but in either case, Ain cautioned. it 
should be Internal Revenue approved. 
Requirements for such approval in- 
clude a definite program of coverage, 
an irrevocable plan of contributions 
and a non-discriminatory plan. 


In a general review of typical pen- 
sion plans. Ain revealed that most of 
them use 65 years as a retirement age, 
principally because it coincides with 
Social Security benefits; the benefits 
may relate to periods of service or 
salary; may provide for temporary or 
permanent disability and may provide 
death benefits, but this is not usual in 
union plans. 


Contributions of employers gen- 
erally are fixed on some basis and, 
while no mean contribution can be de- 
termined because so many plans are 
just getting under way, 5¢ an hour is 
typical. 


Union Contracts 


Prof. Werne followed with a brief 
discussion of some controversial clauses 
in union contracts. He began with a 
review of the practical realities of ne- 
gotiation, including the element of 
competition, political connotations and 
the heritage factor, whereby accept- 
ance of a condition or practice on one 
occasion can result in demands that the 
acceptance be made permanent. 


The provision in some contracts, 
Werne continued, that an employer 
can discharge an employee for “just 
cause,” actually is unilateral rather 
than bilateral, because if the union 
does not agree with the employer it 
may terminate the agreement. 


Principally Werne spoke about 
establishment of the proper climate for 
negotiation and listed these “Don'ts”: 


Don’t have undue recourse to ad: 
ministrative bodies. This usually re’ 
sults only in a succession of dilatory 
or diversionary tactics. 

Don’t be too cocky. 

Don’t demand too much. 

Don’t confine yourself to overly 
stringent rules. 

Don’t fail to follow the dictates of 
sound administration. 

Concluding,. he observed, that if 
management won't face up to the re’ 
sponsibilities of bargaining, the untons 
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QUALITY is our business 
.. Without any compromise 


AND ONLY & 
G 


IVES YOU ALL THREE — 


prom cree crcanerpmamcata tie 

















fen ee 1. SPLINE 


Quality standard of the industry — Available 
in Silent Tension Aluminum or DuPont Nylon 


REGULAR 


Ultimate to correct misalignment — Furnished 
in 1/6 to % HP ratings for Oil Burner Re 
quirements. : 


3. JAW-TYPE 


Where price is 
of prime concern 
— Fits all Jaw 
(Lovejoy) Hubs. 
Available in Ny- 
lon to exact 
length = require- 
ments. 


Only 
Guardian a: 


gives you these features: = ggicel te 


1, ROLL SPINNING—Exclusive method for join- 
ing all three components at one time—Actually 
made in position of final driving operation. 

2. BRAIDED RUBBER—Ground to absolute true 
concentricity. Furnished with BUNA-N TUBE 
and NEOPRENE COVER. Holds to strict Lateral 
ond orener Alignment standards. 

3. ONE-PIECE DESIGN—Minimizes assembly and 
handling costs—Cut to exact length require- 
ments. 

There are over 4,000,000 Guardian couplings on 

original equipment. This is your assurance of 


ae oe way and enthusiastic acceptance in 


COUPLING 
SERVICE KITS 


Standard and Economy 
Kits complete with bush- 
ings for _ replacement. 
Lengths and bores meet 
95% of existing field re- 
quirements. 





Write for literature 
and prices of Guard- 
ian's superior line of 
tank valves. Most 
complete in oil burn- 
er industry. Soon 
with Fusible feature 
and Cast Brass for 
Price and Project 
requirements. 














PRODUCTS CORP. 


COUPLING DIVISION 


Dept. F-125, 1231 E. Second Street 
Michigan City, Indiana 
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can’t be blamed for making the most 
of their opportunities. 

The first of three mediation officials 
to participate in the program was 
Joseph DeFide, chairman, New York 
State Labor Relations Board. He ex- 
plained the Board is concerned chiefly 
with union representation, the right of 
workers to organize for collective bar- 
gaining and unfair labor practices. 
Anyone can file a petition, he ex- 
plained, to hold a secret election to 
verify union representation. 

Unfair labor charges when filed are 
referred to a labor relations examiner 
who attempts to correct the condition. 
Nearly 90% of the cases are resolved 
at this informal level, DeFide pointed 
out. If the issue is not resolved, on the 
other hand, the case goes to the Board 
itself and eventually to trial if viola- 
tion is determined. The Board’s deci- 
sion, DeFide continued, is not self- 
enforcing and respondent may have 
decision reviewed by courts. 

Intra-state companies are under the 
State Board exclusively; inter-state 
companies fall under the National La- 
bor Relations Board, DeFide outlined 
New York State’s policy to take juris- 
diction where the National Board 
either has none or refrains from assum- 
ing jurisdiction. 

Walter Maggiolo, commissioner of 
mediation, Federal Mediation and Con- 






ciliation Board, reviewed his agency’s 
jurisdiction, remarking that the basic 
responsibility to maintain labor peace 
rests on the parties involved and not 
on the government; only when parties 
can't settle their differences does the 
government intervene. 

He explored the three methods of 
settling labor disputes: 

Arbitration, where a dispute is re- 
ferred to a third party whose decision 
both union and management agree be- 
forehand to accept; 

Fact-finding, where the third party 
merely determines facts and may or 
may not make recommendations which 
are not binding; 

Mediation, a process 
where an impartial third party helps 
the parties to come to a decision. The 
mediator neither makes recommenda- 


voluntary 


tions nor awards; he simply helps to 
solve disputes. 

Final speaker was Louis Yagoda, as 
sistant executive director, New York 
State Mediation Board, who described 
a mediator as a catalytic agent to 
hasten the process of solving a labor 
dispute. 

Actually, he said, contract negotia- 
tions are military operations taking 
place while writing the peace. They 
represent power and persuasion in an 
atmosphere of conflict, with commu: 
nications between interested parties. 


I-B-R Meeting highlights 
Advertising and Promotion 


S“= OF HOME HEATING .and cool- 
ing equipment produced by the 
hot water and steam heating industry 
“will reach an all time record in 1955,” 
it was forecast at the 40th semi-annual 


' meeting of the Institute of Boiler and 


Radiator Manufacturers, held at the 
Seaview, Absecon, N. J., November 


| 8 through 11. 


Robert E. Ferry, general manager, 
announced that, based on shipments 
thus far, “sales of home heating boilers 
will be up approximately 30% over 
1954 and sales of baseboard type of 
radiators will be up about 40% over 
the same period.” Since new, non-farm 
housing starts for 1955 are expected 
to show little if any increase over 


1954, he pointed out “the spectacular 
sales increase for the hot water and 
steam heating industry indicates that 
the industry is rapidly widening its 
share of the home heating market.” 

He estimated that as of this year, 
approximately 10 million of the 20 
million centrally heated housing units 
in the United States are heated by hot 
water or steam systems. 

While no figures are available for 
sales of summer cooling and aircondi 
tioning systems used in combination 
with hot water heating, Ferry stated 
that the substantial increase this year 
in the number of Institute member 
companies manufacturing such equip 
ment “indicates a wide market for 


December 


1955 











basic 


~ | you ALL FIVE 


eace 


irties 


the 


ee eee ee ee ee eee 





SiG Rs SS, 








BaG Hydro-Fio propucts 


for heating and cocling with water 


The label ‘‘B&G”’ is your assurance of the finest in 
water system equipment. Over a quarter century of 
continuous growth is sound evidence that Bell & 
Gossett products have won the approval and confidence 


acular of the heating industry. 


A complete line of water heating, circulating and auxili- 
ary equipment enables you to specify B&G throughout 
... for an integrated installation carrying one manufac- 
turer’s guarantee. B&G Hydro-Flo Products include— 


Booster and Universal Pumps for heating and cooling 
systems @ Industrial Centrifugal Pumps @ Package 
Liquid Coolers @ Refrigeration Components e Flo- 
Control Valves @ Monoflo Fittings @ Relief Valves e 
Reducing Valves @ Self-filling Valves ¢ Compression 
Tanks e@ Airtrol Systems @ Air Vents e Comfort Control 
Systems @ Motorized Valves @ Indirect Water 


Heaters @ Heat Exchangers 


BELL & GOSSETT COMPANY 


*Reg. U. S. Pat. Off. 
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SAVE TIME 
ON THE JOB 


SAVE FUEL 
iO) am £0108 '; 


CUSTOMERS 


Justall 


NU STANDARD KOLBKAST 
COMBUSTION CHAMBERS 





Here's why you'll save time on the job, 
fuel for your customers when you install 


NU STANDARD Kolbkast Combustion 


Chambers: 

@ there are only six pieces to assemble 

@ tongue and groove construction fits 
together quickly, snugly 

@ galvanized steel bands draw the as- 
sembly tight—prevent gas loss and im- 
prove combustion efficiency 

@ the base, recessed 4”, provides an oir 
space that gives better insulation to 
the floor 

@ millions of air cells in the structare 
of the chamber itself retard the trans- 
fer of heat through chamber walls 

@ insulating properties are equal to in- 
sulating brick 
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| these systems, in both new and old 
| homes.” In 1954, only 7 member com- 
| panies offered cooling and air condi- 
| tioning equipment he noted, while this 





year nearly 3 times as many firms are 
producing it, an increase of nearly 
200%. Reasons for the upsurge he said 
include the rapidly increasing demand 
for summer cooling in combination 
with hot water heating. Particularly 
the “add-on” type of cooling equip- 
ment which may be added to a new 


| home at any time at the owner’s option. 


Another good Year 


Looking ahead to sales and market- 
ing prospects for 1956 Ferry said that 


| the industry was “expecting another 


The NU STANDARD can be used with | 
high or low pressure burners and it is | 
available in five sizes to meet all your | 


requirements. Shipped complete with 
steelbands and scientifically packed 
to prevent breakage. Shipping weights 
are low. 


Get full details today 
on these low cost chambers. 


KOLB REFRACTORIES CO. 


MEADOW & JACKSON STREETS 
PHILA. 48, PA. 


KOLBKAST 
INSULATED 





CHAMBERS 
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very good year. While industry fore- 
cast depends to some extent upon the 
level of home building, and a serious 
fall-off could have an adverse effect, 
there appears to be no reason to ex- 
pect such a decline. Also demand for 
hot water baseboard heating is steadily 
rising. And in any case,” he empha- 
sized, “the tremendous market in home 
modernization estimated at 15 billion 
dollars that exists today will provide 
a more than ample buffer for any de- 
cline in the rate of new home con- 
struction. This is a particularly sig- 
nificant market for heating and cool- 
ing system manufacturers since mod- 
ernizing heating systems or adding 
summer cooling to increase the living 
comfort of an older home is a leading 
desire of millions of current home 
owners.” 

Another plus sign on the Institute’s 
scoreboard for the year, Mr. Ferry an- 
nounced was the addition of 8 new 
companies to I'B-R membership. This 
makes a total membership of 58 com- 
panies including 3 Canadian members. 

Development of the market for sum- 
mer cooling in both new and old homes 


| he reported has for sometime been a 


major target of the Institute’s sales 
promotion program. Such activities as 
the I-B-R technical training program 
which includes the publication of in- 
stallation guides and the sponsoring of 
University short courses for heating 
contractors—are emphasizing the sum- 
mer cooling market. Also the -B-R re- 
search program at the University of 
Illinois has been developing new 
methods of adding summer cooling to 









older homes. The Institute is working 
as well with the Air-Conditioning ind 
Refrigeration Institute to develop im- 
proved cooling and airconditioning 
methods for use with hot water and 
steam systems. 

The second major aim of the pro 
gram he noted continues to be the 
training and encouragement of con- 
tractors to install hot water heating 
and chilled water cooling systems in 
homes more efficiently and at lower 
cost. To date, he stated, the “rapidly 
increasing sales of hot water baseboard 
heating systems indicate the installed 
cost of hot water heating is being re- 
duced considerably. A big part of the 
reason is that more than 10 thousand 
contractor-students have been instruct- 
ed under the I-BR training program 
and are applying advanced design and 
installation techniques to their heating- 
cooling jobs for home builders through- 
out the country.” 


Round Table 


On the afternoon of Thursday, No- 
vember 10, the concluding portion of 
an all-day general session was devoted 
to a round table meeting on selling, 
merchandising, advertising, promotion 
and publicity. Six speakers from BR 
member companies each presented a 
successful case history of selling some 
phase of hot water heating. 

At the conclusion of each formal 
presentation, a panel of six “Old Mas 
ters” commented on the talk. The 
“sages” were: Carroll Baumgardner, 
National-U. §S. Radiator; H. C. Day, 
American-Standard; Joseph Murphy, 
Taco Heaters; E. N. McDonnell, Mc- 
Donnell & Miller; V. A. Good, Burn’ 
ham Corp.; N. W. MacNichol, War 
ren Webster. 

H. D. Bissell, Minneapolis-Honey- 
well Regulator Co., presented the first 
plan, describing the methods used by 
his company to sell the concept of zone 
control for domestic heating. Zone 
control has been common on commer’ 
cial heating jobs, Bissell explained, but 
it was only in 1948 that the first do 
mestic application was completed. 
Later in 1950, Honeywell ran the first 
consumer advertising, offering zone 
control for luxury homes. 

Selling an idea is a long range prop’ 
osition, continued Bissell, and while 
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UNITS 


® 
Have a “REPUTATION’’ for Excellence 
-..-for Trouble-Free Performance 





YE7...they cost ro more Re 








2 Or 3 Ton 
Basement-Utility 
Year ‘Round 
Air Conditioner 


5 Ton 
Year ‘Round 
Air Conditioner 


ae i | 





Incinerator 
With or 
Gas or Oil Without 

Gravity Furnace Gas Burner 





Gas or Oil 
Utility Unit 


A UNIT 
nO], ae) Bare l @) = 


Most Furnaces 
Burn EITHER 
(ey Se) am @) | & 


>... With EVERY UNIT 
COMPETITIVE in PRICE 





$ RQ 
2 Or 3 Ton F 4 “2 Or 3 Ton, Add-on 


Counterflow 
Year ‘Round 
Air Conditioner 














2,3 Or 5 Ton 
Air Cooled Summer Water Cooled Gas Or Oil 
Air Conditioner ; Summer Basement Winter 
Air Conditioner Air Conditioner 
a Wm, 
(| my & Gas or Oil 
i j Counterflow Unit 
Gas and Oil 3 or 
Gas Fired Horizontal Furnaces 
Unit Heater 
Hi BJ “4 








Why? 


Start with the Cabinet. It’s attractive — with gracefully rounded corners and 
a mar-resistant, glossy baked enamel finish. It’s rigid — of heavy gauge steel. 
It's tight — with a sturdy steel floor for which no grouting is required. 


Consider the Heat Exchanger: It’s durable — of heavy gauge steel, welded 
into a single, leak-proof, gas-tight unit that is free of expansion and contraction 
noises. The efficient, cylindrical design conforms to the natural shape of the 
heating flame, permitting interchangeable use of either an oil or gas burner. 


The improved, single-port Luxaire Gas Burner is clean: burning and trouble- 
free. The gas regulator is equipped with an ingenious STEPFLOW device with 
a slow opening feature for smooth, gradual, silent ignition. 


The pressure atomizing Luxaire Oil Burner is exceptionally quiet, efficient 
and economical — a dynamically balanced unit that assures less maintenance, 
longer life. 


For Cooling, Luxaire units are both air cooled and water cooled — both types 
charged with Freon and Hermetically Sealed at the factory. 


Yet, volume manufacturing with efficient production methods keeps your cost 
exceptionally low! 


Why not start gaining your reputation, now — with Luxaire? See your 
Luxaire jobber! 


C. A. OLSEN MANUFACTURING COMPANY . .« etvaia, onto 


HEATING & AIR CONDITIONING UNITS 
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YOU OWE IT TO 
YOURSELF AND 
YOUR BUSINESS 
TO READ THIS 


TOTTI 


BASEBOARD + HEATING *« COOLING 


CATALOG BEFORE 
YOU INSTALL 
ANOTHER HEATING 


SYSTEM! 





This beautiful new four-color cat- 
alog explains the revolutionary, 
nationally advertised, Thermo- 
Base system of heating and air 
conditioning. It will help you get 
more heating jobs and enable 
you to install the most comfort- 
able and efficient baseboard air 
distribution system available. 


The catalog also contains the ex- 
clusive Thermo-Base method of 
sizing both heating and air con- 
ditioning jobs and can save you 
hundreds of hours of estimating 
time yearly. 





NOw! 


Thermo-Base Div., GERWIN INDUSTRIES, INC. 
Dept. 21, Michigan City, Indiana 


Please Rush me your new Catalog! 


NAME 
COMPANY 
STREET 
CITY 

STATE 
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today zone control is being used in 
9% of the new homes, this progress 
has been achieved only after intensive 
educational programs aimed at maga- 
zine editors, architects, dealers and in- 
stallers. For those operating at the re- 
tail level, also, the company has pro- 
vided a complete set of merchandising 
aids, for consumer and technical assist- 
ance for field application. 

M. L. Lundgren, Vulcan Radiator 
Co., described a somewhat similar pro- 
gram his company undertook recently 
to sell fin-tube radiation that provided 
both heating and cooling. Basically it 
was pure selling, he said, introducing 
a product that at the time was com- 
pletely new, which required detailed 
explanation to both the public and the 
trade. The company leaned heavily on 
dealer meetings, newspaper and trade 
paper publicity and announcements in 
consumer and shelter magazines. 

The over-all plan, Lundgren con- 
cluded, contained these six phases of 
action: Formulate, factuate, stimulate, 
instigate, educate, and operate. 


Selling to Builders 


R. S. Doherty, National-U. S. Radi- 
ator Corp., followed with a description 
of the success his company has had 
selling hot water heat to builders, 
whom he described as manufacturers 
of houses which they have to sell. To 
capitalize on this point, Doherty said 
National stopped selling builders as 
such; instead they sold a heating com- 
fort system. Sell the builder ideas 
rather than products—ideas that help 
him sell the houses he erects, Doherty 
continued; he wants quality at a price 
he can “afford.” 


The National-U. S. Radiator pro- . 


gram to sell wet heat to builders has 
resulted in sales to prospects in nor- 
mally warm air markets, Doherty went 
on, indicating the measure of success 
which has been achieved. Specifically, 
the program was based on complete 
product analysis and appraisal, plus 
organization education and backed 
with a comprehensive promotion and 
merchandising schedule. 

The problem of “Selling Quality” 
was tackled by E. B. Cole, Crane Co., 
who defined quality as a good product, 
which even though the price is high, 
offers excellent value. As a corollary, 





he said, if people are convinced that 
equipment is a quality product, they 
not only will want it, but they'll buy. 

All in all, Cole pointed out, it pays 
to glamorize products for distinct qual- 
ity appeal. And, as an example, when 
Crane introduced its Sunnyday boiler, 
each salesman received a 3-D kit with 
slides featuring hard-hitting sales fea- 
tures on the back of each. Then when 
a dealer was viewing the slide, the sales- 
man was able to key his appeal to the 
sales point highlighted on the slide. 
The features emphasize the quality 
built into the unit. 


Industry-Wide Promotion 


Cole advanced five features for in- 
dustry-wide promotion to sell hot water 
heating quality: Warm comfort; pro- 
tects family health; extra long life of 
boiler; freedom from worry and pride 
of ownership. 

A. Brown, Brown Products Co., 
next told the story of how his organ- 
ization had introduced its Mono-Aqua 
chilled water system on a low budget. 
The system was purposely designed to 
appeal to plumbing and heating con- 
tractors along the lines of a conven: 
tional one-pipe system with standard 
fittings. The reasoning was that the 
installers would readily grasp what was 
required to install the equipment, even 
though they might not be too familiar 
with cooling equipment. In addition, 
Brown Products supplies piping and 
electrical layouts, along with factory 
help if needed to simplify sizing, in- 
stallation and design of chilled water 
cooling systems. 

Thus, combining simplified equip: 
ment design with small size trade ad- 
vertising and dealer education schools, 
Brown was able to introduce a com 
pletely new product and build up al- 
most immediate acceptance. 

Final panel presentation came from 
R. W. Williams, American-Standard, 
who gave details of the Boilermaker 
Campaign undertaken by his company 
to obtain “customers for our cus’ 
tomers.” The plan is intended to help 
the trade sell equipment by aiding 
them in developing reliable leads, en’ 
couraging the dealer to promote hot 
water heating and build up a prospect 
list. 

Launched with national advertising, 
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IN DIRECT DRIVE BLOWERS: A lot of air doesn’t have to make a great big noise. As a 




















A Division of Utility Appliance Corporation 


UTILITY FAN CORPORATION 
911 East 59th Street, Los Angeles 1, California 

















matter of fact, Utility’s Direct Drive Blowers have practically 
no-sound operation due to the new Neoprene hubs 

which isolate motor noise and vibration. The first to utilize 
this far-advanced feature, Utility consistently pioneers 

in high speed production development. This enables us to 
pass on to you the top quality of our engineering 

combined with a rock-bottom price. 


Adaptable to the manufacture of heating, cooling, 
refrigerating and ventilating equipment, these silent direct 
drive blowers also require less space, have no unnecessary 
accessories and can be speed-controlled easily. 


Tested and re-tested, they are the product of Utility's 
advanced engineering and low-cost production techniques. 
You can now offer your customers the kind of equipment 
that includes silent operation and all other Utility 
exclusive features. Check Utility for blowers, blower parts 
or any combination of parts — and discover for yourself... 


YOU CAN'T MATCH UTILITY FOR PRODUCT AND PRICE 





Producers of blowers and blower parts 
for original equipment manufacturers. 
Manufacturers of heavy and standard 
duty blowers for heating, air condi- 
tioning and ventilating installations. 

Write for catalogue data. 













































FURNACE CLEANER 
..- Get the 


SOOTMASTER 


Filter Unit 


with 
qwrow-AW 


BAG / 


AY 





SOOTMASTER Filter Unit, de- 
signed for easy installation in 
container of G. E. and Premier 
Furnace Cleaners, eliminates 
the outside bag. Gives double 
protection against leaks and 
blow-outs. THROW-AWAY 
BAG provides a safe and easy 
method of dirt disposal. 


Complete with 10 throw- 
away bags and quick- 
release tie-cord. 
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® Order from your jobber 
© Jobbers’ inquiries invited 


SUPPLY CO.,"7INC. 
HAVERSTRAW, NEW YORK 
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the campaign offers the dealer a com- 
plete promotional package, including 
automatic direct mail program, local 
advertising, radio and television com- 
mercials, poster-streamers, publicity 
and a packaged consumer contest, in 
which the contestant who most closely 
predicted the weather on Thanksgiving 
Day received an America-Standard 
boiler as a prize. 

The complete story of the program 
was disseminated to the trade by care- 
fully planned mailings and a tabloid 
newspaper. A further stimulus is ad- 
vertising run by American-Standard 
and listing participating dealers in 69 
newspapers in key cities. 

Highlighting the increased aware- 
ness of the importance of merchandis- 
ing to sell hot water heating was a 
series of panel board displays prepared 
by manufacturer members showing 
their advertising and promotion cam- 
paigns. Awards were made as follows: 

Best publicity to the trade: Brown 
Products Co. 

Best publicity to the consumer: 
Vulcan Radiator Co. 

Best sales promotion to trade: Crane 
Co. 

Best consumer advertising through 
the dealer: H. B. Smith Co. 

Best trade magazine advertising: 
McDonnell & Miller, Inc. 

Best direct mail to consumer: Crane, 
Ltd. 

Best consumer magazine advertis- 
ing: Minneapolis Honeywell Regula- 
tor Co. 

Best campaign of dealer education: 
Bell & Gossett Co. 

Best advertising - promotion cam- 
paign to dealer: American-Standard. 

Special award of merit: Taco Heat- 
ers, Inc. 

ago 
Survey of burner-fueloils 
released by Interior Dept. 


INFORMATION CIRCULAR 7730, pub- 
lished by The Bureau of Mines, U. S. 
Dept. of Interior, is entitled ““National 
Survey of Burner-Fueloils, 1955.” 

It is the first report of its kind; pre- 
vious studies conducted by the Bureau 
under an agreement with the Ameri- 
can Petroleum Institute covered diesel 
fuels. The present study resulted from 
an extension of the same agreement at 





the request of the Oil-Heat Institute 
of America. 


Data on a total of 341 samples of 
fueloil are represented. The fuels were 
produced by 35 petroleum refining 
companies, large and small, in 97 re- 
fineries throughout the country. Data 
are divided into five groups according 
to fueloil grade and each group is sub- 
divided into five tabulations according 
to the geographic marketing distribu- 
tion of the various fuels represented, 
The geographic areas are five general 
regions of the country containing 14 
districts in which these fueloils are 
marketed. 

Summaries contain results of the 
tests by grades and by regions. Aver- 
age values of selected properties are 
shown for the number of fuels repre- 
sented and minimum and maximum 
figures are given for all tests indicated, 
where possible. 

Interested parties may secure copies 
of Information Circular 7730 from 
the Bureau of Mines, Washington or 
from Oil-Heat Institute of America, 
500—‘Sth Ave., New York 36, N. Y. 


o, 
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October contract Awards 
are down: Dodge Reports 


CONTRACT AWARDS for future con’ 
struction were 5% below October of 
last year according to Dodge Reports, 
published by F. W. Dodge Corp., 
New York. October total construction 
in the 37 states east of the Rockies 
totaled $1,862,692,000. 

This was the first time in 17 suc’ 
cessive months that the monthly total 
has not exceeded the corresponding 
month of the year before. The residen- 
tial classification when compared to 
1954 was down for the second suc 
cessive month. 

October totals are as follows: Non’ 
residential — $691,988,000, up 3%. 
Residential — $782,791,000, down 
8%. Utilities and public works, $387, 
913,000, down 12%. 

Ten month totals are running well 
ahead of last year. Total construction 
reported, $20,027,736,000, up 22%. 
Nonresidential — $7,107,396,000, up 
20%. Residential — $8,748,341,000. 
up 24%. Utilities and public works— 
$4,171,999,000, up 20%. 
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Oilburner Sales to be higher in 1956 


Board predicts better Showing by concentrating on new Building and home Improvements 


by 
Peter B. B. Andrews 


5 lat WIDESPREAD SENTIMENT 
among many authorities that 
new housing starts in 1956 will decline 
from those of 1955, the majority judg- 
ment of the Board of Analysts of Fu- 
ture Sales Ratings is that market po- 
tentials for the coming year are such 
that oilburner sales in 1956 should at 
least equal or slightly exceed those of 
the full year 1955. 

Consensus of estimates thus indi- 
cates that domestic central heating 
burner installations in 1956 will com- 
pare most favorably with the approxi- 
mate 830,000 installations estimated 
for the year 1955. This is close to the 
industry’s best year, comparing well 
with the big Korean-War-buying year 
1950 when installations totaled 846,- 
815, and with the year 1954, when 
some 738,048 burners were installed. 

These views represent the common- 
denominator feeling of the Future 
Sales Ratings Board, which comprises 
300 economists and marketing men, 
both in government and private in- 
dustry. It is the most experienced eco- 
nomic-predicting board on all the na- 
tion’s industries in the world, having 
forecast for the past 21 years with a 
favorable batting average of accuracy 
the future-sales potentials of the 110 
leading industries of the United States, 
of which oilheating is one of the eco- 
nomically most important. Complete 
list of the industries covered is pub- 
lished quarterly in Sales Management. 

Sag in new home building starts is 
by no means viewed complacently: 
however, the majority feeling is that 
any prolongation of this trend is sure 
to entail government action to ease 
mortgage terms and re-stimulate this 
industry which is so vital to the gen- 
eral welfare of the nation’s economy. 
It is felt that if the building trend 


merits it, credit terms will be substan- 
tially eased in 1956 with a rebound in 
new housing. 

The board believes that 1956 will be 
an excellent year for new home build- 
ing. For all the talk of declining fam- 
ily formations ahead due to low birth 
rates in the early °30s, it is felt that 
the far more significant figures to 
watch are the long term totals of mar- 
riages in relation to the total new 
homes built over the years. The board 
emphasizes the great need for new 
housing in view of the important fact 
that marriages in this country have 
vastly outdistanced the rate of home 
building starts for many years. 

A tremendous gap between homes 
built and marriages developed in 
World War , and the accumulated 
pile-up of married couples without 
homes of their own has grown in each 
year since. The figures in the accom- 
panying table on these vital series of 
data show the high differential, point- 
ing to great pressure ahead for new 
housing and, therefore, for oilburners. 

Some of these marriages, of course, 
have broken up through divorce, 
deaths, etc., but even if one were to 
take only a very conservative half of 
the above cumulative difference there 
would still be almost 7,000,000 couples 


not provided with new housing. Con- 
sidering the mere 1,300,000 annual 
home-building rate which is current, 
and the continued existing disparity 
between home building and marriages, 
there should actually be a large in- 
crease in such construction if these 
needs are to be filled adequately. 

The board feels that in 1956 the oil- 
heating industry should be taking 
greater advantage of its potentials, 
which are likely to be considerable. 
Improve-your-home drives, stimulated 
by the effective efforts of such strong 
organizations as the National Associa- 
tion of Home Builders, National Re 
tail Lumber Dealers Association, Pro- 
ducers Council, National Electrical 
Contractors Association, U. S. Savings 
& Loan League, National Association 
ef Real Estate Boards, Portland Ce- 
ment Association, the National Lum- 
ber Manufacturers’ Association and 
the National Chamber of Commerce’s 
Construction and Civic Department, 
joining forces with some 40 building 
material producers and equipment 
manufacturers, are viewed by the 
board as potentially stimulating to oil- 
burner sales. 

Operation Home Improvement, un- 
der the great drive of this group, will 
promote the idea that 1956 is the year 
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Home Building Marriages Cumulative 
Year Starts (U.S. Total) Difference Difference 
1954 1,220,400 1,476,000 255,600 13,570.257 
1953 1,103,800 1,533.000 429.200 13.314,657 
1952 1,127,000 1,540,000 413,000 12.885 ,457 
1951 1,091,300 1,594,904 503,604 12,472.457 
1950 1,396,000 1,667,231 271,231 11,968,853 
1949 1,025,100 1,579,798 554.698 11,697,622 
1948 931,300 1,811,155 879,855 11,142,924 
1947 849,000 1,991,878 1,142.878 10,263,069 
1946 670,500 2,291,045 1,620,545 9.120.191 
1945 209,300 1,612,992 1,403,692 7,499.646 
1944 141,800 1,452.394 1,310,594 6,095,954 
1943 191.000 1,577,050 1,386,050 4,785,360 
1942 356.000 1,772,132 1,416,132 3,399,310 
1941 706.100 1,695,999 989.899 1.983.178 
1940 602,600 1,595,879 993,279 993,279 | 
TOTALS 10,621,600 25,191,457 13,570,257 13,570,257 
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to improve one’s home. The entire 
campaign will be directed at making 
it easy for homeowners to get the job 
done. Importantly, too, these efforts, 
which cannot help but benefit the oil- 
heating industry, will have the bless- 
ing of the Administration in Wash- 
ington, with an official launching in 
January, 1956. This helpful campaign 
will continue throughout 1956, and 
will be financed by manufacturers and 
associations. 


Operation Home Improvement 


For further perspective, it might be 
noted that Operation Home Improve- 
ment will fill the last gap in the nation- 
wide program to meeting housing 
needs. The other major needs, home 
building and slum clearance, tie in 
with the Housing Act of 1954 and 
work of the American Council to Im- 
prove our Neighborhoods. 

Approximately 20,000,000 of the 
45,000,000 non-farm homes of the 
U: S. today are in need of major re- 
pairs, with 5,000,000 rock-bottom 
slums. Several millions do not even 
have hot water and seriously need 
such basic equipment as oilburners. 
Programs now under way by the 
American Council are designed to 
stimulate the rehabilitation of replace- 
ment of substandard housing and the 
conservation of the housing now in 
good condition, The likely success of 
these programs, the board feels, should 
have a beneficial effect on the oilheat- 
ing industry. 

This year’s proportion of people 
planning to buy homes within two 
years is larger than the proportion in 
three earlier annual surveys. More- 
over, prospectively rising incomes for 
1956 should help to fulfill some of 
these plans. Employment, wages, dis- 
posable personal income, liquid-asset 
margin over debts and similar economic 
factors are strongly emphasized by the 
board as pointing up the excellent 
buying foundation ahead. Confidence 
of businessmen and the general public 
is inspired by a broad business boom, 
and the strong finances of the Ameri- 
can economy. 

Important in the housing supply 
and demand estimates is the figure of 
withdrawals from housekeeping of un- 
fit or condemned units. The estimate 
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of 250,000 to 300,000 units is well 
above previous estimates of 40,000 to 
50,000, showing a desirable stepping- 
up of demolition of unit dwellings. 
Aside from home rehabilitation and 
home construction, the over-all total 
of construction is of great importance 
to the oilheating industry. At least 
70% of all office buildings and plants 
are in need of some rehabilitation or 
extension. The upsurge of commercial 
construction generally is tremendous 
and likely to reach still further highs. 


Construction gains 


In 1955 total construction expendi- 
tures for the full year will show at 
about $42,000,000,000, a gain of about 
11% over the previous record of $37,- 
600,000,000 established in 1954, The 
$42,000,000,000 total 
will be comprised of an estimated pri- 
vate expenditure of close to $30,000,- 
000,000 (14% over 1954) and public 
outlays of $12,000,000,000 (about 
4% over 1954). About half of total 
private outlays are for residential con’ 


approximate 


struction, which was close to a new 
record, in contrast to the pessimistic 
forebodings of some analysts that home 
building would decline in 1955. 
Fundamentally, the board feels, the 
oilheating industry must tie in closely 
with the broader trends of events in 
the nation’s economy and the conse- 
quent results on the typical company’s 
and the consumer’s buying power. In 
that respect the board has a strong 
feeling of optimism, with a correspond- 





ing favorable bearing on the future of 
the oilheating industry. 

Despite record-breaking retail buy- 
ing, liquid assets of consumers have 
climbed to new heights. Individuals 
throughout the country now own a 
total of $411,000,000,000 estimated by 
the board of such assets as cash, bank 
deposits, savings and loan shares, in- 
surance and government securities, 
That compares with $398,300,000,000 
at the end of 1954 and $324,300,000,- 
000 at the end of 1950. In addition to 
this, individuals own another $300,- 
000,000,000 of corporate stocks and 
bonds. 

Furthermore, disposable personal 
income continues to advance impres 
sively, now approximating $265,000,- 
000,000, a gain of more than $10,000, 
000,000 over 1954. For comparative 
perspective, it might be noted that 
total retail sales in 1954 were only 
$1'70,700,000,000. 


Credit is up 


Of course, there is a debit side to 
this, too; individuals mortgage debt 
and consumer debt approximates 
$100,000,000,000, consisting of about 
two-thirds mortgage debt and one 
third consumer debt. That is up from 
$53,600,000,000 at the end of 1950, 
but this is merely a reasonable rise in 
such debt and is not considered by the 
board to be out of proportion to the 
general advance of the economy. 

The approximate $600,000,000,000 
existing net equity of total U. S. in 
dividuals (financial assets less liabili- 
ties) represents a record high of sav 
ings, auguring very well indeed for 
better business and demand for most 
of the fine products of the American 
industrial system, including oilburners. 

Much of the great buying power of 
1956 should be convertible into sales 
through strategic and persuasive ad- 
vertising and promotion. The senti- 
ment of the board is that those who 
will be promotionally weak in 1956 
will not equal their 1955 results, but 
that there will be enough alert, sales 
expansive-minded people in the oil- 
heating industry to capitalize on the 
excellent over-all sales potentials of 
1956, thus topping their 1955 records 
and bringing the aggregate average up 
over 1955. y 
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Hot water Heat 1s Competitive 


Waltham, Mass. oilheating Dealer sells quality Heating and keeps down installation Costs 


H*: NO HIGH PRESSURE SALES- 
MAN. He’s no fast talking opera- 
tor. He installs only hot water heat 
jobs. Yet when the bidding is against 
any type of residential heating system, 
he usually finds it easy to be “low 
man.” 

That’s Anthony Algeri, an oilheat- 
ing dealer of Waltham, Mass., who has 
perfected his approach to selling and 
installing hot water heat in any size 
home, large or small, In fact, builders 
are knocking at his door. 

Algeri, who directs his organization 
under the name Bonney Oil Co., is 
simply a clear-thinking businessman 
who tackles problems with the tenacity 
of a bull dog’s locked jaw. Because of 
this, he can come up with sensationally 
low bids like the one he submitted on 
a $13,700 house—$640—and that 
leaves considerable room for profit. 

Selling fueloil hasn’t been his major 
problem. For, although the fueloil 
business in Waltham is a challenging 
contest, the most formidable problem 
Algeri had to overcome was making 
hot water heat—the type of heating 


job he preferred for its quality—com- 
petitive with other types of heating 
systems offered by price-shaving con- 
tractors. 

Algeri found a solution and made 
hot water heat competitive. Yet he 
didn’t sacrifice quality, either in in- 
stallation or equipment. This was what 
builders were looking for. As a result, 
Algeri’s installation work jumped 
300% in four years. Indirectly, a 
100% boost in fueloil sales was 
achieved. This year’s oil sales are ex- 
pected to run to a million and a half 
gallons. 

How could he do it? What could 
help him make hot water heat com- 
petitive? After some study and hard 
work, Algeri arrived at a simple, prac- 
tical answer containing three points: 

1. Cut costs by learning the right 
way to “shop” for materials. 

2. Cut costs by using only the ap- 
proved I'B-R (Institute of Boiler and 
Radiator Manufacturers) methods for 
calculating heat loss and installation, 
to eliminate additional expense of 
oversizing. 





3. Cut costs by developing a sys- 
tematic installation procedure to save 
time and labor. 

“Observe these points and hot water 
heat becomes competitive,” says Al- 
geri. “But don’t overlook quality 
equipment,” he cautions. “If these 
points are kept in mind and quality | 
is maintained—and it can be done— | 
then you'll gain a reputation for giv- | 
ing the builder or homeowner exactly | 
what he wants. And then your reputa- | 
tion will do most of your selling.” 

To see how Algeri puts his three | 
points to work, take as an example the | 
house for which his bid was $640. It | 
should be noted that Algeri insists the 
three points work as effectively in 
other houses, regardless of size or 
whether he is bidding on a single 
dwelling, or a group of dwellings in 
a project. 

House in point is a one-family Cape | 
Cod cottage consisting of four rooms, 
a bathroom, expansion attic and full 
basement. Construction is wood frame, 
wood shingle siding, and Ruberoid 
shingle roof. Insulation, according to 
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VA standards, is one inch in walls, two 
inches in ceilings. The house is now 
on the market at $13,700. 

Algeri specified 231 square feet of 
radiation (he used convectors here but 
holds that baseboards would be just as 
suitable and economical). He also spe- 
cified an oilfired cast-iron boiler rated 
at 73,000 net Btu, a 3 gpm built-in 
domestic water heater, and all the 
necessary controls and accessories (see 
accompanying list of costs). Capacity 
of the boiler is more than adequate to 
heat the expansion attic when the 
owner wishes to do so. 

His total estimate for materials and 
labor amounted to $527.01, and this 





Typical of the installations described 
in the article for homes like those above. 
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Profit margin is trimmed for development houses. Economical planning makes it pay. 


included two sets of risers for future 
rooms in the attic. His overhead was 
figured at 5% for $26.35. Profit was 
listed at $86.64. Total: $640. 

“Two questions may be brought up 
immediately,” says Algeri. “First, how 
much do I pay my men? Second, isn’t 
the profit, which is a little over 15%, 
low? To the first let me say this. Al- 
though we aren’t a union shop, we pay 
better than many others. Our men get 
between $2.00 and $2.25 an hour. 
Helpers receive $1.75. As for the sec- 
ond question, profit is an intangible 
thing. You certainly can put yourself 
out of business by taking the wrong 
slant. 

“Look at this: there were 50 houses 
involved in this job, and it takes two 
men only one day to install the system 
in each house. With four men work- 
ing 25 days to complete such a job, 
we take in a total of $5,649.50—above 
and beyond our entire cost for material 
and labor. That’s not low, that’s dol- 
lars and ‘sense’.” 

But a one-house job is another story. 
In this case, Algeri arbitrarily adds 
$50 to make the profit better than 
25%. Although this is done—and it’s 
done because the job can’t provide the 
benefits of volume installation tech- 
niques—the bid is still competitive if 
the three points are adhered to. 

And getting back to the three 
points, here’s how Algeri applies them 
to any and every residential iob: 

1. By shopping right, Algeri doesn’t 
mean buying inferior products. He 
uses all I-B-R rated equipment, and for 
equipment where I-B-R ratings don’t 
apply, he buys nothing but the best. 





. ..» Hot water Heat 








Prices he pays for equipment in- 
clude minor discounts which can be 
obtained by the smallest dealer. They 
would be even lower for the dealer 
who takes advantage of volume dis- 
counts, or who can reduce costs by 
keeping a large stock on hand. 

What Algeri means by shopping 
right is this: Don’t buy foolishly, don’t 
spend money unnecessarily. To cite an 
example, Algeri will compare two oil- 
burners of which the component parts 
are the same, particularly the parts 
that will be subjected to wear and will 
result in a costly call-back, if they are 
inferior, They both have good parts: 
same make motor, same make trans- 
former, same make pump, same type 
of high quality aluminum casting. 

Experience has shown Algeri that 
both units do a dependable job, pro 
vide the same results. Yet one burner 
is considerably more expensive. 


ey 


Anthony Algeri's pencil work figures 
heat losses; makes for competitive bids. 
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“Just learn to shop right,” Algeri 
points out. “You'll save on the orig: 
ina! purchase and still be able to stand 
behind every job you do.” 

2. Algeri is completely sold on the 
-B-R method for calculating heat loss. 
A two-time student at the Institute’s 
schools, he admits that he first entered 
the classroom with a skeptical attitude, 
doubting he could add anything to the 
knowledge he already accumulated. 

“I left the classroom loaded with 
new ideas,” he recalls. “I put them to 
work immediately and they’ve been 
earning money for me ever since. I 
found that when I dropped the rule 
of thumb method I'd been using and 
took advantage of I-B-R procedures and 
guides, I stopped oversizing and cut 
costs of material as a result. 

“The method works fine. Materials 
are reduced up to 40% and costs up to 
10%. I’ve never had a complaint or 
been called back to a job as a result 
of calculating heat loss.” 

3. As for cutting labor time by using 
a systematic procedure of installation, 
this can be developed best individual- 
ly by each dealer. On the house in 
question, Algeri used one man and a 
helper. Roughing-in was completed in 
half a day, the complete installation 
finished in another half day. 

There was no prefabrication of sys 
tems at all, or assembly-line practices 





applied to the 50 houses as a whole. 
But wherever time-saving steps could 
be employed they were used. Main 
principle used by Algeri is to follow 
a procedure whereby both men con: 
stantly have something to keep them 
busy. In other words, they work to: 
gether on parts of the installation 
where two men are needed to facili 
tate the job. Then they work sepa: 
rately where possible, and if one fin 
ishes his part of the job first, he moves 
in to help the other. 

When it comes to merchandising 
hot water heat, Algeri is well known 
in Waltham and surrounding com- 
munities for doing a top notch job at 
a low price, so his established reputa- 
tion does most of his selling. 

Although most builders understand 
the characteristics of hot water heat. 
Algeci realizes that some are not al- 








Algeri's Estimate of Materials 

Quantity Item Amount 
1 Cast Iron Boiler No. 351 1-B-R rating 73,000 net Btu ...... $149.40 
1 ee ete SOE. «0-00 e Kha si LESH NS PORES 69.00 
1 Chittank €27>- Sala.) ang: GIINOR. <2 6 ic5d ade ene tineaae 35.00 
1 he gp RESP errr rye er er errr re Tr 34.50 
1 BG CORO oo ko eas or cole rab oodawemenseneeemane 13.50 
1 ee a ORES See eee ee enn y per ee 1.25 
1 WIOUL CONOR VALVE, CEO Skeisvcdie os vxclnmeia's oo ecio ssi deme 5.60 
1 Dual pressure reducing and relief valve ..........-+.005. 6.00 
1 Pale cams Cae CRF: OU. OID a d'sinin nap txin de pmnksin bbe 5.50 
1 Built-in domestic water heater (3 gal.) .......-eseeeeee- 14.50 

_ Pipe, valves, fittings, hangers (includes two sets of risers for 
PUEUTC. POOR E11 SERIO x. 5a) ar eceipcaiach S wlocwanels wornes enna 50.00 
231 i a SE an Whi ss wn ehewed bedded nee aede 96.26 
5 SNE OP GING inks 6's daeateoe seed bas ke See hae 2.50 
= SE EPPO OT ORE UT OCC CO OC ee 3.00 
— Beecttic wire (cote by others) .. «ooo ccccevcsocscesess kas 
16 Hours labor (pipe fitter and helper) .........00eeeeeee- 36.00 
— Incidentale (starting and testing) «......0s-cccceeneesene 5.00 
PECAN COED sith dis) Dow's ba ota wielece woe a males Megtaeia $527.01 
CORN, SOE. ive tonweath ies cma dame 26.35 
POO. ols ch cst hen A eel Pah aceae. Dea ne mad RE 86.64 
Bie vero ake Ribas dee s-c Sober ues died Sb ReCRED OO 640.00 








This estimate of materials is a condensed version of the list on the reverse side 
of 1-B-R Calculation Sheet 1001. The front of the sheet provides space for all the 
tabulations needed to arrive at heat loss requirements for individual installations. 


ways alert to the selling points possi- 
ble for them to use as merchandising 
builders. Some, in fact, don’t even 
know that since hot water heating uses 
a built-in domestic water heater, the 
cost of a separate domestic hot water 
heater is saved. Such builders aren't 
completely aware of the benefits of 
hot water heat, so for them a basic sales 
talk is called for, Algeri explains. 

He also does a first-rate job obtain- 
ing fueloil customers from this type 
of work. In the development of 50 
homes mentioned here, he managed to 
obtain 95% of the business. He did it 
simply without involving the builder. 

Algeri philosophizes that if the heat- 
ing system is installed and the builder 
hears nothing more about it—includ- 
ing annoying complaints for minor ad- 
justments—then he’s satisfied. To ac- 
complish this, Algeri hangs a card on 
the boiler explaining that his firm has 
installed the system and can be called 
for service. Anyone who calls, or who 
just happens to see the card, usually 
winds up being a customer for fueloil. 

But there’s a clincher. From the 
local banks, Algeri obtains the names 
of the families which have moved into 
each home. Building his own mailing 
list in this way, he sends letters to the 
new homeowners explaining that his 
firm, the installers of the heating 
equipment, will extend the manufac- 
turers’ one-year guarantee on parts 
to cover two years on equipment, plus 
two years’ free service and summer 
cleaning on boiler and burner. 

As long as building goes on in 
Waltham—and they’re not running 
out of room yet—Algeri will continue 
to make money using his three points 
for installing hot water heat. If 
there’s any refinement that will polish 
his three points, he’ll find it, and use it. 


























































Simplitied duct Installation 






Part II instructs Dealers in locating Openings and roughing-in for perimeter Systems 


by 
Carl Machia* 


| ee THE FIRST SECTION, we discussed 
the location and roughing in of 
supplies and returns for a conven- 
tional warm air duct system. In this 
section, we will deal with the location 
of openings and roughing in for the 
perimeter type warm air system. The 
perimeter system makes possible easier 
and quicker installations at lower op- 
erating costs all adding up to a satis- 
factory heating job. 

By blanketing the outside walls with 
warm air, cold drafts can be mini- 
mized, even temperatures and better 
comfort achieved. The installation it- 
self is so simple that it affords a heat- 
ing man with or without a sheet metal 
shop or special equipment an oppor- 
tunity to really get into the warm air 
picture. 

The location of perimeter supply 
and return openings is just opposite 
to that of the conventional system. 
Supplies must be located in the areas 
of the greatest heat loss—along the 
outside walls and near windows. 

From my experience, it seems that 
the floor diffuser gives the best results, 
inasmuch as it provides the benefit of 
greater aspiration effect than with a 
baseboard location. Objections to the 
floor location sometimes come from a 
homeowner who dislikes the idea of 
cutting a new floor or who plans on 
installing wall-to-wall carpeting. But 
once you explain the benefits of the 
floor location, most people agree to its 
use. 

In locating the supplies, the number 
of outlets required is determined from 
the heat loss calculation. When using 
a floor diffuser, cut the register open- 
ing 7” out from the wall. This allows 
the air to move up and fan out along 
the wall in front of the drapes or cur- 
tains. For floor outlets, use a 214” x 
14” or 244” x 12” floor diffuser. 

Fig. 9 shows this installation using 


*Supervisor of warm air duct installa- 
tions, Duc-Pac Division, Swett Bros., 
Springfield, Mass. 


52 






































PERIMETER FLOOR BOX (FRONT VIEW) 


FIG.9 














PERIMETER BASEBOARD (SIDE VIEW) FIG.10 








a prefabricated perimeter floor box, 
with a register opening 244” x 12” 
and a cellar opening of 314” x 12” to 
fit standard leader duct, or transitioned 
to fit small perimeter sizes of duct. 

If the owner rejects the use of floor 
diffusers, your next choice is baseboard 
diffusing registers. Stack heads for 
these are cut into the outside walls, the 
same as a conventional stack head, but, 
unlike floor diffusers, they should be 
kept from under windows, if possible. 
We have found that at night some 
people close drapes, thus trapping the 
air and cutting off the spread that is 
necessary. Fig. 10 shows this installa- 
tion. 

Another widely used system in 
perimeter heating is the extended base- 
board system. Main trucks and leader 
pipes are identical to the baseboard or 
floor diffuser system. The only differ- 
ence is in the diffuser itself. Cut in a 
floor box, approximately 4%” from the 
finish wall, then detach the back part 
of the diffuser and cut an opening in 
the bottom section. Place this opening 
over the floor box and fasten the back 
plate of the diffuser to the studding. 
Do not attach the front section until 
the plastering has been done. This dif- 
fuser can be supplied with built-in vol- 
ume dampers. 

A detailed sheet on this type of dif- 
fuser may be secured from your regis- 
ter supplier. 

As for a fitting, I have used a pre- 
fabricated perimeter baseboard stack 
head that works well. It is a stack head 
and elbow all-in-one fitting which cuts 
the installation time in half. (Fig. 10 
shows this fitting.) Roughing-in time 


is reduced as the throat is 214” and 
eliminates cutting into the box fram- 
ing. 

For second floor runs on a perimeter 
system, use standard 314” x 10” stack 
pipe, as in Fig. 11. The reason for this 
is the long distance from the extended 
trunk to the stack head, which we will 
discuss more thoroughly in future ar- 
ticles. 

Notice in all pictures of fittings that 
stack heads are made for rectangular 
duct, all of which can be made or 
bought prefabricated. My experience 
has been that rectangular duct gives 
better performance, has more appeal 
to homeowners, is easier to install. 


In roughing in perimeter ducts you 
may find there is no outside wall space 
for a register in the kitchen, because of 
built-in cabinets or washers. Utilizing 
the kick space under the cabinets pro- 
vides an effective solution. By using 
a perimeter floor box, cutting in the 
244” opening through the kick space 
and the 344” opening down through 
the floor, you have a ready made kick 
space register box. Fig. 12 gives an idea 
of this type of installation. This loca- 
tion also may be used for the conven- 
tional type installation. 
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3ix10”RISER TO SECOND FLOOR 
WITH 34x 10”CROSS OVER TO 
PERIMETER DIFFUSER LOCATION 


3ix10"RISER TO SECOND 
FLOOR CONNECTED TO WALL 
STACK 


FIG.11 
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Return air in a perimeter system 
represents a much simpler problem 
than in the conventional type. Many 
engineering books tell you that one 
large central return is all that is re- 
quired (with a few exceptions, such 
as a room over a garage, or a room 
that is shut off from the rest of the 
home). 

My own experience has been that 
one is quite adequate. Most new 
houses today have a central hallway 
and this is the ideal spot for the re- 
turn, either high wall or ceiling, with 
the trunk extending down through a 
closet or dead space into the cellar. 
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Keep in mind when sizing the return 
to have a grille face approximately 
20% larger than the return duct. A 
grille of the same size as that of the 
duct may cause excessive noise. Al- 
ways rough in the return air at the 
same time you rough in the supplies. 
Fig. 13 shows a roughed-in return air 
opening. 

Some heating men prefer to use a 
number of smaller returns instead of 
one large one. This may be done quite 
easily by the use of standard sidewall 
boxes, such as 12” x 6” or 14” x 6”. 
Try to keep these returns toward the 
center of the house, unless there is a 
room that is far from the unit or one 
that is semi-isolated from the rest of 
the house and may be shut off quite 
frequently. 

Another common type of perimeter 
warm air system is the slab type of 
installation. This type of system is 
used with a reverse flow unit and loop 
system of tile or other similar material 
as in Fig. 14. 

On this type installation, you must 
work along with the builder, as the 
tile and floor register opening must 
be in place before the slab can be 
poured. A plenum chamber, well insu- 
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lated, is sunk below floor level. The 
loop, as in Fig. 14, is run around the 
building, being sure that register loca- 
tions are cut in as you go along. 

They should be 7” out from the fin- 
ish wall, and must have at least 2” of 
concrete over the tile. Caps are placed 
over the openings to keep debris out of 
the tile. Be sure to place edge insula- 
tion completely around the edge of the 
slab as in Fig. 15. 

Return air in this type of installa- 
tion is very simple. Just run a trunk 
off the reverse flow unit from the util- 
ity room into a high wall location (see 
Fig. 16). 

In summing up, a few important 
facts should be stressed. First and most 
important: Discharge from warm air 
supply registers should be so directed 
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as to avoid direct contact with people 
sitting nearby. 

Second: Outlets (in a room where 
more than one is required) should be 
spaced evenly to distribute the air uni- 
formly throughout the room. 


And last but not least: It is excellent 
practice to go over the locations with 
both the contractor and homeowner 
before any work is done. By taking a 
few moments at this stage, you can 
save needless expense and embarrass 
ment later on. 


o, 
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OHI signs Lease for Show 
in New York, June 11-15 


GEORGE E. HOCKSTEIN, president, Oil- 
Heat Institute of America, Inc., an- 
nounced that the lease with the new 
Coliseutn in New York City has been 
signed forethe 21st Oil Heat show, 
June 11-15, 

More than 70,000 sq. ft. of floor 
space will be provided for the exposi- 
tion. This is the first oil heating show 
to be held in New York in more than 
25 years. 

The 34th annual OHI convention 
will run concurrently with the exposi- 
tion. However, all meetings will be 
scheduled in the mornings so as not to 
conflict with show hours. 

The exposition will be open from 
1 p.m. to 10 p.m. Monday, June 11 
through Thursday, June 14. The final 
day of the show will open at 1 p.m. 
but close earlier—6 p.m. 

Hochstein stated that both the 
show and the convention are for the 
benefit of all branches of the oil heat- 
ing industry: manufacturers, whole- 
salers, dealers. in equipment, fueloil 
suppliers and fueloil dealers. 


“We expect to have between 450 
and 500 exhibitors and an attendance 
of upwards of 15,000 industry peo- 
ple including many architects, build- 
ers and engineers interested in modern 
heating for homes and commercial- 
industrial projects,” he said. 


R. S. Bohn, Preferred Utilities and 
chairman of the show committee, has 
revealed the 1956 exposition will not 
be opened to the public. Floor plans 
and applications for reserving exhibit 
space are to be mailed soon. 
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Portland, Me. 


N ADDITION to the Portland Standard 

Metropolitan Area, the oilheating mar- 
ket area cons:dered in this study includes 
11 other communities within a radius of 20 
miles of Portland. The population of this 
area, the most important oilheating market 
in the state, was 141,900 in 1950 and by 
January 1955 had increased to 152,800. It 
is est mated that the next five years will see 
a further increase of 8% to 10%. 

Going back to domestic fueloil ration 
figures in 1945, it is seen that a total of 
6,005 ratios were issued for Cumberland 
County's residential installations. Of this, 
it is estimated that 5,036 were located with- 
in the 20-mile radius around Portland. 


It is estimated, further, that the total 
number of one- and two-family dwellings in 
this specific area numbered 44,807 in 1950, 
representing 924% of all dwelling units. 
By the beginning of 1955 these increased 
to about 48.248 and, of these. 28.820 had 
central heating plants. The following tabu- 
lation shows the estimated number of in- 
stallations served by the various fuels in 
1950, compared with an estimate made by 
the fueloil industry as of January 1955. 
The figures represent central heating sys- 
tems in one- and two-family residences. 


1950 1955 

Coal 13,209 8,800 

Gas 1,028 1,700 

Oil 12,843 30,400 
Other 1,740 


Practically all of the 30,400 olburner 
installations are in residences, with no more 
than 600 of them in the small commercial 
and apartment category. 


During the five-year period, coal lost 
about one-third of its installations; gas in- 
creased by 65%, but st ll represents only 
a modest portion of the total. Oilheating 
on the other hand increased its number of 
users by 137%, an average of better than 
3,500 for each year. Today the distillate 
burners operating in this market represent 
one-third of the state’s total. 


Competitive Fuels and Costs 


Anthracite coal, of 13,200 Btu content 
per pound, for handfiring, costs $25.50 per 
ton, which comes to an equivalent of 9.7¢ 
per therm. Th’s is 3% below the cost of 
No. 2 fueloil on a Btu basis. 

There is no natural gas, as yet, in the 
area. Manufactured gas, of 577 Btu per 
cu. ft.. is supplied by the Portland Gas 
Light Co. Gas for heating is available to 
customers in Portland, South Portland and 
Westbrook only. Taking the lowest rate- 
bracket in a separate gas heating rate of- 
fered by the util ty company. gas costs 8I4¢ 
per Standard Gas Unit (100 cu. ft. of 525 
Btu gas), or 16.2¢ per therm. This is 62% 
higher than the cost for oil on a Btu basis. 

No. 2 fueloil, at the anticipated winter 
rate of 14¢ per gallon costs 10¢ per therm. 


*Copyrisht 1955. Oilheating Market 
Reports, 270 Park Ave., New York, N. Y 


54 





Thus oil is by far the lower in cost of the 
two fully-automatic fuels, and pretty nearly 
on a par w.th anthracite for home heating. 


Fueloil Distribution 


In Portland and surrounding 20-mile 
area, total retail gallonage of No. 2 fueloil 
is estimated at 53,060,000 gals., a little over 
1144 million bbls. The major companies 
bring in about 88% of the total into the 
market and terminal operators, 12%. Ac- 
tually Pocahontas Fuel Co. is the only ter- 
minal operator, so this balance amounts to 
a guess as to their share of the heating oil 
handled. In retail sales they probably do 
about 2% of the consumer business direct, 
the integrated companies handle 12%, with 
the remaining 86% of deliveries made by 
the independent marketers. 

These independents maintain practically 
no bulk storage facilities so that some 93% 
of the companies purchase 86% of their 
gallonage “under the fill.”” Automatic de- 
livery is made to 81% of the customers 
and 77% of them have their tanks equipped 
with VENTALARM signals. And, a consensus 
of the oil men estimates that 15% of the 
customers use budget payment plans. 

Only 7% of the independent marketers 
here handle gasoline in addition to fueloil; 
only 10% are in the coal business, while 
72% of them sell oilburners. Actually, fuel- 
oil companies sell 77% of all oilheating in- 
stallatiors made in the market. plumbing 
and heating companies sell 14% and the 
specialized burner companies, 9%. 


Market Concentration 


In the Portland area there are no large 
companies, comparable to some in the major 
eastern cities. Volume of retail gallonage is 
about evenly split between the medium- 
sized operators and the one’ or two-truck 
companies. Better than half the volume is 
divided among nine firms, overating three 
to nine trucks each; the balance of 48% 
is spread widely among smaller firms. A 
total of 37 comnanies and 82 trucks serve 
the entire area. The table contains a break- 
down of truck distribution. 


Burner service Activity 


The fueloil compan‘es here are well 
aware of their responsibility in their role 
of providing over-all heating comfort by 
furnishing burner service. Four-fifths of all 
the service work is done by the companies 


who sell fuelo] and only, 7% and 13%. 








respectively, is handled by plumbing and 
heating firms and specialized burner serv. 
ice companies. Activity in service work is 
increasing on the part of the fueloil mar. 
keters. 

About 34% of the oilheating users sub- 
scribe to some form of oilburner service 
contract and with the additional 33% who 
have an annual burner check, aside from 
those covered by contract, there are better 
than two-thirds of all burners subjected to 
a going-over once a year. 

Only a few firms offer a service contract 
which includes parts replacement and these 
average $25. The more common contract, 
which does not provide for parts replace- 
ment, runs around $15; median charge for 
the annual clean-ups, outside the contract, 
is $9. Non-contract service calls are billed 
at a minimum charge of $3.42 when made 
by fueloil companies and at $4.08 when 
performed by non-oil companies. 


Advertising Promotion 


Both the integrated companies and in- 
dependent marketers have been spending 
money of their own toward oilheating pro- 
motion. Efforts by major supplies are gen- 
erally conceded as having been light, with 
about 35% of the advertising theme aimed 
at selling oilheating as a facility and 65% 
of the emphasis upon the merits of a par- 
ticular brand of fueloil. 

Among the independents promotional 
activity has been heavier, with 54% of the 
companies engaged in some form of adver- 
tising. The average spent by these mar- 
keters averages out at about 71¢ per active 
account. Figured as a percentage of gross 
sales, amounts spent are judged at about 
2%. 

Natural gas is not expected in this area 
within the next year or so, with the result 
that the oilheating industry here is not so 
apprehensive about this competition as in 
other marketing regions. On the other hand, 
the fueloil marketers are cognizant of the 
need for a continuous strong appeal to the 
prospective oilheating customer and the re 
sponsibility to keep its service to the con- 
sumer at a high level. 

In the latter connection the fueloil in- 
dustry has sponsored state-wide legislation 
to license oilburner installers. 

The Portland Fuel Council, which led 
this activity, is a newly-established industry 
group now working on the first co-overative 
oilheating promotion program for the area. 
Edward P. Hacker, president of the body, 
has organized the Council as a wing of the 
Greater Portland Chamber of Commerce 
and, through this step, has secured the 
services of Donald McGovern as secretary, 
in addition to his Chamber of Commerce 
duties. 

The first program involves an expendi: 
ture of $10.000 in newspapers. bi!lboards, 
radio and Tv. About a third of the inde- 
pendent marketers are expected to partici 
pate, representing 65% of the market. 
Basis for contributions will be about $12 
per truck per month on equipment in No. 
2, range oil and Bunker C delivery. 





Trucks per Number of Percent of Total Percent of 
Company Companies All Companies Trucks All Trucks 
10 or over 0 0% 0 0% 
6 to 9 4 p41 33 
3 to 5 5 e 19 
1 or 2 28 39 48 
Totals 37 100% 82 100% 
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Greater Philadelphia 


HE TERRITORY covered in this study is 
oD ihe Greater Philadelphia area, includ- 
ing the city and county of Ph.ladelphia, 
all of Delaware County and half of Ches- 
ter, Montgomery and Bucks Counties, all 
in Pennsyivania. The area covers 785 sq. 
mi., 1.75% of the state’s total; its 1950 
population was 2,842,000 or 26.8% of all 
Pennsylvania and by the end of 1954 this 
had increased to 2,980,400, 27.6% of the 
state. 

The market has about 665,390 res:dences 
of the one- or two-family size, a gain of 
95,000 since the 1950 Census. Actually 
these figures cover only centrally-heated 
homes. 

Table 1 was developed to clear up a con’ 
siderable degree of uncertainty over the 
trends in heating fuels. It shows a five-year 
ain of 98,030 installations for oil and a 
Oe eaai gain of 120,200 for gas. 


for a grand total of 311,402 No. 2 oil ac- 
counts. Adjusted for a normal heating sea- 
son, the average fuelo consumption is 
1,500 gals. per installation for an indicated 
normal demand of 467,103,000 gals., or 
just over 11 million bbls., as of January 1, 
1955, 

Independent tanker terminal companies 
bring in about 24% of the total product 
used for oilheating, with the other 76% 
furnished by major companies ether from 
nearby refineries or shipped from the Gulf. 
The harbor area, including Marcus Hook, 
has a half-dozen large refinery units; it’s 
the leading refining center on the East 
Coast. 

At the retail or tank wagon level, the 
majors do 33% of the business direct to 
the consumer; independent fueloil distribu- 
tors in one shape or another do the balance. 

Delivery pe thar are well developed 


TABLE I 
Greater Philadelphia Market 
Central Heating in One- and Two-Family Homes 




















CITY SUBURBS TOTAL 
FUEL 1950 1955 1950 1955 1950 1955 
Coal 202,700 129,770 59,500 12.200 262 200 141,970 
Gas 76,500 141,100 21,690 77,290 98,190 218,390 
Oil 124,000 162,330 69,000 128,700 193 000 291.030 
Other 10,500 10,500 6,040 3,500 16,540 14,000 
Total 413,700 443,700 156,230 221,690 569,930 665,390 


The gas heating estimate is about 10% 
below the figure quoted by the utility, be- 
cause the tabulation includes only central 
heating equipment, such as boilers or fur- 
naces, and does not include floor or wall 
furnaces and space heaters. 


Fuel Costs 


Hand-fired variet'es of anthracite sell at 
$19.95 a ton for 13,000 Btu quality, cor- 
responding to 7.7¢ a therm, or 190.000 
Btu. Stoker firing sizes bring $15.75, or 
6.1¢ a therm. 

Two utilities supply the city and sub- 
urban portions of the market: The Phila- 
delphia Gas Works in the city and Ph'la- 
delphia Electric Co. in the suburbs. The 
Gas Works markets a 720 Btu mixed gas, 
with rates bracketed to carry high charges 
for cooking and water heating, with lower 
rates in the house heating quantities. As a 
tule of thumb, Atlantic Refining engineers 
use 89¢ per Mcf for the city utility, equal 
to 12.3¢ per therm. In the suburbs, where 
an 801 Btu mixed gas is supplied, the rates 
are higher. 

At the wiater rate of 13.6¢ a gallon, 
No. 2 fueloil costs the user an equ‘valent 
of 9.7¢ a therm. Thus city gas costs 27% 
more at current prices and anthracite coal 
costs 21% less. 


Fueloil Distribution 


The Greater Philadelphia area has ap- 
proximately 291,030 oilheated one- and 
two-family homes. plus an estimated 20 372 
users of No. 2 fueloil for centrally-heated 
commercial establishments and apartments. 

*Copyrisht 1955. Oilheating Market 
Reports, 270 Park Ave., New York. N. Y. 





in the area, with 81% of the customers 
served by automatic deliveries and 70% of 
customer tanks equipped with fill signals. 
Also, 19% of the customers pay for their 
oil on a monthly payment budget plan. 


Market Concentration 


Companies delivering heating oil in the 
area number 483, not including the majors. 
The 483 companies operate 1,334 fueloil 
trucks within the specified area, an average 
of 2.7 trucks each. Table 2 tabulates trucks 
per company. 

In Philadelphia and suburbs 11% of the 
fueloil distributors also are in the gasoline 
business, 25% are in the coal business and 
61% of them sell oilburners. In the judg- 
ment of key marketers in the area. 63% of 
all oilheating installations in 1954 were 
made by oil companies, 21% by plumb'ng 
or heating companies and 16% by special- 
ized burner service companies. And, about 
three-fourths of these marketers believe 
burner selling activity by fueloil companies 
is on the increase. 


Burner service Activity 


Oil companies also are prominent in 
burner service. handling 67% of the total 
market’s needs. while plumbing or heating 





men did 15% and special oilheating service 
shops d:d the other 18%. Nine out of ten 
oil men questioned about it say that this 
service activity by oil companies is growing. 

Annual service contracts cover about 
41% of oilheating customers’ needs, while 
another 39% of the burners get a yearly 
clean-up and adjustment. The two figures 
make a surpr.singly high total, 80% of the 
oilburners, thus, getting at least an annual 
cleaning and tune-up. 

Service charges are typical of large mar- 
kets, but a little above national averages. 
Contracts including parts replacement bring 
$28; contracts without parts average $20 
and an annual clean-up and adjustment 
apart from contracts costs $12. An individ- 
ual call for customers not on contract costs 
a min'mum of $4.35 if the service is ren- 
dered by an oil company and an average 
minimum charge of $5.34 if it’s made by a 
heating contractor. 


Advertising Promotion 


About two-fifths of the oil men who par- 
ticipated in this survey believe the major 
oil companies have done qu-te a lot of oil- 
heating advertising in the market, about 
the same number say they've done a mod- 
erate job and one-fifth feel the big compa- 
nies have done little. It was generally recog- 
nized, though, that this advertising bears 
down on the brand of oil, with a smaller 
emphas:s on what oilheating can do for a 
home. 

About a fourth of the independent mar- 
keters have been advertising and they put 
more weight into the heating side, since 
most also sell burners. Where this adver- 
tising is budgeted at so much per oil ac- 
count, they spend an average of $2.19 or 
where it is based on a percentage of gross 
b.lling, they average 2.7%. 

Occasionally in earlier years the market- 
ers put together a modest fund for co-op- 
erative oilheating advertising. There had 
been none for several years until 1954, 
when the Greater Philadelphia Fuel Con- 
ference was formed te include both oil and 
coal companies, moét of the latter also sell- 
ing fuelol. In the seven months from June 
1. 1954 until the end of the year a total 
of $26,190 was raised and spent in news- 
papers, radio newscasts, cost comparison 
sheets for direct mailing and personal sell- 
ing, truck and window decals, bumper 
strips and such. 

In the first half of 1955 an additional 
$26 312 was collected and spent. An esti- 
mated 11% of the independent distribu- 
tors, doing 30% of the market's gallonage, 
have contributed so far and, in addition, 
six majors and two tanker terminal opera- 
tors have participated. 

The program for the full year 1955 calls 
for an investment of $115.000. Advertising 
for the present program is handled by Earle 
H. Dietrich, Ambler, Pa. 

The pas utilit’es are active in advertising 
and the Philadelphia Gas Works has a 1955 
minimum budget for this purpose of $140,- 
000. No definite fivures are available on 
what Philadelphia Electric will spend on 
its suburban gas service, but they now have 
a number of billboards displayed. 


. 





TABLE 2 
Trucks per Number of Percent of Total Per-ent of 
Company Companies All Companies Trucks All Trucks 
10 or more 14 3% 207 16% 
6 to 9 30 6 198 15 
3 to 5 141 29 512 38 
lor 2 299 62 419 31 
Totals 484 100% 1.336 100% 
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Electric Motors 






Part Three—“Toy type,” universal, and polyphase Motors; AC motor speeds 


by 
J. W. Schulz 


4 | ‘WO EARLIER ARTICLES in this se- 
ries on motors appeared in the 
March and June issues of FUELOIL & 


Om Heat. This third article completes 


the series. 

Fractional horsepower, two-wire 
motors of the types commonly used for 
domestic oilheating equipment already 
have been covered. These include split 
phase motors (used to power almost 
all gun-type burners), capacitor-start 
induction-run motors, and the more 
rarely used repulsion-induction motors, 
which are the brush-start type. 

Next on the list of seven types of 
motors which appeared in the start of 
this series are shaded pole or shading 
coil motors, often called toy-type 
motors because they come mainly in 
extremely small sizes. 


If as an oilburner expert you think 


you know all motors but have not yet 
encountered shaded pole motors and 
shading coil motors, charge that to the 
ruggedness and troublefree operation 
of these little motors. Many are used 
in the field of oilheating, but you don’t 
often see them because they give little 
trouble. 

These low-capacity motors are used 
widely to handle the exceptionally 
light loads of damper motors, motor- 
ized valves, and low-capacity wall 
pumps and warm-air circulating fans 
or blowers. They are even used to 
drive the fans or blowers of certain 
low-capacity domestic oilburners—not 
pressure-type burners in which the 
motors drive pumps as well as blowers, 
but low gph burners having no oil 
pumps and in which the little motors 
drive only fans or blower wheels. 

In Diag. 5 is a usual type shaded 
pole motor having one line-voltage 
field winding and two poles. Each of 











Reading amperes and volt, which is helpful servicing small motors, is absolutely 
indispensable for servicemen working on large motors. Here a serviceman applies 
a snap-on ammeter to the input wires of a three-phase 7/2 hp airconditioner 
motor to check its current input under full load. He reads the flow of current 
through each of the three wires that give power to the motor, His readings tell 
him if the motor is underloaded or overloaded, if each of the three wires properly 
has the same current flow, and if the motor starter is set up to provide proper 
overload protection for the motor. 
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the poles is slotted and encircled with 
bands of copper. These bands are 
necessary to provide the starting effect 
for the motor. Remove the bands ex- 
perimentally, and the motor shaft 
won't turn when you apply current to 
the motor winding. The shaft just 
hums. Spin it either way with your 
fingers, and it will start and run gaily. 
Once started, in fact, it will run bet- 
ter than if the starting bands of the 
shaded poles were in place. 

That gives a cue to one of the char- 
acteristics of the shaded pole motor: It 
runs at decidedly low efficiency, be- 


_cause the shaded pole effect needed to 


start it continues to have an effect on 
the motor after it is running; and with 
the motor running the shaded pole ef- 
fect tends to brake or hold back its 
shaft and rob the motor of efficiency. 

Diag. 6 shows a shading coil motor, 
which is related closely to the shaded 
pole motor. Before applying juice to 
the motor winding, connect together 
the two ends of coil “a.” Then the 
motor shaft will turn in one direction 
when you apply current to the motor 
winding. If instead you connect to- 
gether the ends of coil “B,” then the 
motor shaft will turn in the opposite 
direction when you give current to the 
motor winding. Thus the shading coil 
motor in Diag. 6 is reversible. 

The toy type motors in Diags. 5 and 
6 have feeble starting ability, in addi- 
tion to extremely low running efficien- 
cy. In most of their applications, their 
low operating efficiency can be over’ 
looked, because their current input is 
relatively low. Most use only 10 to 50 
watts. 

Because the toy type motors in 
Diags. 5 and 6 are uncommonly sim- 
ple and come only in small sizes, they 
are extremely inexpensive. Service re’ 
quirements are limited to oiling the 
two motor bearings occasionally. Many 
don’t need even that, being self-lubri- 
cating, having oil-less bearings, or run 
ning grease-packed. 

The universal motor in Diag. 7 is 
not used much in the field of oilheat- 
ing, but interest you when your wife 
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SHADING COIL MOTOR 6 





Diag. 5—‘‘Line” for this top motor 
can be low-voltage or line-voltage. Ob- 
viously this is a two-pole motor, hav- 
ing theoretical no-load speed of 3,600 
rpm on a 60-cycle current basis. How- 
ever, the use of shaded poles decreases 
the motor’s actual speed considerably, 
as well as decreasing its efficiency. 


makes you, as a motor specialist, serv- 
ice her appliances—for her sewing ma- 
chine and vacuum cleaner are powered 
by this type of motor. 

Whereas alternating-current motors 
run nearly in step with the beat of the 
current and so have certain maximum 
shaft speeds (3,450 or 3,500 rpm is 
the maximum shaft speed for an alter- 
nating-current motor using 60-cycle 
current) the universal motor in Diag. 
7 can provide extremely high shaft 
speeds. Many such motors run at 10,- 
000 or 15,000 rpm. 

The main reason, then, for using a 
universal motor is that it can provide 
high shaft speeds—speeds much high- 
er than given by the other six types of 
motors covered in these articles. An- 
other reason for using a universal 
motor becomes clear when you study 
the speed control of your wife’s sew- 
ing machine; the power and speed of 
this type motor are reduced by wiring 
a resistance or rheostat in series with 
it. Diag. 7 suggests a series resistance 
as optional. 

Universal motors have been used in 
oilburners in bygone years. The atom- 
izing cup of a then-popular, highly in- 
teresting, atomizing vertical rotary 





burner was driven by a 10,000 rpm 
universal motor years ago; the atomiz- 
ing cup of a midget horizontal rotary 
burner was driven by at 5,000 to 6,006 
rpm universal motor years ago. 

Oilburners usually are not powered 
by universal motors today, however. 
The high shaft speeds of these motors 
are not needed by modern burners; 
service difficulties related to the hard- 
working commutators and brushes (in 
use all the time the motors run), and 
to high-speed shafts, have made these 
motors unpopular; and these motors 
have poor speed-control characteristics 
in that their shafts slow down greatly 
under increasing load or decreasing 
voltage conditions. Poor condition of 
commutators and brushes results in low 
shaft speeds. 

The universal motor gets its name, 
of course, from its ability to use either 
direct current or alternating current. 
That advantage for household appli- 
ances has no value in oilheating. In oil- 
heating, this motor’s characteristic of 
running like a DC motor, even when 
using alternating current, is in fact a 
distinct disadvantage. A motor that 
runs like an AC motor does not give 
the commutator and brush complica- 
tions given by a DC motor. 

True, one other of the seven types 
of motors discussed in these articles has 
a commutator and brushes. That’s the 
repulsion-induction motor. But it uses 
its commutator and brushes only for a 
matter of split seconds each time it 
starts. Once started, it runs like a-true 
alternating-current motor and does 


Diag. 6—First-cousin to the shaded 
pole motor, this shading coil motor has 
the advantage of being reversible. Its 
shaft turns either way, depending on 
whether you complete the circuit of 
coil “a” or coil “B” before you apply 
current to “Line.” To get the motor 
started, ‘you must use either shading 
coil. But the motor will run faster, 
once started, if you open the circuit of 
the shading coil used for starting. That 
reflects on the inefficiency caused by 
failing to use a toy motor’s starting de- 
vice only for starting. 


not use its commutator and brushes. 
Disliked by some motor experts and 
servicemen because it uses a commu- 
tator and brushes at all, the repulsion- 
induction motor still gives far less com- 
mutator and brush trouble than a uni- 
versal motor. 

The polyphase motors covered by 
Diags. 8, 9, and 10 are the workhorses 
of commercial-industrial oilburner in- 
stallations and most central-plant air- 
conditioning installations. These poly- 
phase motors need special three-wire 
or four-wire electric current, which is 
not commonly available in homes. But 
fortunately such current usually is 
available in factories, hotels, schools, 
hospitals, institutions, public buildings. 

Compared to any type of two-wire 
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Diag. 7—This universal motor can be 
considered a direct-current motor, for 
even in using alternating current it acts 
as though it were using direct current. 
Disadvantages of this type motor re- 
strict its use to applications needing 
higher motor speeds than can be pro- 
vided by motors of true alternating- 
current type. 
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. . « « Electric Motors 


or single-phase motor, the polyphase 
motor is outstandingly rugged for one 
good reason: It has no starting devices 
of any kind; it has no centrifugal 
switch, no starting winding that draws 
heavy current and dims lights, no 
starting capacitor that may need re- 
placement, and no commutator and 
brushes that need regular attention. 

The polyphase motor consists of 
simple, rugged field windings, and the 
exceedingly simple and practical squir- 
rel cage rotor (not wire wound) which 
was described in detail and shown by 
an illustration earlier in this series of 
articles. 

Polyphase motors don’t come in 
small sizes; usually they are 2 hp or 
larger. But even in the 2 hp size, they 
are greatly preferable to two-wire, 
single-phase motors. I know of several 
horizontal rotary cup burners which 
for years gave great trouble because 
they were powered by Y2 hp split- 
phase motors, for example. To switch 
these jobs to polyphase motors at con- 
siderable expense proved worthwhile 
—it ended the expensive troubles given 
for years by the starting windings and 



















J WINDINGS “ 


highly desirable three-phase motor, 
much used on burner and aircondi- 
tioning jobs in sizes of V2 hp and 
larger. Delt wiring scheme used here 
corresponds to the same amperage for 
each wire providing current for the 
motor. An important service check-up 
includes making certain the amperage 
is the same for each of the three wires. 
Another important service check-up 
makes certain the motor is properly 
protected against overloads. 
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centrifugal switches of the split phase 
motors. The fact that these burners 
had 3,450 rpm motors was a factor— 
split-phase motors running at lower 
speeds would have given much less 
trouble than the motors of these burn- 
ers. 

After you wire up a three-phase 
motor following the pattern of Diag. 
8, you’ve got to check for proper rota- 
tion of the motor shaft, for it is as like- 
ly to turn one way as the other. To 
reverse the motor if you find it runs 
the wrong way, you switch any two 
wires feeding it. Take the wire from 
L1 and connect it to L2, for example, 
and take the wire which was con- 
nected to L2 and connect it to LI. 

To reverse the rotation of the poly- 
phase motors in Diags. 9 and 10, sim- 
ple switch wires feeding either of the 
motor windings. 

Motor-starting relays and overload 
protectors are of vast importance in 
the field of polyphase motors. A starter 
breaks every line to a motor when the 
motor is idle—it amounts to a single- 
throw switch having three or four 
poles to match the needs of the motor. 
Overload protection devices built into 
motor starters also are of great impor- 
tance. Functioning properly, they turn 
off motors which are tending to over- 
heat because excessive loads cause them 
to draw too much current. The motor 
properly protected by such devices can 
never suffer the damage of overheated 
or burned-out windings. To do motor 
work properly, both installation men 
and servicemen must have thorough 
knowledge of how to protect motors 
against overloads. 

Reading amperes and volts, which 
is helpful working on small motors, is 
absolutely indispensable for servicemen 
working on polyphase motors. 

Special types of capacitor motors, 
including the new permanent-split ca- 
pacitor motors which is gaining popu- 
larity for driving the blowers of 
forced-air furnaces, were listed as the 
seventh type motor in the first article 
in this series. 

These special capacitor motors are 
of widely different types and have 
greatly different characteristics, hence 
no generalities about them can be de- 
scribed. Encountering one of these 
motors, you should obtain complete 


















































Diag. 9 (Top) — Internal two motor 
windings of a two-phase, four-wire 
motor, and proper connections of the 
windings to four-wire line. The two 
lower wires of the line (line is at top 
of drawing) provide current of one 
phase for the left-hand motor winding 
having terminals marked 1 and 2. The 
two upper wires of the line provide 
current of a different phase for the 
right-hand motor winding having ter- 
minals marked 3 and 4. To reverse 
the motor, simply reverse the two 
wires to either motor winding. 


(Bottom) Using two-phase, three-wire 
current of this type, one of the three 
“Line” wires is heavier than the other 
two because it handles current of two 
phases. Each of the other two “Line” 
wires handles the current of but one 
phase. This motor also is reversed by 
reversing two wires to either motor 
winding. 


data on its characteristics, installation, 
service requirements, etc. from its 
manufacturer. 

That alternating-current 
(not universal motors) run in step 
with the beat of the alternating cur- 
rent has been indicated. The speed of 
an AC motor that uses 60-cycle current 
follows this schedule: 


motors 


Typical Actual 


Number Theoretical Full-Load 
of Poles Shaft Speed Shaft Speed 
2 3,600 3,500 
4 1,800 1,750 
6 1,200 1,165 
8 900 875 


Every AC motor is wound to have a 
certain number of poles—its number 
of poles governs its speed. Examine the 
field windings of a few AC motors, and 

(Please turn to page 126) 
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by 
B. 1. Ray* 


WO HUNDRED AND FIFTY YEARS 

before petroleum was even dis- 
covered the Eng- 
lish philosopher— 
Francis Bacon— 
succinctly, if un- 
wittingly, 
summed up the 
situation current- 
ly confront- 
ing marketers of 
distillates in the 
United States. 

“A wise man,” wrote Bacon in his 
Essays, “will make more opportunities 
than he finds.” 

And so it is today with us. No 
longer can we depend for success on 
the more or Icss natural growth rate 
we have bcen enjoying. We must 
recognize and devclop opportunities to 
strengthen the rclative position of dis- 
tillate fuels in the energy market. We 
can’t, in other words, any longer con- 
tinue to ride an escalator; we’ve got 
to begin climbing stairs. 

Let me be specific. During the pe- 
riod from 1934 through 1954, the con- 
sumption of distillate products in the 
United States—now in excess of 14 
million barrels a day—increased at a 
rate, on the average, of 10.2% a year. 
This steady gain was due mainly to 
the creation of new outlets through 
oilburner sales and to the postwar rail- 
road dicselization program. 

Since 1950, however, this average 
growth rate has skidded to 7.5% a 
year, This decline reflects somewhat of 
a leveling off of railroad dicsclization, 
but particularly the inroads being 
made by competitive fucls. Gas sales 
by utilities, for instance, have increased 
at an average annual rate of nearly 
10 percent since 1950. 





*Vice-president in charge of marketing, 
Esso Standard Oil Co., New York, N. Y. 
This is a paper prepared for a Fueloil Ses- 
sion on November 14 under the auspices 
of the Division of Marketing during the 
35th annual meeting of the American Pe- 
troleum Institute in San Francisco, Calif. 
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Opportunities in the distillate Market 


Strong oilheating Growth is vital to the Well-being of the petroleum Industry 


A continued healthy, profitable 
growth of demand for distillates is 
vital to all segments of the petroleum 
industry. Since the $2 billion heating 
oil category accounts for the bulk of 
distillate consumption and offers the 
greatest growth potential, it is obvious 
ly in this area of the business that we 
must make more opportunities than we 
find, that we must seek and create 
ways and means of increasing customer 
satisfaction. 

This development in the marketing 
of heating oil places new and precise 
responsibilities on 

...the supplier, and 

. ..the independent marketers who 
distribute to the consumer ap- 
proximately 80% of the heat- 
ing oil the industry produces. 

In this new phase— 

The supplier has the responsibilities 
of insuring adequate supplies of the 
finest heating oil that constant research 
and technical know-how can produce, 
and of working closely with its resell- 
ers to aid them in developing a sound 
and profitable business. All too often, 
I might add, this second responsibility 
is neglected. 

The independent marketer has the 
responsibility of aggressively promot- 
ing oil heat through the sale of oil- 
burning equipment and of making 
heating with oil completely automatic 
and worry-free for customers. 

With this basic understanding of 
our mutual problems, let us consider 
the many opportunities which we can 
make for ourselves through ingenuity 
and diligence. To simplify them and 
perhaps help us organize them a little 
more easily in our minds, I’m going to 
take them up under four headings: 
promotion, service, research, and sales- 
manship. 

In promotion we, as members of the 
supplier-marketer team, must create a 
preference on the part of the public 
for automatic oil heat, just as we did 
20 years ago when coal was the major 
competitor. This requires aggressive 
advertising and sales promotional pro- 
grams—constantly telling the public 





The Division of Marketing, Ameri- 
can Petroleum Institute, sponsored a 
Fueloil Session on November 14 dur- 
ing the Institute’s 35th annual meet- 
ing in San Francisco. Reproduced in 
this issue are the papers delivered by 
B. L. Ray, Standard Oil Co., on 
“Opportunities in the distillate Mar- 
ket” and another prepared by J. A. 
Collins, Frontier Oil Refining Co., 
on “Why one-fuel Chimneys should 
be abolished in the public Interest.” 


A third paper, “Why electric Heat- 
ing will become a strong Competitor 
of Fueloil,” was prepared and deliv- 
ered by A. J. Becker, Becker Mars- 
den Co. It is a significant subject, 
but because of space limitations it 
has been decided to postpone its pub- 
lication until the January issue when 
it can be given the prominence it 
merits. 


Briefly, Becker’s paper explores the 
growth in electric heating, accel- 
erated by the trend toward summer 
airconditioning which has forced the 
electric power industry to build gen- 
erating capacity to the point where 
in some areas it is hard put to find 
enough winter load. 











in a positive manner of the advantages 
of automatic oil heat. There are plenty 
of these advantages to tell about. Just 
to name a few— 

The comfort of even, automati- 
cally controlled heat. 

The cleanliness of dirt-free heat- 
ing equipment. 

The healthfulness of steady heat 
plus automatic warming of the home 
prior to getting up in the morning. 

The security of having your own 
fuel supply at hand at all times. 

The convenience of never having 
to watch fuel supply—oil is deliv- 
ered automatically at the right time. 

The ease of payment through 
spreading heating costs evenly 
through the season by budget plans. 

The additional space available as 
a result of compact and clean oil- 
heating equipment — actually adds 
another useful room to the home. 

The peace of mind resulting from 
the knowledge that automatic con- 
trols safely govern every activity of 
the oilheating unit. 

One opportunity we have to accom- 
plish this vital task of creating demand 
for automatic oil heat is through the 
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cooperative efforts of the local sup- 
plier-marketer oilheating groups, coun- 
selled and assisted by the industry co- 
ordinating group known as Oilheating 
Market Reports. 

Oilheating Market Reports, under 
the able guidance of Robert Gray, of 
FugELoi, & Oi Heat, has completed 
33 individual market surveys since its 
organization in May, 1955. These sur- 
veys provide us with valuable facts 
that can be used as a springboard for 
launching new oil heat promotional 
programs, or enlarging programs al- 
ready underway. 

Another important function of Oil- 
heating Market Reports will be the 
gathering of effective hard-hitting ad- 
vertising and sales promotional ma- 
terial and dissemination of it to the 
local oilheating groups. The individual 
efforts of the local oilheating groups 
will be much more effective, we feel, if 
the strongest features of the present 
programs can be pulled together into 
one advertising theme to be used by 
all of industry. 


Promotion Programs 


This arrangement gives all of us, 
large or small, a real opportunity to 
participate in oil heat promotional pro- 
grams that are vital to the future ex- 
pansion of home heating with oil. And 
besides participating in these co-opera- 
tive advertising programs, we suppliers 
should review our own individual ad- 
vertising and sales promotional ‘cam- 
paigns to see if we can tie them in more 
closely with the over-all industry ob- 
jective, and to assure ourselves that we 
are adequately promoting automatic 
oil heat in the face of vigorous, well- 
financed competitive fuel advertising. 

On the service front, quality of oil- 
heating service has taken on a new im- 
portance in the marketing of heating 
oil, due to three things: 

(1) the obvious desirability of a 
fully automatic procedure in 
supplying fueloil—never to be 
of any concern to the customer 
—to offset similar competitive 
fuel claims, 

(2) the necessity of maintaining 
reasonable profits through 
economies in delivery methods 
rather than through higher sell- 
ing prices, and, 
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(3) the self-evident need—with in- 
creasing competition—to keep 
oilheating equipment operating 
at peak efficiency and general- 
ly trouble-free for the cus 
tomer. 

Realizing the importance of good 
customer relations to the maintenance 
and future growth of the oilheating 
market, we in Esso Standard conducted 
a survey among representative con- 
sumers on the East Coast from Vir- 
ginia to Massachusetts. The primary 
purpose of this survey was to investi- 
gate heating oil consumer reactions to 
current industry marketing practices 
and distribution procedures, 

One of two significant facts revealed 
by the study was that consumers who 
preferred one competitive fuel did so 
because they thought it was cleaner 
and that they would be bothered less 
by the mechanics of supply and serv- 
ice. This, of course, gives us a prime 
objective—to see to it that heating oil 
delivery service is completely auto- 
matic and worry-free for the customer. 

The second significant fact revealed 
in the survey was that the principal 
reason a heating oil customer changes 
from one supplier to another is be- 
cause of dissatisfaction with the service 
rendered. Dissatisfaction of this type 
opens the door to competitors of auto- 
matic oil heat, and such occurrences 
adverse to us, multiply rapidly within 
a customer’s circle of friends. 

The results of the survey gave posi- 
tive proof of the many opportunities 
for developing more complete cus- 
tomer satisfaction—customer satisfac- 
tion born of a completely automatic 
and worry-free oil heat service. 

Of first importance among these op- 
portunities is the maintenance of a 
steady supply of oil in the customer’s 
tank without his even being aware of 
it. The degree-day system, printed 
meter delivery tickets, the full tank sig- 
nal device for inside tanks, and the 
budget payment plan, all play an im- 
portant and necessary role in any com- 
pletely automatic delivery program. 
Degree-day delivery control has been 
highly perfected. As additional study 
discloses ways to improve still further 
delivery control, such improvements 
should be available to everyone con- 
cerned through industry publications. 





. « « « Opportunities in Fueloil 


The thorough training of burner 
service mechanics is essential to im- 
proving the quality of oil heat service, 
Under today’s operations, the service- 
man is the industry’s principal cus- 
tomer representative. Just as steady 
customers are gained or lost by the 
man at the pump in the service station, 
so heating oil customers can be won 
over completely to oil heat by a com- 
petent and well-mannered mechanic, 
or embittered and lost by an ill-man- 
nered, poorly-trained workman. 


Service Schools 


There are a number of good schools 
available today for the purpose of 
training servicemen, such as those, to 
mention only a few, in New York 
City, Baltimore, Maryland and Seat- 
tle, Washington. While these schools 
give the serviceman an_ excellent 
knowledge of burner equipment and 
mechanical procedures, more emphasis 
should be placed on good customer re- 
lations. 

The Marketing Personnel Training 
Committee of API might well back a 
movement for these schools to add to 
the curriculum a course covering cour’ 
teous customer approach, standards of 
clean workmanship, personal cleanli- 
ness, and respect for and care of the 
customer’s property. In fact, the effec- 
tiveness of your entire oil heat serv- 
ice program will be directly propor- 
tionate to the calibre and attitude of 
the personnel involved. 

A clean-up, paint-up program for 
heating oil delivery equipment should 
be encouraged by all of industry. Cus 
tomers will have more confidence in 
the cleanliness of oil heat if the indus 
try’s trucks are clean, attractive and 
well-kept. 

This matter of establishing the most 
effective and productive oil heat serv 
ice program is a continuing problem, 
requiring constant research and study 
on the part of all of us. We may, how 
ever, work toward this goal with the 
knowledge gained from experience 
that the most effective oil heat service 
program we can devise will also prove 
to be the most profitable. 

Our principal competitor for this 
automatic heat market, for instance, 
makes much of the cleanliness of its 
product. We know, however, that oil 
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is 2 clean-burning fuel, but we must 
kee; in mind that this characteristic is 
associated with a properly adjusted 
burner. In this day of miraculous addi- 
tive:, it is conceivable that heating oils 
can be developed that will burn clean- 
ly over a much wider range of adjust- 
ments, resulting, at the same time, in 
higher average efficiency. 

The natural odor of heating oil to- 
day is well controlled, but there is no 
requirement for any odor in heating 
oil and, consequently, no limitation on 
research to eliminate it altogether. 

Further research on oilburning 
equipment could result in new and 
improved methods of burning oil, as 
well as in the development of simple 
and more compact factory-assembled 
units. 

The industry problem of peak-heat- 
ing-season demands presents another 
opportunity, through research, to de- 
velop oilburning equipment that would 
create more summer load. One means 
of increasing the summer demand for 
oil is through the use of all-year-round 
water heating. This, however, has not 
been completely and satisfactorily 
solved in. those cases where the cus- 
tomer has a warm air heating system. 
Another fertile field for increased 
summer load is the further develop- 
ment of air cooling, with oil as a source 
of power. 

The finest in heating oils and equip- 
ment will have no lasting value if they 
are not properly applied and installed. 
Here is another opportunity for the 
oil heat industry to work together to 
establish and follow a code of mini- 
mum installation standards. 


Salesmanship—real, down-to-earth 
selling with a well-trained, enthusiastic 
sales force—offers tremendous oppor- 
tunities. In the past new heating dis- 
tillate business, created by the surging 
demand for better living conditions, 
has come rather easily. As a conse- 
quence, our selling efforts and tech- 
niques, industry-wide, have probably 
been dulled by a false sense of security. 

We must aggressively push the sale 
of automatic oilheating equipment. 
The future expansion of the oilheating 
industry, which will depend so heavily 
on the creation of new outlets through 
oilburner sales, should not be left in 
the hands of third parties who have 
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no interest beyond the initial sale of 
the equipment. 

We should create new training pro- 
grams to meet changing conditions, so 
that our sales force is fully equipped 
to face modern, competitive activity. 
They should know our products and 
equipment thoroughly. They must 
know how to make intelligent surveys 
of customers’ needs. They must be able 
to present a sales proposal clearly and 
forcibly. And, finally, they’ve got to 
know how to close the sale. 

The value of personalized customer 
contacts in keeping existing accounts 
satisfied and enthusiastic boosters of 
automatic oil heat likewise cannot be 
over-emphasized. Customer contacts 
—whether visits by the salesman, tank 
wagon driver, and burner service me- 
chanic, or by telephone with the of- 
fice—must be made courteously and 
with a genuine interest in the welfare 
of the customer. Our consumer sur- 
vey revealed that the majority of the 
customers who had been visited or tele- 
phoned by a representative of their 
supplier appreciated this interest. 

In summary, then, maintenance of 
the present desirable, large-volume dis- 


tillate market and assurance of its con- 
tinued healthy growth are the respon- 
sibility of all of us, whether we be 
supplier or independent marketer. 

Let us, therefore, recognize and take 
full advantage of the many opportuni- 
ties ahead in: 

OIL HEAT PROMOTION—Let us 
build a sound, aggressive and uniform 
oil heat sales promotional program, 
industry-wide in scope. 

OILHEATING SERVICE — Let us 
work toward making heating with oil 
completely automatic, with compe- 
tent, well-trained personnel. 

RESEARCH—Let us fully apply our 
industry's research facilities and tech- 
nical know-how to develop new and 
more efficient heating oils and oil- 
burning equipment. 

SALESMANSHIP—Let us expand 
our selling efforts and develop new, 
hard-hitting selling techniques through 
a well-trained, enthusiastic sales force. 

Let us, as Francis Bacon suggested 
so long ago, be wise and make more 
opportunities—many more opportuni- 
ties—than we would normally find to 
advance the welfare of this vital seg- 
ment of our industry. 


Paper calls for Banning of 
one-fuel Chimneys and Flues 


KF” MANY YEARS, there has been on 
record codes developed by the 
NFPA Gases Com- 
mittee to govern 
gas piping and 
appliances 
in buildings. They 
outline suggested 
construction and 





use practices re- 
garding chimneys, 
vents and_ flues. 
Included in these 
codes are the following paragraphs 
with reference to various types of flues 


Collins 





Prepared by J. A. Collins, manager, Oil- 
heating Division, Frontier Oil Refining Co., 
Buffalo, N. Y., and delivered by Charles 
R. Holloway, Liberty Fuel and Ice Co., 
Portland, Ore., and a member of the API- 
Fueloil Committee, before a session of the 
committee on November 14, under the aus- 
pices of the Division of Marketing during 
the 35th annual meeting of the American 
Petroleum Institute in San Francisco, Calif. 


or vents. They are contained in NFPA 
standards—No. 54, paragraph 5-3, I 
quote from the code sub-paragraph 
5-3-1, 

“Type A flues or vents shall be em- 
ployed for venting the following types 
of appliances, except as otherwise per- 
mitted by sub-paragraph 5-3-2. 

a. All incinerators. 

b. All appliances that may be con- 
verted readily to the use of solid 
or liquid fuels. 

c. All boilers and warm air furnaces 
except where the authority hav- 
ing jurisdiction approves the use 
of type B gas flues or vents.” 

Please note this places responsibility 
for B flue approval on local authori- 
ties. 

Sub-paragraph 5-3-2 reads as fol- 
lows: 

“Special flues for 1,000° flue gas. 
Listed prefabricated flues for low heat 
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. . » « Ban One-fuel Chimneys 


appliances may be employed in accord- 
ance with their listing for 

a. Domestic incinerators. 

b. Gas appliances.” 

Sub-paragraph 5-3-3 reads as fol- 
lows: 

“Type B gas flues or vents shall be 
used only with approved gas appli- 
ances which produce flue gas tempera- 
tures not in excess of 550° Fahrenheit, 
at the outlet of the draft hood, when 
burning gas at the manufacturer’s nor- 
mal input rating and not, specified by 
sub-paragraph 5-3-1 to be vented to 
type A flues or vents. Type B gas flues 
or vents shall be installed with clear- 
ances to combustion construction in 
accordance with their listing — See 
paragraph 5-4, sub-paragraph 5-4-7, 
which reads: 


Connector Clearance 


“Clearance of flue or vent connec- 
tors shall be located in such a manner 
that continued operation of the appli- 
ance will not raise the temperature of 
surrounding combustible construction 
more than 90° Fahrenheit above nor- 
mal room temperatures when measured 
with mercury thermometers or con- 
ventional bead type thermocouples. 
Minimum clearance from combustible 
construction to flue or vent connectors 
for listed appliances are shown in 
Table 9. Type BW gas vents may be 
used for venting only approved vented 
recessed heaters. Such vents shall be 
installed in accordance with their list- 
ing. For the purpose of this provision 
listed appliances with the exception of 
incinerators and conversion burners 
may be accepted as producing gas tem- 
peratures not in excess of 350° Fahren- 
heit at the outlet of the draft hood.” 

I would like to point out that a 1” 
clearance is acceptable for B flues on 
boilers, warm air furnaces, water heat- 
ers and room heaters that are listed 
and requires only a 3” clearance for a 
floor furnace. 

The code is generally accepted by 
the states and cities throughout the na- 
tion, as a base from which to draw in- 
formation for the purpose of writing 
ordinances governing the building and 
use of prefabricated flues and vents. 

However, after investigating and 
comparatively analyzing the test pro- 
cedures pertaining to the type A flue 


62 


and the type B flue, considering possi- 
ble malpractices pertaining to installa- 
tion of gas appliances in the field, as 
well as from first hand information, 
your committee has reached the con- 
clusion, that the use of B type flues 
creates a public hazard. 

Let’s compare the test requirements 
of the type A prefabricated flue with 
the test requirements of the type B flue. 

Subject #103 of Underwriters 
Laboratories states: 

“The type A flue test requires that 
the temperature of adjacent combusti- 
ble construction shall not be raised 
more than 90° at a 1,000° flue gas 
temperature and, not more than 140°, 
while a flue gas temperature of 1,400° 
is maintained for one hour. In addition 
to this test adjacent combustible con- 
struction shall not be raised more than 
175°, while a temperature of 1,700° 
is maintained for 10 minutes.” This 
last test is to simulate a soot burn out. 

On the other hand, the type B flue 
(approved for gas only) according to 
Underwriters Laboratories subject No. 
441, calls for maximum test require- 
ment of only 550° Fahrenheit to meet 
all conditions, and has no safety fac- 
tors in it, to protect against poorly ad- 
justed burners, that can create high 
stack temperatures and, form soot that 
can burn at just as high temperatures 
as soot by other fuels. 

Now let’s refer to paragraph 5-3, 
sub-paragraph 5-3-3. I quote the last 
paragraph, “For the purpose of this 
provision listed appliances, with the 
exception of incinerators and conver- 
sion burners may be accepted as pro- 
ducing flue gas temperatures not in 
excess of 550° Fahrenheit at the out- 
let of the draft hood. 

It would seem that the NFPA Gases 
Committee and the Underwriters 
Laboratories are of the opinion that so 


long as a gas appliance is approved and | 


listed, it cannot be improperly ad- 
justed, overfired or be made subject to 
other malpractices in the field, which 
could create flue gas temperatures far 
beyond the 550° B flue maximum tem- 
perature requirement. We do not con- 
cur in their thinking. 

We have in the limited time at our 
disposal, taken many tests on gas-fired 
equipment in use in the field, and 
found temperatures, in several in- 





stances, well beyond 550° at the out- 
let of the appliance. To refer to one 
small approved gas boiler installation 
in particular, temperature of 630° 
were registered and, the B flue in use 
showed definite signs of disintegration, 

We also took readings on several 
properly adjusted oil units which 
showed flue gas temperature readings 
of 350° to 435°. These readings being 
taken beyond the draft adjustor, which 
is the same location specified for flue 
gas readings in NFPA Pamphlet No. 54, 
titled “Standards Pertaining to Gas 
Appliances.” I quote, “The type B gas 
flues or vents shall be used only with 
approved gas appliances which pro 
duce flue gas temperatures not in ex- 
cess of 550° Fahrenheit at the outlet 
of the draft hood, when burning gas 
at the manufacturer’s normal input 
rating, etc.” 


Flue Gas Readings 


Flue gas readings taken on these 
same jobs at a location before the draft 
adjustor showed temperature of 450° 
to 525°. 

We give you this comparison to em- 
phasize that the assumption, approved 
gas equipment will always remain 
properly adjusted, is erroneous. 

The information is brought to your 
attention, not with the thought of 
suggesting a down grading of flue re- 
quirements for oilburners, but to em 
phasize the discrepancies in the test 
requirements of the type B flues, which 
indicate an urgent need of upgrading 
the gas flue requirements to the level 
of solid and liquid fuel requirements. 

The Committee Chairman and Mr. 
Ralph Becker, a member of our com 
mittee, attended a New York State 
Building Code Commission hearing, 
and submitted data to the Commission 
regarding our reasons for being op: 
posed to sanctioning the use of B flues 
in the New York State Building Code. 
We made it clear that we were not in 
terested in downgrading the flue re 
quirements of fuels other than gas, but 
rather were interested in an overall 
upgrading. The Commission informed 
your representatives, that information 
had been given them from other 
sources to the effect that the fire losses 
due to B flues were negligible. 

(Please turn to page 122) 
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Selecting rotary Pumps 


The six basic Types and their A pplication to fueloil Handling 


by 
W. J. Mongon* 


_.HE ROTARY PUMP combines the 
rotary motion of the centrifugal 
with the positive pressure characteris 
tics of the reciprocating pump. Like 
the reciprocating pump it is a positive 
displacement device that delivers a 
given quantity of fluid with each revo- 
lution. It is self-priming and gives 
practically constant delivered capacity 
regardless of pressure. 

Its range of speeds is much higher 
than is usual for reciprocating pumps, 
which permits a _ direct-connected 
motor drive in most cases. Its greatest 
use is in handling viscous fluids, but it 
will pump practically any fluid that 
will flow. 

A rotary pump consists of a fixed 
casing containing gears, cams, screws, 
plungers or similar elements actuated 
by rotation of the drive shaft. 

The pumping action of all rotary 
pumps is essentially the same. As the 
pumping elements are rotated they 
open on the inlet side, creating a void. 
The fluid forced by atmospheric pres- 
sure flows in to fill this space. The con- 
tinued turning of the rotors encloses 
the fluid between the rotating parts 
themselves or between these parts and 
the pump casing. The rotating parts at 
this point are under inlet pressure and 
continue go until the enclosed portions 
open into the outlet chamber. 

Since the pump is a positive dis- 
placement device, it is apparent that 
with every revolution of the shaft a 
definite quantity of fluid passes 
through. If no clearance existed this 
quantity, called “theoretical capacity,” 
would be dependent only on the speed 
and the physical dimensions of the 
pumping elements. 

Clearances, however, do exist, with 
the results that whenever a pressure 
differential occurs, there will always be 
internal leakage from the outlet side to 
the inlet side. This leakage, commonly 
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known as “slip,” may be relatively 
large or small depending on the type 
of pump, the amount of clearance, the 
viscosity of the fluid handled, and the 
differential between outlet and inlet 
pressures. For any given set of condi- 
tions it is not usually affected by speed. 
The delivered or net capacity, there- 
fore, is the theoretical capacity less the 
slippage. 

The theoretical capacity of any 
pump can readily be calculated pro- 
viding all the essential dimensions are 
known. Slip can likewise be calculated 
but is usually based on empirical values 
developed as a result of tests. This data 
is a part of the stock in trade of every 
pump manufacturer, and capacities 
can be accurately predicted for any 
given set of conditions. 

Selecting a rotary pump for a spe- 
cific application is not difficult if all 
the operating conditions are known. 
It is a common belief that because a 
rotary pump is a positive displacement 
device operating conditions, particu- 
larly inlet conditions and viscosity, are 
not important factors. 

In any rotary pump application suc- 
tion lift, viscosity, and speed are in- 
separable. In order to insure quiet 


efficient operation it is necessary to 
completely fill the compartments in the 
pumping elements with fluid as they 
open. This becomes more difficult as 
viscosity or suction lift increases. 

Basically once the fluid reaches the 
pumping elements discharging it poses 
no serious problem. The real problems 
are on the suction side of the pump— 
getting the fluid in. Speed of operation, 
therefore, is dependent on viscosity 
and suction lift. If these two factors 
are known, the problem of selecting a 
suitable pump becomes infinitely sim- 
pler and an efficient installation can be 
insured. 

It is not very often that a rotary 
pump is called upon to handle fluids 
of constant viscosity. Normally, tem- 
perature variations produce a range of 
viscosity. It is not unusual that a pump 
is required to handle a viscosity range 
of 150 to 20,000 ssu, the higher vis- 
cosity usually being due to cold start- 
ing conditions. This is a perfectly satis- 
factory range for a rotary pump. 

If information can be obtained con- 
cerning such factors as the amount of 
time the pump is required to operate 
at the higher viscosity, whether the 
motor can be over-loaded temporarily; 








TO TANK 





POUND 
part THERMOMETER! 





as 























tg 
ron (| 


TANK 


STRAINER 


it ff eq. }? 


HEATERS | 


4 


a xf 


‘ 


























Ee 


The illustration shows a duplex system as applied to an industrial oilburner 
installation. Each important piece of equipment is duplicated, with a built-in 
stand-by system to insure continuous service in spite of equipment failure or 
other emergency. An adjustable diaphragm valve provides automatic: pressure 
regulation. Pumps in this system can handle pressures up to 350 lbs. psig at 120- 
130°F. One of the pumps is motor-driven; the other is steam-turbine driven. 
Preference for this system or one in which both pumps are either motor drive 
or turbine drive depends upon plant conditions. However, a steam-driven 
prime mover for one of the pumps provides insurance against power failures. 
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a multispeed motor used; or the dis- 
charge pressure reduced during this 
period, a better selection can be made. 
Quite often no viscosity is given but 
only the type of fluid. In such cases 
assumptions can sometimes be made if 
sufficient information is available con- 
cerning the fluid. For instance, Bunker 
C or No. 6 fueloil is known to have 
in a case of this type is to assume an 
operating viscosity range of 20 to 70 
be handled over a considerable tem- 
perature range. The normal procedure 
ssF. The maximum viscosity very eas 
ily might exceed the higher value if 
a wide viscosity range and usually must 
extra heavy oil is used or exceptionally 
low temperatures are encountered. If 
either should occur the result may be 
improper filling of the pumping ele- 
ments, noisy operation, vibration, and 
overloading of the motor. 


Viscosity determines Capacity 


Although it is the maximum vis- 
cosity and the expected suction lift 
that determines the size of the pump 
and sets the speed, the minimum vis- 
cosity determines capacity. Rotary 
pumps must always be selected to give 
the specified capacity when handling 
the expected minimum viscosity since 
this is the point at which maximum 
slip, hence minimum capacity occurs. 

If this rule is not followed the pump 
will not meet the requirements of the 
system unless a considerable margin 
has been allowed initially in specifying 
capacity, or there is over-capacity 
available in the pump. The latter is 
often the case, since practically all ro- 
tary pumps are made in certain stock 
sizes and it is standard practice to ap- 
ply the next larger pump when a ca- 
pacity is specified that falls between 
sizes. 

It should also be noted that mini- 
mum viscosity often sets the model of 
the pump selected, since it is standard 
policy on the part of most manufac- 
turers to down rate their pumps, inso- 
far as allowable pressure is concerned, 
when handling liquids having a vis- 
cosity of less than 100 ssu. This is 
done to avoid the poorer volumetric 
efficiency as a result of increased slip 
under these conditions and because a 
film of the liquid must be maintained 
between the closely fitted parts. This 
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film is likely to break down if a com- 
bination of low viscosity and high pres- 
sure should occur. 

A factor which must also be given 
consideration is the possibility of en- 
trained air or gas in the fluid to be 
pumped. This is particularly true of 
installations where recirculation occurs 
and the fluid is exposed to air either 
through leaks or improperly located 
drain lines. 

Likewise, most fluids will also dis- 
solve air or gas retaining it in solution; 
the amount being dependent on the 
liquid itself and the pressure to which 
it is subjected. 

When pressures below atmospheric 
exist at the pump inlet dissolved air or 
gas will come out of solution and both 
this and entrained air will expand in 
proportion to the prevailing absolute 
pressure. This expanded air will ac- 
cordingly take up a proportionate part 
of the pump displacement volume with 
a consequent reduction in delivered 
capacity. 

It should be pointed out, that if a 
pump will be called upon to handle 
fluids containing entrained air this fact 
should be included in any specifications 
which may be written and the percent- 
age specified. 

One of the apparent effects of han- 
dling fluids containing entrained or 
dissolved air or gas is noisy pump op- 
eration. When such a condition occurs 
it is usually dismissed as “cavitation.” 
Noisy operation is inefiicient operation 
and steps should be taken to make cor- 
rections until the objectionable condi- 
tions are Overcome. 

It is true, of course, that some types 
of pumps are more critical to the han- 
dling of air than others, this is usually 
due to the high inlet losses which are 
characteristic of these types. Proper 
design and speed selection will greatly 
help overcome this problem. 

Suction lift occurs where the total 
suction head at the pump inlet is below 
atmospheric pressure. It is normally 
the result of a static lift and pipe fric- 
tion. Although rotary pumps are capa- 
ble of producing a high vacuum, it is 
not this vacuum that forces the fluid 
to flow. As previously explained, it is 
atmospheric pressure that forces the 
fluid into the pump. Since atmospheric 
pressure at sea level corresponds to 
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14.7 psia, or 30-in. Hg. this is the 
maximum amount of pressure avail- 
able for moving the fluid and suction 
lift cannot exceed these figures. Ac- 
tually it must be somewhat less, since 
there are always pump inlet losses 
which must be taken into account. It 
is considered the best’ practice to keep 
suction lifts as low as possible. 

The majority of rotary pumps op- 
erate with suction lifts of approxi- 
mately 5” to 15” Hg. Lifts correspond- 
ing to 24” to 25” Hg., however, are 
not uncommon. 

It was previously stated that vis- 
cosity and speed are closely related 
and it is impossible to consider the 
one without the other. Although rota- 
tive speed is the ultimate outcome, the 
basic speed which the manufacturer 
must consider is the velocity of the 
fluid going through the pump; this is 
a function of pump type and design. 


Gear and Vane Pumps 


Certain types such as gear and vane 
pumps carry the fluid around the 
periphery of the pumping elements 
and as a result the velocity of the fluid 
through the pump can become quite 
high unless relatively low rotative 
speeds are used. In screw type pumps 
because the flow is axial, lower fluid 
speeds are obtained which permits 
higher rotative speeds. 

In handling very light fluids, say 
100 to 500 ssU, gear or vane type 
pumps rarely exceed a rotative speed 
of 1200 rpm, except in the case of very 
small units or special designs for a par 
ticular use as in aircraft applications. 
Screw pumps, where timing gears are 
not required, commonly operate with- 
out difficulty at speeds up to 5000 
rpm and there are instances where 
special designs are operating at speeds 
of approximately 24,000 rpm taking 
oil under lift from a sump tank located 
below the pump. 

Although rotative speeds are relative 
and dependent on the pump type, 
they usually should be reduced when 
handling fluids of high viscosity. This 
is due not only to the difficulty of fill 
ing the pumping elements, but also to 
the mechanical losses which result from 
the shearing action of these parts on 
the fluid handled. The reduction of 


these losses is frequently of more im 
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portance than relatively high speeds, 
even though the latter might be pos- 
sible due to positive inlet conditions. 

In general, the losses for a given size 
and type of pump vary with the vis- 
cosity and rotative speed and may or 
may not be affected by pressure, de- 
pending on the type of pump under 
consideration. These losses, however, 
must always be based on the maximum 
viscosity to be handled, since they will 
be highest at this point. If this is not 
done, the resultant calculated horse- 
power will be too low and a motor 
selected on this basis will probably be 
overloaded. 

The other factor that determines 
the horsepower required to drive the 
pump is the actual work done in con- 
verting the fluid from its pressure con- 
dition on the inlet side to its corre- 
sponding condition on the outlet side. 
Since this work is done on all of the 
fluid (this must be so because slip does 
not exist until a pressure differential 
occurs) the volume which must be can- 
sidered is not the delivered capacity 
but the actual displacement volume or 
theoretical capacity of the pump. 

Any number of formulae can be de- 
vised for calculating this value, known 
as the “theoretical liquid horsepower,” 
depending on the units in which capac- 
ity and head or pressure, are expressed. 
It should be noted that the theoretical 
liquid horsepower is independent of 
viscosity and is concerned only with 
the physical dimensions of the pump- 
ing elements, the rotative speed and 
the total pressure. 


Brake Horsepower 


The brake horsepower required is 
the sum of the theoretical liquid 
horsepower and the mechanical loss. 

Rotary pumps are available in a 
wide variety of pressure ranges. 

Although most rotary pumps are 
used for applications requiring less 
than 150 psi, a wide field exists for a 
great many up to 1000 psi. Many are 
also built for hydraulic service on ma- 
chine tools where pressure up to 3000 
psi are encountered. 

Rotary pumps do not in themselves 
create pressure, they simply transfer 
a quantity of fluid from the inlet to 
the outlet side. The pressure developed 
on the outlet side is solely the result 
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of resistance to flow in the discharge 
line. If a pump were to be set up and 
run without a discharge line, a gage 
placed at the pump outlet flange would 
register zero no matter how fast or 
how long it was run. 

Resistance usually consists of dif- 
ferences of elevation, fixed resistances 
such as orifices, and p‘pe friction. 
Nothing much can be done about the 
first two since these are the basic rea- 
sons for using a pump, something how- 
ever, can be done about pipe friction. 

Literally millions of dollars are 
thrown away annually due to the use 
of piping that is too small for the job. 
To be sure, all pipe friction cannot 
be eliminated as long as fluids must 
be handled in this manner, but every 
effort should be made to use the largest 
pipe that is economically feasible. 
Numerous tables are available from 
which friction losses in any combina- 
tion of piping may be calculated, 
among the most recent of which are 
those published by the Hydraulic Insti- 
tute. Also available are the services of 
pump specialists provided by pump 
manufacturers. 

Before any new installation is made, 
the cost of larger size piping which 
will result in lower pump pressures 
should be carefully balanced against 
the cost of a less expensive pump, 
smaller motor, and a saving in horse- 
power over the expected life of the 
system. The larger piping may cost a 
little more in the beginning but the 
ultimate savings in power often will 
offset many times the original cost. 

These facts are particularly true of 
the handling of extremely viscous 
fluids and although most engineers 
dealing with fluids of this type are con- 
scious of what can be done, it is sur- 
prising the number of installations en- 
countered where considerable savings 
could have been made if a little more 
study had been made initially. 

A question frequently asked is, 
“What is the efficiency of a rotary 
pump?” Efficiency is dependent on 
practically all of the factors already 
discussed such as size of pump, rota- 
tive speed, viscosity, and pressure dif- 
ferential. It can be calculated for any 
specified set of conditions but will 
vary with any change. 

Sometimes an attempt is made to cal- 


culate the efficiency on the basis of 
guaranteed capacity and brake horse- 
power; this is satisfactory provided 
that both were figured on the same 
viscosity. Normally, however, where 
rotary pumps are used a viscosity range 
has been specified or assumed, the ca- 
pacity guaranteed on the minimum 
viscosity and the brake horsepower on 
the maximum. If these figures are used 
in an attempt to calculate efficiency a 
false value will result. 

Good efficiencies can be obtained if 
a pump is properly selected to meet one 
set of conditions only. For example, 
medium size pumps of about 50 to 
100 gpm capacity operating against » 
100 psi discharge pressure, normally 
have efficiencies of about 70 to 80%. 
Higher pressure pumps of about the 
same capacity, selected for optimum 
conditions, will give as high as 80 to 
87%. 


Handling Abrasives 


There is one other point that we 
have not as yet touched, and that is 
the handling of fluids containing abra- 
sives. Due to the fact that rotary pumps 
depend upon close clearances for prop- 
er pumping action the handling of 
abrasives will usually cause rapid wear. 
Some progress has been made in the 
use of harder and more abrasive-resist- 
ant materials for the pumping ele: 
ments so that a fair job can be done 
in some instances. It cannot be said, 
however, that performance is too sat- 
isfactory when handling fluids of this 
character unless frequent replacements 
are acceptable. 

Over the last 20-year period great 
progress has been made in the design 
and application of rotary pumps and 
further progress is being made con 
stantly. Pumps of this type are avail- 
able for the handling of fluids ranging 
from aviation gasoline and water to 
semi-plastics, such as cellulose prod- 
ucts, chilled shortening and greases. 

If complete information is given as 
to suction conditions, viscosity, air of 
gas entrainment, discharge pressure, 
etc., so that a proper pump selection 
can be made, and the proper attention 
is paid to installation features particu’ 
larly on the suction side, there is ab 
solutely no reason why a satisfactory 
installation cannot be made. 
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by 
Jean L. Dupuis 


2 i HE BEST SERVICEMAN in the 
world, Sparky, had a lot to tell 
me about big steam heating plants, 
when last I visited him after not seeing 
him for about a year. 

That title of “best serviceman in the 
world” is something Sparky always 
says he had to admit to. There just has 
to be a world’s best serviceman, he ex- 
plains, and it just happens to be him. 

“People, not equipment, give us all 
our real headaches,” Sparky explained 
to me, as he’s done dozens of times be- 
fore. “This time it’s my boss. He’s got- 
ten me into lots of trouble.” 

As Sparky drove me out to this 
trouble job he wanted me to see, some 
40 miles from his home town and serv- 
ice headquarters, he told me of his 
boss's big mistake. 


Sparky solves 


steam-heat Problems 


With steam Heat of all Kinds, major Problem is to air-rid Radiators effectively 


As the result of an inquiry by phone, 
Sparky’s boss had gone to see this 200- 
hp low-pressure steam boiler, which 
was stoker-fired and used 750 tons of 
soft coal a year to heat a group of fac- 
tory buildings. That the boiler carried 
its radiation load easily was readily 
apparent to the boss. In short order, 
he sold the factory owner an auto- 
matic burner to fire at 70 gph, a 10,- 
000-gallon buried fueloil storage tank, 
a large-building temperature control 
system to pace the factory heating ac- 
cording to outside temperature, and all 
the trimmings needed to form a thor- 
oughly good oilburner installation. 

“The latest type of rapid-acting 
safety control panel. was included, of 
course, for a job of this size,” Sparky 
added with satisfaction. “Electronic 
controls were provided to monitor the 
gas pilot and the burner flame.” 

By the time we arrived at the fac- 


tory, Sparky had given me a fairly 
complete idea of the trouble. With 
everything in the boiler room working 
properly, including the new oilburner 
set-up, the radiation in the factory 
buildings failed to heat properly. 
“Listen to those radiators banging!” 
Sparky growled as we made our way 
through half a dozen large factory 
rooms on the way to the boiler room. 
“The dumbhead in charge of the boiler 
probably has about eight pounds steam 
pressure on the boiler, trying to force 
things. Even then and though it’s not 
even freezing outdoors, you'll find 
three-quarters of the radiators cold and 
half the factory underheated.” 
Before we reached the boiler room 
I'd sized up the kind of heating plant 
that had been installed in this factory 
about 25 years ago. I stopped walking, 
made a sketch similar to the one that 
appears here, and showed it to Sparky. 
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This greatly simplified drawing of the ace heating plant 
brings out the importance of the thermostatic traps at the 
radiators and the end of the steam main. Proper closing of 
the thermostatic traps (they close when heated to 170°F. 
or some other suitable temperature) prevents live steam from 
finding its way into the dry return main, even with five to 
eight pounds pressure on the boiler. Under these conditions 
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of proper operation, only air comes from the “open air vent” 
of the open condensate receiver . 
‘open air vent.’ 
blasts of steam to come from the “open air vent, 
The maintenance man in charge of the boiler room piped 
this vent line outdoors, fitted it with a 2” hand valve to pre 
vent escape of steam after all radiators were full of steam. 


. no steam escapes from 
’ Failure of traps on this job caused 
Pie 
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My sketch was simplified. It showed 
but one steam main, four radiators, 
and one dry return main — whereas 
this factory job had at least a dozen 
big steam mains and perhaps 200 or 
300 radiators. But the sketch showed 
the principles of the two-pipe heating 
system that was giving the trouble, 

Referring to the sketch, I told 
Sparky that this two-pipe steam heat- 
ing plant had plenty of thermostatic 
traps . . . hundreds of them. At the 
outlet end of each radiator, and at the 
end of each steam main, was a thermo- 
static trap like the ones in my sketch. 

“What are the thermostatic traps 
there for?” Sparky asked. 

“The big idea of the thermostatic 
traps is to keep live steam out of the 
dry return mains,” I answered. 

“The boiler starts steaming, and 
steam should first flow rapidly to the 
end of a steam main, like the steam 
main in this sketch. Because to begin 
with it’s cold, the big thermostatic trap 
at the end of the steam main is open. 
Air escapes from the end of the steam 
main through the thermostatic trap. 
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permitting steam to fill the steam main 
rapidly. 

“When steam reaches the trap and 
raises its temperature to perhaps 170° 
F., the trap closes; it’s thermostatic. 
Then no steam can flow through the 
trap to the dry return main shown in 
the drawing. 

“Some minutes later, condensate 
from the steam main fills the body of 
the trap. Filled with water instead of 
steam, the traps starts cooling off. 
When its temperature drops below 
170°F., it opens, spilling its load of 
water into the dry return line. As soon 
as all the water (or condensate) es- 
capes from the trap, it fills up with 
steam again, its thermostatic element 
is heated to above 170°F. by the steam 
and therefore the trap closes again. 

“The trap thus rids the steam main 
of air and condensate, but closes each 
time steam hits it and thus keeps steam 
out of the dry return main.” 

Each radiator has a thermostatic 
trap, as the drawing shows, I told 
Sparky. The operation of the radiator 
thermostatic traps is similar to the op- 
eration of the steam main thermostatic 
traps. 

Steam starts flowing from the main 
into a cold radiator. The radiator’s 
thermostatic trap 
is open — because 
it's cold, cooler 
than 170°F. As the 
steam starts enter- 
ing the radiator, air 
escapes from it 
through its thermo- 
static trap. The air 
flows into the dry 
return line of the 
radiator then into 
the dry return 
main. 

The radiator’s 
thermostatic trap 
closes as soon as the 
radiator has_be- 
come full of steam 
and the tempera- 
ture of its thermo- 
static trap therefore 
reaches 170°F. The 
trap is then filled 
with steam. 

“A few minutes 
later the trap is 











filled with condensate from the radia- 
tor. It starts to cool off. When its tem- 
perature drops to 170°F., the trap 
opens and permits water, or condensate 
from the radiator, to spill into the dry 
return,” I told Sparky. 

“If a radiator trap does not close 
when heated by steam,” I went on, “‘it 
will permit steam to flow from its radi- 
ator into the dry return system. That's 
bad for several reasons I'll cover later.” 

I explained that thermostatic traps 
many years old have a habit of failing. 
Usually when they fail they stick open 
—though filled with steam and heated 
to steam temperature, they fail to close, 

Much more rarcly, thermostatic 
traps fail by way of remaining closed 
when they are cold and should be open, 
Many have charged wafers or bellows 
as their heat-sensitive elements; occa 
sionally these elements disintegrate en- 
tirely, then can no longer lift the valve 
pins that have to be lifted to open the 
traps. Tight-close failure is the result. 
Again, occasionally dirt and pipe scale 
accumulate in traps, causing them to 
be blocked tight-shut at all times. 

A trap that can’t open at all, even 
when it’s cold and should be wide 
open, naturally won't permit air and 
condensate to escape from the radia’ 
tor or steam main it serves. 

A thermostatic radiator trap that 
opens only slightly may cause a radia 
tor to heat slowly to start out, when 
steam first flows to it—after it heats 
the radiator may become charged with 
condensate or water, because the trap 
fails to permit condensate to flow from 
the radiator rapidly enough. 

Sparky interrupted me to ask, “Will 
you explain the several reasons you 
mentioned a minute or two ago, why 
it’s bad for live steam to find its way 
into the dry return system—through 
defective traps that do not close when 
filled with live steam?” 

“Jobs of this type often have open 
condensate receivers like the one in my 
sketch,” I replied. “All the returns are 
vented to atmosphere; the air from the 
steam mains and radiators can escape 
freely from the dry returns. That's the 
design basis of many systems. In my 
sketch, I show a condensate receiver of 
tank into which all the condensate 
from the radiation flows. When this 
receiver becomes about two-thirds full 
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of condensate, a float-switch turns on 
a condensate pump that transfers a 
batch of condensate from the receiver 
to the boiler. 

“Supposing in a large system a few 
hundred radiator traps fail to close 
when there’s five-pounds steam pres- 
sure on the boiler and almost that much 
pressure in the radiators. Then live 
steam will flow from the radiators to 
the dry return mains — through the 
faulty radiator traps that fail to close 
when steam reaches them. 

“As the first and very apparent 
trouble, steam will escape from the dry 
return system through the atmospheric 
vent, in this case a vent pipe of the 
condensate receiver, which is intended 
only for expelling air from the entire 
system while steam is filling the sys- 
tem. The escape of steam can be seen. 

“As the second trouble, steam from 
the dry return lines will flow back- 
wards into radiators not yet rid of their 
air. This steam will heat up traps of 
radiators which are still cold. Then 
these cold radiators will be unable to 
get rid of their air and condensate, 
through their thermostatic return 
traps, With air and condensate blocked 
in them, the radiators will heat only 
partly, if at all. If they heat at all, 
they'll hammer and bang.” 

As we examined the boiler room 
equipment accompanied by the man in 
charge of the boiler room, Sparky 
made a discovery. The two-inch line, 
very evidently the air-vent line of the 
condensate receiver, had a hand valve 
in it. 

In answer to Sparky’s whispered 
question, I agreed that this air-vent 
line should never be valved off, for 
here was a condensate receiver that 
certainly was intended to act as an 
“open receiver” vented to atmosphere, 
not as a “closed receiver.” 

Sparky asked the boiler room at- 
tendant, “What's that valve for, in the 
air-vent line? Do you know about it?” 

The attendant, whose name turned 
out to be Joe, answered quickly, “Sure 
I know all about that 2” valve in the 
air line. I installed it quite a few years 
ago, when steam first started blasting 
out of that 2” pipe when there was 
steam pressure on the boiler. 

“With the stoker I used to have, I 
had to use that valve to make the radi- 
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; DRAFT INDUCERS 


PROVIDE POSITIVE, UNIFORM, ADEQUATE DRAFT AT ALL TIMES 


Architects find that ‘blending’ a tall chimney into a low, modern, 
functional school design is an unworthy compromise. Actually such 
compromise is unnecessary, for there is no need today for an 
unsightly chimney. Wing Motorized Draft Inducers provide positive, 
uniform, adequate draft for boilers or furnaces... completely inde- 
pendent of weather conditions. In addition, they save money through 
higher fuel burning efficiencies. Easily installed in the flue or 
breeching, Wing Draft Inducers require only enough chimney to 
vent the exhaust gases. Write for bulletin and special information 
on school applications. 


In confirmation of the above, there are over 500 Wing Draft Inducer 
installations in schools alone, in all parts of the country, with hundreds 
more being specified by architects and engineers as the great school 
building program continues. 


L..J. Wing MfQ.Co, “eine 


Factories: Linden, N. J. and Montreal, Can, 








L. j. Wing Mfg. Co., Linden, New Jersey FO-12 
Please send me Bulletin SCH-1—Draft Inducer. 











NN 





one 
name 
stands 
out 


FUEL OIL HEATERS 


ok Sy 
@: DAVIS 


EIS 


30 ROCKEFELLER FLAZA, NEW YORK 20, N. Y 


Every type and size 
Correctly built and 
conservatively rated 
Maximum heat transfer 
Low pressure losses 
ReoYare Me) ol-1aeh ile mic 

o) mi fe) oele) s oL8) 


mactelelolimaaeliiMsel aale 
Ss altieleh dats 


oe 


This famous tubular type fuel oil 
heater for steam service is a typical 
example of. Paracoil superiority. It 
gives Malem alle Lalets mi cel isie) Mm atstoh mage laliact: 


oh amo lalvare (stile la mola ial-Muteld 4-41 


ENGINEERING 


CORPORATION 
1064 EAST GRAND ST., ELIZABETH 4, NEW JERSEY 


. ... Steam heat Problems 





COMMERCIAL &. 
= INDUSTRIAL 
= oilburning 


eee 


lin, 





ators heat up. The stoker was started 
and stopped by a hand switch; it had 
no controls except a steam-pressure 
control. 

“To get heat up on a cold morning, 
first I would turn on the hand switch 
to start the stoker. When I had five- 
pounds steam pressure on the boiler, 
radiators would not heat. So I would 
open that 2” air-line valve to let a blast 
of air out of the system, to rid the 
steam mains and radiators of their air. 
In 20 minutes or so, steam would pour 
out of the vent line along with the air 
coming from the radiators. I learned 
by experience that to heat all the radi- 
ators I had to keep the 2” valve open 
for another ten minutes or so. As years 
went by, I had to keep the valve open 
more and more to heat all the radia- 
tors. So I extended the 2” air-vent line 
outside the boiler room, running it up 
through the roof. That avoided filling 
the boiler room with steam when I had 
the 2” valve open.” 

We learned from Joe that during 
the 25 years the heating plant had 
been in use its thermostatic traps had 
received no attention as far as replace: 
ment of their innards or heat-sensitive 
elements were concerned. Joe had re’ 
moved a few dozen of the radiators’ 
thermostatic traps and replaced them 
with plain elbows, he told us. He did 
this when he found out that totally 
plugged traps were causing radiators 
to remain cold. 

Judging from our glances that he 
might have been following the wrong 
procedure, Joe said, “I’m no heating 
engineer, I’m just a maintenance man. 
A fellow does what he can to keep his 
heating system going, and to make sure 
all the radiators heat up with steam 
pressure on the boiler. 

“Till tell you one thing. Using the 
stoker, I could heat all the radiators 
in my buildings. Just by turning on 
the stoker for an hour or two every 50 
often in cold weather, and opening 
that 2” valvein the air-vent line long 
enough for air to escape from the 
steam mains and radiators. I never 
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Board of Standards 
end Appeals—H.Y. City 
Wo. 832-52-SA 


ott 
00d Oil Heater for 
<*> Burning or Moving 

| Heavy Fuel Oil! 


Designed by expert oil heating engineers and manufactured in accordance with 
the highest accepted standards for materials and construction. 








Manning & Lewis build fuel oil heaters for any application requiring heating for 
burning or bulk movement such as Power Plants—Hospitals—Apartment Houses— 
Commercial Buildings—Bulk Distribution Stations and Storage Tanks—All M&L Oil 
Heaters are suitable for heating the oil with hot water or steam. 


Manning & Lewis Engineering Co. 


28 Ogden Street, Newark 4, New Jersey 
SALES REPRESENTATIVES IN PRINCIPAL CITIES 
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_. Gas Burners 


WHAT IT DOES 


The Dewey Safety Air-Flow Switch protects against 
opening of fuel valve until tan is up to speed. 

Insures purging of furnace before fuel valve opens. Closes 
fuel valve if fan slows up or stops. Flashes danger signal 
if fan or fuel stops. Safeguards against danger from gas 
fuel failure when used with safety shut-off valve. 
Thousands sold. Factory Mutual and Underwriters 
Laboratories Approved. Standard equipment on leading | 
products. Write for prices and literature. | 


DEWEY GAS FURNACE CO. | 


100 E. Baltimore Detroit 2, Mich. FREE Type B Write for 


Canadian Distributor: Ontor Laboratory, Ltd. ‘ 
‘tt Tycos Drive. Toronto 10, Ont. SRCUEAR 3/4" and 1” Bulletin 1619 


Non-Adjustable—Angle Type for conven- 
ient installation. 

Heavy Bronze Construction. Approved by 
Underwriters’ Labs., Inc. 

TYPE A—114,” to 3. Maximum capacity to 
1000 G.P.H., with #5 and #6 oil. 

TYPE B—34," and 1”. Maximum capacity to 
100 G.P.H., for #1 to #5 oil. 

TYPE C—3%4” and 1”. Maximum capacity 
to 30 G.P.H. of #1 to #3 oil. 
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New Scully 
=“ FASLITE 


Patents Pending 


Gas Pilot Torch 


Provides Sure, Fast Light-Off 
Every Time for Commercial— 
Industrial Oil Burners. 


Torch operates with manufactured, natural or LP gas. 











Write for price and literature. 


SCULLY SIGNAL COMPANY 
174 Green Street, Melrose 76, Mass. 





Jet-like flame highly re- 
sistant to air turbulence. 


with pilot flame super- 
vision. 


New Flame Stability New Flame Reach 


Flame shoots out even 5 
times as far as some 
atmospheric-type gas pilot 
flames. Virtually eliminates 
delayed ignition. 


More reliable in conjunction 





Features Hard Hot Flame up to 25” Long 


New Flame Heat 

Several hundred degrees 
hotter than other pilot 
flames. Assures fast light- 
off even with cold oil. 


















New Flame Reliability 


Torch utilizes an air in- 
jection system (forced 
air). Flame is unaffected 
by atmospheric variables. 








kept the 2” valve open long enough to 
waste much steam. 

“But with this oilburner of yours 
starting up every 30 or 40 minutes and 
running only 8 to 12 minutes at a time, 
I don’t know how you hope to heat 
these buildings. 

“When things get too bad and the 
department heads complain to me that 
their men are freezing, I’ve had to run 
the oilburner just like I used to run 
the stoker. I put the oilburner on man- 
ual operation and keep it running long 
enough to give me five-pounds or more 
steam pressure on the boiler. Then I 
open up the 2” valve in the air-vent 
line, and let air escape from the steam 
mains and radiators. 

“T can tell you one thing. With that 
2” air-vent valve open or closed, your 
burner just wastes its time, and wastes 
all the fueloil it burns, when it runs 8 
to 12 minutes every half hour or so. 
That kind of firing for this boiler does 
not heat the radiators!” 

“What do we do now?” Sparky 
asked. ““My boss promised the owner 
of this factory that installing the auto- 
matic burner would make this heating 


plant fully automatic—would elimi- 
nate the need for a man to tend the 
boiler. Yet the way things now stack 
up, this Joe has to nurse the heating 
system along all day, else the radia- 
tors do not heat up. Nights and week- 
ends during cold weather, another man 
has to play nursemaid to the heating 
system.” 

Joe, who had been going around the 
factory buildings feeling radiators, re- 
turned and joined us to listen to what 
we had to say. 

“To start out, Sparky,” I began, 
“every radiator in this system has to 
receive steam, though maybe not heat 
fully, with less than one-half pound 
steam pressure on the boiler.” 

Joe the boiler room attendant looked 
as though he were going to have a fit 
when I said this. 

“You're just talking nonsense to 
waste time,” he bellowed. “I know this 
heating plant backwards and for- 
wards. It’s only through my efforts 
that these factory buildings have been 
heated for the past 15 years. I tell you 
that to get even a trace of steam to 
every radiator, that boiler pressure 


gage has got to show from five to eight 
pounds steam pressure! 

“Maybe you guys never saw a really 
big steam heating plant like this before 
with a 200-hp boiler!” Joe exclaimed 
derisively. “Maybe you’re just used to 
little house-heating systems that heat 
their radiators at low steam pressures!” 

Disregarding Joe’s outburst, I went 
on saying to Sparky, “As Joe has ex- 
plained very well, on a mild day like 
today the modern large-building tem- 
perature control system starts up the 
burner every 30 to 40 minutes, and 
keeps the burner running 8 to 12 min- 
utes each time it starts. 

“After being idle half an hour and 
then running 8 to 12 minutes, how 
much steam pressure does the burner 
develop? When the burner stops, there 
won't be even half a pound steam pres 
sure on the boiler! Yet when the burn: 
er stops, every radiator in this heating 
plant has to be warm, for if one radi- 
ator is still cold, we'll get a complaint 
that the room in which it’s located is 
not heated properly. 

“The on-off burner cycling given by 
the large-building temperature control 









CLEVELAND LO-DRAFT AND LO-PRESSURE 


CUT-OFF SWITCHES... 


Underwriters’ approved, these CFE 
Single Purpose Cut-Off Switches 
monitor positive or negative air 
pressures. Highly sensitive, inexpen- 
sive, and adjustable over an ex- 
tremely wide range, standard models 
actuate a snap action switch on fixed 
differential of .02” W.C. at control 
point. Other models are available 
for other uses and wider differ- 


For complete details and application information, write to: 





entials. Signal Light and Time Delay 
features are optional. 


The CFE Cut-Off Switches operate 
as twoO-wire safety switches with a 
third wire for signal or alarm. The 
diaphragm is constructed of durable 
material to withstand 40 p.s.i. 
burst strength. providing 

versatility and long 
trouble-free life. 








Cleveland Fuel Equipment Company 
1111 Brookpark Road, Cleveland 9, Ohio 
In Canada, write to: Ontor Laboratories Ltd., 111 Tycos Drive, Toronto 
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system is correct. It’s all right for the 
burner to run about ten minutes out 
of every 40 minutes on a mildly cold 
day. Our whole trouble lies in the heat- 
ing plant not distributing steam to the 
radiators properly when the burner 
starts and stops properly.” 

I pointed out we had these assets on 
the job: (1) a boiler of ample capac- 
ity, (2) an excellent oilburner instal- 
lation of ample capacity, (3) a mod- 
ern large-building temperature control 
system affected by outside weather— 
not a simple room thermostat which 
would be unsatisfactory for this big 
heating plant, (4) radiators seemingly 
oversize for the heat losses of the dif- 
ferent factory buildings, (5) steam 
mains and return mains apparently 
well sized for the radiation connected 
to them, and (6) a condensate receiver 
and condensate pump, both very well 
able to serve their intended functions. 

These corrective measures should be 
considered, I explained to Sparky, for 
enabling the heating system to dis- 
tribute steam properly to every radia- 
tor when the burner remains idle for 
about 40 minutes, then runs for about 
ten minutes: 

1. Repair every steam-main and 
radiator thermostatic trap, if parts for 
the old traps still are available. Other- 
wise replace every thermostatic trap 
with a modern trap. Wind up with 
every trap properly wide open when 
cold, and tight closed when filled with 
steam. 

Remove the 2” hand valve from the 
air-vent line of the condensate re- 
ceiver. Have this vent line terminate in 
the boiler room, not outdoors, so that 
any slight escape of steam from it 
(caused by trap defects in future 
years) will be noticed at once. 

This remedy #1 for the trouble will 
cost the owner more than $1,500. 

2. Repair or replace only the ther- 
mostatic traps serving the steam mains, 
for these must work to (a) rid the 
steam mains of air and condensate, 
and (b) prevent flow of steam into 
the dry-return system through the 
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V-BELT DRIVE — 
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ENTERPRISE pioneered 
V-Belt drive for Hori- 
zontal Rotary Oil Burn- 
ers. For 15 years they 
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sively, for greater effi- 
ciency, flexibility and 
economy ! 


LEAK-PROOF 
HINGE DESIGN 


New burner hinge does 
away with troublesome, 
leaky packing glands, 
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positive, long-life seal- 
ing at this critical point! 
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IGNITER 
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starting, the ENTERPRISE 
igniter produces a clean, 
torch-like flame that 
eliminates carbonizing, 
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ignition. 
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tern control and efficiency 
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METERING PUMP 
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tity of oil to the burner 
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Class 60 Pumps 
Of the internal gear type, 
the "60" is machined to 
close tolerances—for max- 
imum vacuum character- 
istics with heavy and cold 
oil. The outstanding de- 
sign advantage is the ball 
bearing, V-belt reduc- 
tion drive—connected to 
pump by means of loose 
coupling, which _ elimi- 
nates side deflection from 
pump shaft. Suction and 
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2100 GPH; pressures to 
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Write for Bulletin A-1193 
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SEPARATORS 


Adequate strainers for 
both suction and dis- 
charge service are essen- 
tial on every heavy oil in- 
stallation. Available with 
Underwriters Labels from 
V4" to 4"; larger sizes up 
to 6", 

Advantages of our design 
are: ease of cleaning; in- 
terchangeability of sepa- 
rator baskets — from 
coarse straining to fine 
filtration; elimination of 
replacement filter costs— 
cleaning of removable 
separator baskets restores 


original efficiency 
Ask for Bulletin A-1430 


RAISSL* 


295 Williams Ave. 
Hackensack, N. J. 
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traps needed at the ends of the steam 
mains. 

Make certain none of the radiator 
steam traps is plugged partly or en- 
tirely—if necessary, remove innards of 
defective traps. Equip each radiator 
steam-feed valve with an orifice disc, 
fitted into the union of the valve. The 
orifice serving a particular radiator 
should be of the proper size to meter 
into the radiator only as much steam 
as it can condense with, say, two or 
three pounds steam pressure on the 
boiler. So equipped with orifice discs 
having proper size openings, radiators 
cannot put live steam into the dry- 
return system, even though the radia- 
tors are not fitted with thermostatic 
traps. 

Arriving at proper size orifices in 
the discs is not simple; you must take 
into account the radiator sizes and the 
pressure-drops along long steam mains 
which affect radiators far from the 
boiler. For best results, you may have 
to switch many radiators to orifice discs 
having different size openings, as you 
study the system in operation after in- 
stalling all the orifice discs. 

3. A fancy job, probably not to be 
considered here because of its great 
cost, would consist of taking both steps 
outlined above. Repair or replace all 
the thermostatic traps of the radiators, 
and in addition provide each radiator 
feed valve with a disc having the prop- 
er size orifice. 

Doing such a fancy job gives the 
advantages of: (a) proper distribu- 
tion of steam to each radiator, thanks 
to the effect of the orifices, when the 
boiler steams for but ten minutes at a 
time, (b) insurance against steam find- 
ing its way into the dry-return system, 
thanks to the action of the thermostatic 
traps serving the radiators, and (c) 
insurance against great amounts of 
steam escaping from radiators to the 
dry-return system, when in future 
years a few thermostatic traps fail to 
close as they should when steam 
reaches them; this advantage is the re- 


sult of the orifice discs’ limiting the 











amount of steam that can flow into 
each radiator. 

As you would following the ideas 
of preceding items #1 and #2, fol 
lowing the idea of this item #3, you 
would turn the condensate receiver 
into an “open receiver”—have no hand 
valve in its 2” air-vent line, and have 
this line terminate in the boiler room 
where steam escaping from it can be 
seen. Don’t have the 2” air-vent line 
terminate outdoors. 

4. Consider this cheapest way of al] 
for ending the trouble, but don’t start 
applying it until you’ve had much help 
from specialists who know steam sys 
tems backwards and forwards—for 
unless you are both careful and lucky, 
trying this method for ending the 
trouble will wind up giving you head- 
aches. 

First make certain none of the radi- 
ator thermostatic traps is plugged part- 
ly or entirely but make certain the 
traps serving the steam mains work 
properly. 

Second, turn the condensate receiver 
into a closed receiver—equip it with 
a steam-main quick-vent valve located 
right over it. However, don’t provide 
extremely high capacity venting for 
the condensate receiver, for the plan 
here is to control the heating of each 
radiator by controlling the rate at 
which air escapes from each individual 
radiator. 

Third, equip each radiator with the 
type of adjustable radiator vent-valve 
used in a one-pipe steam heating sys 
tem. If the radiators have many ther’ 
mostatic traps in good working order, 
remove the innards of these traps be- 
cause following this plan they are not 
needed. 

The fourth plan has risks you should 
become acquainted with through dis 
cussing the plan, and its application 
to a particular heating system, with a 
steam-heat expert. For example, use of 
this plan does not permit turning off 
a radiator simply by closing its steam 
input valve; there’s pressure in the dry 
return system, using this plan, and 
turning off a radiator’s steam-input 
valve can cause steam to flow into the 
radiator backwards, through its return 
line. This plan has worked out well for 
radiators having hand valves in both 
their steam-supply lines and return 
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INDUCED DRAFT SYSTEMS NEED 
SELECTED STARTING DRAFT! 


1. STARTING DRAFT SELECTOR —pro- 


Cleveland Damper Control provides the 4 Control Features essential to 


safe efficient operation of Induced Draft Installations. 
3. AUTOMATIC SEQUENCE OPERATION 


viding pre-determined optimum draft PF ig ve ay proper draft for all phases 
oO 


for smooth, safe, ignition. When igni- 
tion is completed, damper control 
goes to full, automatic draft regulation. 
2. AUTOMATIC DRAFT MODULATION— 
maintaining ideal draft for proper 
combustion under varying firing rates 
and stack conditions. 


firing cycle, with proper 

of draft during “‘off’’ vorlode. 
4. LOW-DRAFT CUT-OFF—providing 
the safety of an integral minimum 
draft switch that shuts down firing at 
unsafe low draft limits. Time-delay 
feature prevents nuisance shut-downs 
due to momentary puffs. 

For complete information, write to: 


ut-off 









Cleveland Fuel Equipment Company 
1111 Brookpark Road, Cleveland 9, Ohio 
In Canada, write to: Ontor Laboratories Inc., 111 Tycos Drive, Toronto 
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.... Steam heat Problems 


lines, however. Two valves then can 
be closed to keep a radiator cold. 

As a matter of fact, Sparky used 
the fourth plan to adapt his trouble 
job to on-off oilfiring. He reported to 
me that the owner of the factory re- 
vealed that for years he’d known his 
big, old heating system needed thor- 
ough renovation and modernization. 
Up to the time Sparky proposed spe- 
cific improvements to him, the factory 
owner had not put money into im- 
proving his heating system simply be- 
cause he had not known precisely what 
the system needed to make it modern 
and efficient. 

With any type of steam heating 
plant, one-pipe or two-pipe, steam 
can’t enter radiators until air leaves 
them to make room for the steam. No 
matter how large the heating plant, 
every radiator in it should heat when 


the oilburner runs but five to ten min- 
utes out of an hour. 


o, 
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OHI Commercial-Industrial 
Committees are announced 


C. H. PESTERFIELD, technical secretary, 
of the commercial-industrial sections, 
Oil-Heat Institute of America, New 
York, has announced the present or- 
ganization of the sections. 

J. Verne Resek, Cleaver-Brooks 
Co., is general chairman; Larry Sib- 
ley, Combustion Control Corp., is 
chairman of the Accessory Division; 
J. W. Cowan, Ace Engineering Co., 
is chairman of the Manufacturing Di- 
vision. 

Serving on the ASHAE Guide publi- 
cation committee are: C. H. Pester- 
field, chairman; R. Lisson, Davis En- 
gineering Corp.; Carl Swanson, Min- 
neapolis Honeywell; Paul Schmidt, 
Allied Oil; Ray Plass, Ray Oil Burner 
Co.; Dr. H. R. Heiple, Shell; and J. 
Verne Resek. 

Those on the standards and codes 
committee—Underwriters—are as fol- 


lows: W. H. Bohn, Preferred Utili- 
ties; Paul Neess, Perfex Division; R. 
W. Winskill, Ray Oil Burner Co.; 
Stanley Pachyn, Wheelco Division, 
Barber-Coleman Co.; C. W. Lang, 
Sundstrand; Larry Sibley and J. W. 
Cowan. 

On the engineering committee are: 
Richard Wright, Iron Fireman; J. W. 
Cowan; Ray Plass; H. J. McCoy, 
Cleaver-Brooks Co.; Bob Johnston, S. 
T. Johnson; H. E. Lake, Preferred 
Utilities; Ted Kaufman (chairman), 
Petro Division; D. L. Graves, Com- 
bustion Control; Carl Swanson; and 
R. A. Schoenfeld, Wheelco Division. 

On the Air pollution committee: C. 
H. Pesterfield; Bob Johnston (chair- 
man); Jack Kaplin, Preferred Utili- 
ties; Paul Buday, Cleaver Brooks; N. 
F. Hahn, Cleveland Fuel Equipment 
Co.; and Joseph H. Day. 

Chairman of the education commit- 
tee is C. H. Pesterfield and serving 
with him are Stewart H. Kibbe, Iron 
Fireman; Dana Fisher, Combustion 
Control; C. M. Blickensderfer, Sin- 
clair Refining; and Frank A. Sinning, 
Allied Oil. 








© For tanks 20” to 50 ft. deep. 


43-22 Tenth St. 





PETROMETER 


Remote Reading 
LIQUID DEPTH GAUGES 


© Accurate, dependable readings — operates on 
principle of hydrostatic pressure. 


¢ Easy to install—on tanks above or below the 
ground and up to 14 of a mile away. 


SEND TODAY FOR BULLETIN PF. 


LIQUIDEPTH INDICATORS, INC. 
Long Island City 1, N. Y. 
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2066 CANALPORT AVENUE 


NEW IMPROVED 


RAYFIELD-STAFFCO 


AUTOMATIC 


No. 5 OIL BURNERS 


REDUCE HEATING COSTS... 
INCREASE YOUR PROFITS 


Burn No. 5 heavy fuel oil. Self-contained, 
all electric. Self-lubricating. Many new ex- 
clusive features. From a bungalow to a 
peers . . . there’s a dependable Ray- 
field-Staffco Oil Burner to handle your heat- 
ing job. Write for full details. 


RAYFIELD-STAFFCO BURNER CO. 


CHICAGO 8, ILLINOIS 
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Installing fueloil Piping for 
Pump-type Petro Rotaries 
5 ips UNIQUE HANDLING of heated 

fueloil on Petro burner installa- 
tions was covered in detail in a feature 
article which started on p. 86 of the 
October issue of FUELOIL & Or Hear. 

The way things actually work out, 
steamfitters and pipefitters not well in- 
formed about oilburners often install 
the fueloil piping of commercial-indus- 
trial installations. 

To avoid mistakes in the fueloil pip- 
ing of the Petro burners distributed by 
his company in the New York area, 
H. L. Taylor, Petroleum Heat & 
Power, Greenpoint, Brooklyn, N. Y., 
made up the four accompanying sheets. 
Each is extremely easy to understand, 
for each shows but one section of the 
piping of the installation. 

Sheet 1 shows the suction-line spe- 
cialties through which the fueloil flows 
before entering the bottom hinge con- 
nection of the burner, then follows 





STEAM OR WATER SHEETT 


7 a 
CIRCULATING LINE -HOT Olt OIL. PREHEATER 











Ol REEF - FROM HEATER To Oil. BURNER, 
70 HOT OIL. RETURN ser “SEE SHEET 2 FOR PIPING DETAIL 
~SEE SHEET 3 ‘ —> — SEE SHEET 4. 
% ' ad 
DIRECTION OF 14 
=o ae cv SYMBOLS : 
RY. = RELIEF VALVE - 










NOTE? RUN SUCTION LINE 
OVERHEAD & INSULATE WHERE 
COLD CONDITIONS ARE ENCOUNTERED 


ma 


GV. 


OIL 100% 
C.V. = CHECK VALVE 


P =PRESSURE GAGE 100" 
V.G.* VACUUM GAGE 15” 
ST. =STRAINER -OIL 

T. = THERMOMETER 
GV, «GATE VALVE 


4 



















2” SUCTION UP TO 60° RUN — 
—ABOVE 60‘RUN, REFER TO PETRO OFFICE 








NOTE: IF STM. OIL PRHTR. 15 USED  SHEET2) 
INSTALL O/L TEMP. CONTROL. 
a BULB IN TEE. 







HOT OIL RELIEF LINE FROM OIL. PREHEATER 
SEE SHEETS —» 





STEAM OR WATER 

OIL PREHEATER 

FOR PIPING DETAIL 
S2e SHEET | 


at PRY 


4e"ELECTRIC HEATER RELIEF LINE 
SEE SHEET 35 








| DIRECTION OF O/L FLOW FROM HTR. 
mI 1% SYMBOLS: 





P= PRESSURE GAGE -100* 
T= THERMOMETER 

H.C. ELEC. HTR. CONTROL 
Gy.= 1%" GATE VALVE 


GV. RV.* ¥2" OIL RELIEF 
VALVE - 100* 
ps ai PRY.= 1"PETRO PRESSURE 




















REGULATING VALVE 











through and shows the piping from the 


























4 ELECTRIC HEATER 
RELIEF LINE 
— 


5 yorcrrengen SHEETS 
2"HOT OIL RETURN LINE RUN 


OVERHEAD & INSULATE WHERE COLD 
CONDITIONS ARE ENCOUNTERED. 


top hinge connection of the burner to 
the indirect fueloil heater. 
Sheet 2 shows the output line of the 





indirect oil heater—fueloil flows from 
the indirect heater to the third hinge 








connection of the Petro burner. On its 
way, it passes through the automatic 
eletcric oil heater. Some of the new 


STEAM oR WATER 
OIL PREHEATER 














BOILER WATER LINE 


SYMBOLS : Petro burners are fitted with integral 
HEATER ig R.V. =O1L RELIEF ~— automatic electric fueloil heaters, thus 
ei GV. =GATE VALVE don’t need the external electric heater 

PRY. = 1" PETRO shown in Sheet 2. 
REGULATING VALVE Sheet 3 goes on to the return line 
piping, shows how pressure-relief 
NOTE: HOT WATER PIPING CONNECTIONS TO FUVELOIL PREHEATER SHEET4 valves are installed to protect the oil 


heaters against all eventualities of ex’ 























SEE SHEET 
FOR FUELOIL. 
PIPING DETAIL. 





VALVE 


VALVE 












FULL SIZE RETURN TO BOILER WATER 


FULL SIZE BLOW OFF LINE 


FULL cessive pressure, and should be studied 
HOT WATER in conjunction with Sheets 1 and 2. 

sett Sheet 4 gives the water-piping de- 

tails of an under-the-waterline indirect 


= NOTE : USE CIRCULATOR oil heater connected to a low-pressure 
= IF LESS THAN steam boiler. Notice the specific in- 
: 24" ON CENTER structions regarding installation of a 





circulator, to rush boiler water through 
the shell of the indirect fueloil heater, 
on jobs where piping details are not 
conducive to sufficient circulation 
without the circulator. 
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a 
ENGINEERED FOR SAFETY, ECONOMY AND YEARS OF SERVICE... 


GABRIEL BOILERS are adaptable to all types of fuel * A.S.M.E. 
code constructed * National board registered * Modern welded 
X-ray construction * 3-300 HP, 15-225 Ibs. working pressures. 
STEEL BOILER INSTITUTE CAPACITY RATED 
(Your assurance of reserve power) 
Boiler sizes for all industries. Write for name and ag 
address of your nearest Gabriel Boiler dealer. 


GABRIEL 


BOILER éStta 


1428 N.W. 14th AVENUE © PORTLAND 9, ORE, 
BUILDERS OF FINE BOILERS 




















—to Figure 
—to Order 
—to Install 
—on Your 





Pocketbook 
Send for 
Bulletin 8423 
WHITTY CO. INC. ‘\ 
86 Western Avenue Since 1929 ei 
Boston 34, Mass, 








Automatic, 
Thermostatic 


MIXING 
VALVES 


Ideal for Domestic Water Control 
“The Mixing Valve Pioneers” 


YULA WATER HEATERS, INC. 


330 BRYANT AVENUE NEW YORK 59, N. Y. 




















Attain Greater Success 
in Selling 


Specialty salesmanship in our day with emphasis 
on burner selling by W. A. Matheson, long a lead- 
ing figure in the Heating Industry. Blue Cloth 
Binding, 6 x 9, 260 pages. Price $4.00. 


FUELOIL & OIL HEAT 
2 W. 45 St., New York 36, N. Y. 
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MAGNETROL 


Boiler Water 


Level 









Controls 


@ Of all boiler water level controls, 
we believe Magnetrol to be the safest. 
Certainly it is the simplest. 


A PERMANENT Alnico magnet, 
located outside the float chamber, 
links boiler water level and electrical 
controls. This infallible magnetic 
link eliminates mechanical parts 
normally subject to wear and fatigue 
failure. Pioneered and perfected by 
Magnetrol, it provides almost un- 
limited operating life. 


The brass “No-Scale” float chamber 
liner, another exclusive Magnetrol 
feature, is self-cleaning. It actually 
“flexes” off scale and prevents “stick- 
ing” of the float. 


These are just two of many advances 
for greater boiler safety found only 


etme, per pina in Magnetrol. Standard Magnetrol 
within a non-mag- units are available for temperatures 
netic tube, “trips” ah up to 750°F., at pressures up to 600 


or releases an 
Alnico permanent 
magnet attached 
to a mercury 
switch. Basically, 
this is Magnetrol. + 
7 


psi, for single stage (low water cut- 
off) or multi-level stage (pump 
control plus low water cutoff and 
alarm) service with as many as three 
separate switching actions. Special 
units are available for more extreme 
requirements. 


MAGNETROL, Inc. 


Mail the Coupon Now for the Facts 
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MAGNETROL, INC., 2104 S. Marshall Bivd., Chicago 23, Ill. 

















Gentlemen: Please send me Catalog Section Ill and full informa- 
tion on Magnetrol Boiler Water Level Controls. | 
Nam : j 
i j 
| Company. f 
| Address j 
i City Zone State { 
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Sales Clinics are needed 
Horan tells MOHA Meeting 


RAY HORAN, merchandising manager, 
General-Perfex Controls, suggested a 
challenging answer to today’s sales 
problems at a meeting of the Massa- 
chusetts Oil Heating Association in 
Boston, November 8. 

Reviewing figures cited earlier in 
the year by Paul Addams, Fitzgibbons 
Boiler Co., Horan pointed out that 
most industries are now returning to 
manufacturers an average profit of 


16.7% before taxes. In contrast—last 
year the five leading boiler manufac- 
turers realized a profit of only 5%. 
Burner and furnace manufacturers re- 
ceived similar profits. 

Horan pointed to the disturbing 
disparity between price increases of 
other consumer goods compared to the 
heating industry: Since the war 
grocery prices have increased 375%; 
automobiles, 122%; labor costs 107%. 
Yet the average prices in heating 
equipment have risen only 15%. 

Contending that “the manufactur- 








You make a warm friend when you switch to Sinclair SuperFlame 
Fuel Oil — a friend to help you win many more friends... by building 


customer good will. 


Sinclair SuperFlame builds good will because it offers anti-rust pro- 
tection at no extra cost. SuperFlame contains Sinclair’s exclusive rust 
inhibitor, RD-119®. Used regularly, this top-quality fuel oil protects 
against rust-clogged filters and burner nozzles. Result:—fewer service 
calls and greater customer satisfaction. 


To build good will — and boost profits, switch to Sinclair SuperFlame 
Fuel Oil today. Write Sinclair Refining Co., 600 Sth Ave., N. Y. 20, N. Y. 


SINCLAIR 
FUEL OIL with RD-119° 


$0 OIFFERENT — 17S PATENTED 
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ers are now playing for peanuts,” 
Horan said that factories cannot cut 
their prices more, and in fact, have al- 
ready reduced them too much for the 
good of the dealers they sell to. Before 
the war, when profits among manu- 
facturers were substantially higher, 
more money was spent on advertising 
and presentations of use to dealers, 

The oilheating industry is no longer 
competing for the American dollar 
against other consumer industries, 
Horan deplored. “We've been play- 
ing tiddly-winks with the passionate 
purchaser—the man who you could 
scarcely drive away from your show- 
rooms.” 

He maintained that most dealers are 
neglecting to sell the prospects and are 
ignoring almost completely the rich 
replacement market. “Our industry is 
treating the American public badly. 
Dealers are overlooking the newest 
products and methods that would 
open the door to modernization sales,” 
he contended. 


Creative Salesman 


Horan defined the creative sales- 
man as the man who disturbs his 
prospects’ minds with happiness. 
“Every prospect walks down the road 
of life carrying a bucket filled with 
satisfaction, and as long as no one dis- 
turbs the bucket, the prospect is bliss- 
ful. But the creative salesman kicks 
over the bucket, and his prospect will 
not be happy until he refills his bucket 
with what the salesman has to sell.” 

“In this wonderful industry, you've 
got a wealth of material with which to 
fill that bucket,” Horan declared. 
“You've got the greatest asset in 
American Merchandising today—you 
have a business with no list price.” 

Selling is an art rather than a sci 
ence, Horan maintained, and then 
said that selling could be broken down 
into three elements: prospecting, pre- 
senting and closing. These three ele- 
ments are in reality the separate arts 
of visiting, story telling, and persuad- 
ing—and these three are rarely found 
in untrained salesmen. 

Horan proposed that oilheating deal- 
ers in every metropolitan area in the 
country, beginning in Boston, sponsor 
“Heating Sales Institute.” These 
schools would teach recruits not to be 
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‘To the man whos 
thinking about 


> And what you’re missing is 

more than ‘‘maybe,” it’s for 
sure—if you haven’t yet visited 
your Dodge truck dealer. 


>> Do you want to miss a 
rock-bottom price? Perhaps you 
haven’t realized that Dodge 
trucks actually cost less than 
you'd pay for corresponding 
models of most other makes. 


> Do you want to miss power 
so high it leads the field? Con- 
sider this: with engines of 169 
to 175 horsepower, Dodge over- 
powers every other leading make 
of truck in the low- and medium- 
tonnage fields. 


>> Surely you don’t want to 
miss the many advantages of 





























buying a new truck: 





“‘Job-Rated.”’ Because all units 
from engine to rear axle are 
engineered and matched for a 
specific job, the Dodge truck 
you buy is exactly right for 
your business. 


> You don’t want to miss 
Dodge safety—which includes 
the biggest wrap-around wind- 
shield of any truck on the road, 
the shortest turning radius. Or 


Dodge superior cab comfort... 
Forward Look Styling. 


> Inshort, you get a whale of 

a lot more truck for a good deal 
less money than you think! 
Stop in and see your Dodge 
truck dealer right away—don’t 
miss anything! 


WITH THE FORWARD LOOK >> 
A. 
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1. Every Tip individually tested for 
Spray Angle and Capacity — your 
guarantee of uniformity. 

2. Self-Centering internal assembly al- 
ways produces a balanced spray—No 
lopsided fires. 

3. Micro-Finish of Tip and Dise seats 


plus extremely close manufacturing 
tolerances insure accurate capacity 
control. 


4. Will handle any domestic oils cur- 
rently being supplied in the United 
States or Canada. 

5. Tip, Dise and Locknut are made of a 
High Chrome Stainless Steel for maxi- 
mum heat ond wear resistance. 

6. Five different series available for 
producing various spray characteristics 
—all developed through hundreds of 
fire tests in both Laboratory and Field 
work 


WRITE FOR CATALOG ”"O” 


M 





"24" & “48” Nozzle Boxes 


Don't jumble your nozzles 
loosely in your tool box like 
| “nuts and bolts" if you 
expect them to be usable. 
Carry them securely in these 
sturdy, compact steel boxes. 


FLAME MIRRORS 


Until you can see the flame 
you can't tell whether or 
not a burner is firing prop- 
erly! With a Monarch Flame 
Mirror you can see to check 
that the flame is balanced, 
the electrodes properly 
located, and that there 
is no flame impingement 
on the firebox or air cone. 





L. 


ue 


DEALERS: Buy from your Monarch Jobber 


FG. WORKS, INC. 


2503 £. ONTARIO ST., PHILADELPHIA 34, PA. 


Canadian Sales Agents: (Except B.C.) Canadian General Filters Ltd. 
2679 Danforth Ave., Toronto 13, Canada 
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Head table guests at the November 
8 meeting of the Massachusetts Oj 
Heating Association. From left to 
right: Ralph Dennis, Boston Machine 
Works; Ray Horan, General-Perfex 
Controls, who was principal speaker; 
William J. Bursaw, Jr., MOHA presi- 
dent; C. Everett Elliott, president, 
OHI of New England; Catherine 
Woodbury, secretary of MOHA; Fred 
Beckwith, executive secretary, OHI of 
New England. Before the dinner. 
meeting, General-Perfex sponsored a 
cocktail party for 40 top industry 
leaders in and around Boston to inau- 
gurate its saturation advertising pro- 
gram in that area aimed at selling 
homeowners on the advantages of aw 
tomatically controlled heating systems 
on behalf of local dealers and whole: 
salers. Similar programs are scheduled 
for other key markets. 





heating engineers, but instead, heating 
salesmen. He suggested that the 
schools be private enterprises rather 
than being supported by associations, 

A substantial number of the 120 
oilheating men attending by a show of 
hands expressed interest in the idea. 
William Bursaw, MOHA president, in- 
dicated that he would appoint a com 
mittee to investigate ways and means 
to establish such a school. 


}, 
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Maryland OHA offers Bonus 


for hot water system Sales 


A CASH BONUS will be made to Mary: 
land plumbers and heating men in 
stalling oilfired summer-winter hot 
water hook-ups by the Oil Heat Asso- 
ciation of Maryland, Inc. This is the 


“second year that the Association has 


encouraged the installation of oil heat 
by offering these bonuses. 

Payments will be made on the fol- 
lowing schedule: $5 for every installa- 
tion of a 3 gpm oilfired hot water 
system; $7.50 for every installation of 
J gpm; and $10 for every installation 
of 8 gpm. Every make or model of 
equipment is eligible, and bonuses will 
be paid for both initial and replace’ 
ment installations. 

According to Patrick H. Clark, ex 
ecutive secretary, the plan was popu’ 
lar last year. The bonus program was 
announced to plumbers with an ad 
and story in the publication, Maryland 
Master Plumber. 
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Atlantic Refining Co. opens 
new Philadelphia Terminal 


A HEATING OIL TERMINAL occupying 
more than three acres in Philadelphia 
was recently opened by The Atlantic 
Refining Co. An open house for fuel- 
oil distributors in the area was held 
October 22. 


The new plant will provide storage 
for dealers throughout the northeast 
section of Philadelphia and in Bucks 
and Montgomery counties. Supplies 
will be fed directly to the storage tanks 















to the 


WISH 
YOU A 
HAPPY 
HOLIDAY 
SEASON 
FOLLOWED BY 
A. YEAR OF PEACE 
AND PROGPERITY 











...and we thank you for using 


so many, many more of our 


than any other make during 1955 


COMMERCIAL FILTERS CORPORATION 


MELROSE 76, MASSACHUSETTS 


















Among those attending the opening 
of Atlantic’s terminal in Northeast 
Philadelphia were (left to right) J. A. 
Russum, operations manager of At- 
lantic’s Philadelphia-New Jersey mar- 
keting region; W. S. Shockley, Atlan- 
tic manager, fueloil sales; Gene Mon- 
dell, Mondell Brothers; and George 
Young, Young Brothers. 


by pipe line from Atlantic’s refinery 
at Point Breeze in South Philadelphia. 

Located at the terminal are a 2!4 
million gallon fueloil tank, a 400,000 
gal. kerosene tank, drive-through load- 
ing racks and an office building. A 
6,000 gal. tank trailer can be loaded 
in less than 15 minutes, and the load- 
ing time for a 1,250 gal. tank truck 
is less than six minutes. 

Six large trucks can load simultane: 
ously at five 25-ft. racks, each with a 
weather canopy to permit fast, unin: 
terrupted service regardless of weather. 


\/ 
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Typhoon Air Conditioning 
merges with Hupp Corp. 


ANOTHER MERGER in the aircondition- 
ing industry takes place when Ty: 
phoon Air Conditioning Co., Brook: 
lyn, N. Y., merges with Hupp Corp., 
Cleveland, O. According to a joint 
statement by Don V. Petrone, presi 
dent, Typhoon, and John O. Ekblom, 
chairman of Hupp’s executive com 
mittee, the directors of each company 


| have approved the merger agreement. 


Typhoon manufactures residential 
and commercial packaged aircondi’ 
tioning equipment. Hupp manufac 
tures airconditioning equipment, elec 
tronic equipment and sub-assemblies 
for the automotive and aircraft indus 
tries. 


December 
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NEARLY 100 YEARS OF MANUFACTURING QUALITY COMFORT EQUIPMENT 













Sales are 
turning 
































greener 
every day 


OU’ LL see it everywhere -— the famous 
Mountain Spring Green that says, “Here’s 
another Mueller Climatrol heating or cooling 
unit.” Yes, and all these installations tell a 
profit story . . . show how easy it is to sell the 
all-round superiority of Mueller Climatrol. 
Make it your great green line for °56. 
Enjoy all the preselling benefits of a new, hard- 
hitting advertising program . . . see how the 
” industry’s most comprehensive practical sales 
promotion program helps you. Go to town with 
the world’s most complete line of products for 
heating and cooling. 
Write for facts. Mueller Climatrol, 2050 W. 
Oklahoma Avenue, Milwaukee 15, Wisconsin. 


Look for more 
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Summer Profits: Invention 
supplements lawn Spraying 


MOST DEALERS would like to find a — with a new invention, the Lawnscaper, 
way to employ their drivers and idle 
trucks during the summer months. 
Many have looked over the lawn 


that offers more complete care and 
avoids some of the complaints listed 
above. The invention is a single, self- 
spraying industry, and some have powered unit that performs several 
found it profitable. 

Balanced against these dealers who 
have found this new endeavor a profit- 
able way in which to use idle trucks 


functions at the same time. 


and manpower are those who are not 
too enchanted. Some of them have 
complained about the unsatisfactory 
combination of chemicals and controls. 

Others say it isn’t as easy as it looks 
to train personnel. A few dealers who 
haven't followed manufacturers’ di- 
have found the fertilizer 
chemicals corrosive and detrimental to 


rections 
trucks. Consumers have a complaint 
too. In addition to a fertilizing job- 
they'd like something done about the ‘pia 
bugs and weeds, 

Joseph Coopersmith has come up 





Joseph Coopersmith, president of 





The Lawnscape Co. of America, New York, 
demonstrates the Lawnscaper which he invented. 





Easy to operate and complying with 
safety standards, the machine mows, 
rolls, mulches, fertilizes, seeds and 
areates the lawn. It also controls weeds 
and insects. 

According to Coopersmith the ma- 
chine will not be sold outright, but 
will be furnished under a franchise 
arrangement. 

Components of the Lawnscaper in- 
clude: The basic unit, a heavy-duty 
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HERE’S THE WEIGHT 
That LIGHTENS Your Work 


=adjustments made within seconds. 


Weight adjustments are calibrated clearly 
and accurately for quick and easy setting. 


To set for any draft, loosen front knurled 
weight 1 to 2 turns and tighten after match- 
ing two lines of desired setting. Rear weight 
moves with front weight so that true balance 
is always maintained. 


The same method applies for either hori- 
zontal or vertical installation. It is not nec- 
essary to interchange ANY parts on the 
Steinen Draft Regulator. 





TRADE MARK 


MANUFACTURERS OF ACCESSORIES FOR O!IL HEATING AND AIR CONDITIONING 
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Similar fuel-units are made for sale in Canada by Canadian Acme Screw & Gear, Ltd., of Toronto WwW £ t sg T he R 
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So Easy to Service... 





WEBSTER’S NEW SERIES 8000 FUEL-UNIT 


THERE’S NO NEED TO PULL THE ENTIRE BURNER OUT OF NARROW VESTIBULE JOBS to 


clean the strainer. With Webster’s new Series 8000 Fuel-Unit ALL SCREWS ARE LOCATED ON TOP OF 


THE UNIT where they are easy to reach. Just remove the cover and lift out the one-piece basket-type strainer, 


WITHOUT SPILLING A DROP OF OIL. The mone! metal strainer is internally strengthened to prevent 


Collapse. And ALL OF THE FILTERING SURFACE IS COMPLETELY EXPOSED, simplifying cleaning. 


This greater ease of cleaning is only one of the many extras engineered into the completely redesigned 


Webster Series 8000 Unit. Write today for the complete story. Ask for Bulletin A8A2. 


under license by Webster Electric Company 


ELECTRIC Een 





RACINE 
WISCONSIN 


MANUFACTURERS OF FUEL-UNITS, IGNITION TRANSFORMERS AND DELAYTROLS 
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dual rotary type Musgrave motor; an 
air cooled, 6 hp motor, which operates 
at 2,600 rpm; a gear box with two 
forward drives plus reverse, maintain- 
ing the blade speed at 4,500 rpm. 

Attached to the mower is a heavy 
trailer. At the front is a rack which 
holds 4 fibre drums which carry seed, 
fertilizer, weed killers and _ pesticide. 
Chemicals are in the form of small 
pills which drop into a measuring de- 
vice and are then thrown by centrifu- 
gal force. 





Changes to be made in 
Albany marketing Report 


ON PAGE 56 of the November Issue of 
FUELOIL & Oi Heat appears a con- 
densation of a report prepared by Oil- 
heating Market Reports on the Al- 
bany, N. Y. area. Under the section 
“Competitive Fuels and Costs,” these 
changes should be made: 

The last sentence of the fifth para- 
graph of that section should show that 
anthracite coal at $25.50 per ton fig- 
ures to “9.7¢ per therm, making the 


DEALER 
OPPORTUNITY! 


MAIL THIS TODAY! 





Gilbert & Barker Mfg. Company 
West Springfield, Mass. 


SEND THIS COUPON—ACT NOW! 


Dear Sirs: Send me all the facts today on your oil burner Dealer Plan. 


Se eee ny 





Address. 





City. 


(STREET) 


State. 





Pare eo ae 


pane eneeanaiierantiiiniiiiiatitswmenenemeerdenstil 


GET ALL THE FACTS ON 


GILBARCO 


SPECIAL LOW PRICES 





FOR ITS COMPLETE LINE OF HEATING EQUIPMENT 


Meet and beat your competition with no narrowing of your 
profit margin! Now you can sell the famous Gilbarco line of 
heating equipment at special low prices. Gilbarco decentralized 
distribution facilities now in operation, complementing ex- 
panded production facilities, make this possible. For a wider 
market with more sales and profits — investigate this great 


opportunity today! 











cost of coal on a Btu basis about equiy- 
alent to No. 2 fueloil.” 

The last portion of the next para- 
graph, discussing the rates charged by 
Niagara Mohawk Power Corp. for 
natural gas, should be changed to 
read: 

“Taking an average of 25 therms of 
gas used each month for cooking and 
water heating some gas usage for 
house heating still would fall under 
the higher rates before the lowest rate 
step is reached. Comparing gas heat- 
ing costs on this basis for a typical 
home requiring 1,500 gals. of fueloil 
(at a cost of $205.50) gas heat at 
$210.90 would be 2.6% above the 
cost of oil.” 

Also, there are two typographical 
errors. At the top of the second col- 
umn the price of fueloil per gallon 
should be 13.7¢, not 13.7% as shown. 
And in the last column under “Ad- 
vertising Promotion,” copy should 
read that marketers spent an average 
of 4% of gross sales income, not 12% 
as shown. 


o, 
~ 


New York Meeting analyzes 
oilheating Advertising 


A MEETING, sponsored by Oilheating 
Market Reports, New York, N. Y., 
and held on October 20 in New York, 
afforded an opportunity for repre: 
sentatives of 22 markets to present 
their oilheating advertising programs. 
Present at the meeting also were rep’ 
resentatives from 17 major oil compa 
nies and five independent terminal 
operators. 

All of the markets represented 
were among those which have been 
surveyed by OHMR to determine the 
present status of oilheating there, the 
competition it faces from other fuels 
and an indication of the future pros 
pects for the oilheating industry. Ultr 
mate objective of the reports is to pet’ 
mit the supplying companies to deter’ 
mine the extent to which they will 
co-operate in promoting oilheating. 

The October 20 meeting was called 
specifically to analyze programs al 
ready under way in the various mat’ 
kets and to obtain an indication of 
progress being made in the type and 
scope of the promotion. 
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af Season’s 
| Greetings 






from THE NEW HOME 
of 


H £40 Products 


120 Globe Avenue 
Mountainside, New Jersey 


Westfield 2-8688 


a7 


Beginning December first we will be operating from our 


new plant. 


With our increased facilities we will be able to serve you 


better and faster than ever. 





Pricloil - 





oilheag; 





Ouickdraft 





Commercial models for smoke 
outlet diameters 12, 14, 16, 
18, 20, 22, 24 and 30 inches 





New Products 


Each New Products item has an identifying number, 





If you want more information on any equipment described 
here send the coupon on page 100 to FUELOIL & On 
New York 36, N. Y., and iden- 








































CURES NATURAL 
DRAFT TROUBLES 


Increasing concentration of carbon and sulphur dioxides in 
the atmosphere, recently reported by scientists, handicaps 
ordinary chimneys by decreasing natural draft (CO, is 55% 
and SO, is 225% heavier than air) ... and by demanding 
more draft because additional air is required to provide suf- 
ficient oxygen. In addition, current trends constantly demand 
more draft ... (1) new fuels that require more oxygen . 
(2) longer flue travel in furnaces and boilers. As a result, 
more and more heating plants operate at low efficiency be- 
cause of gravity draft troubles. 


WITH POWER DRAFT 
THAT ASSURES 
HEATING PLANT EFFICIENCY 


No Fans or Motors in Smoke Line 


Quickdraft power draft stops sooting, eliminates chattering, 
drys wet chimneys and greatly increases combustion effi- 
ciency. It does not obstruct smoke line with fans or motors. 
Quickdraft assures top 
performance from old and 
new heating plants. All 
models are approved by 
Board of Standards and 
Appeals, New York City. 
Write today for details. 















Residential models 
for smoke outlet di- 
ameters 6, 7, 8, ? 
and 10 inches. 


vitkdraft 


i) ee A 


Canton 1, Ohio 


QUICKDRAFT COMPANY 
oe Hampden Building 

O. Box 87-F, 
Canton 1, Ohio 
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tify the product by circling its number on the coupon. 


Wall Furnace by H. C. Little redesigned 
for greater eye Appeal, Compactness 


MODEL NO. 86 oil wall furnace by H. C. Little Burner Co. 
has been designed for greater eye appeal and more com- 
pactness. Overall measurements are 
30” wide, 24” deep, and 62” high with 
a Btu hourly output of 65,000. Intake 
registers and warm air discharge regis- 
ters are located on both sides of the 
unit. 

Equipped with fan for forced air cir- 
culation, the unit also has electric igni- 
tion, electrically-controlled oil valve 
and automatic thermostat controls. In 
the event of electric power failure the 
unit may be operated by hand. 

Made by: H. C. Little Burner Co., Inc., 
Calif. 





San Rafael, 
Circle El on coupon, page 100 


Fireye has new AC panel control 
Systems for commercial Burners 
THE NEW FIREYE AC panel control systems are designed to 
provide burner protection and automatic operation for 
commercial-industrial burners. Flame 
failure safeguard, programming con- 





trol, short-circuit protection, motor 
starters, fuel selector switches, signals 
and alarms are combined in a single, 
integrated panel unit, pre-wired at 
the factory. 

Optional equipment includes se- 
quence draft controls, draft and temperature indicators, 
and provision for switching to modulated, or fixed-rate 
firing. Fireye systems employ the flame-sensitive “Firetron.” 

Made by: Electronics Corp. of America, 718 Beacon 
St., Boston, Mass. 

Circle E2 on coupon, page 100 
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What to 


look for in 
a circulator 





TACO HEATERS INCORPORATED 
1160 Cranston St., Cranston 9, R. |. 

















342 Madison Avenue 


Corporate Office New York 17, New York 





Taco Heaters of Canada, Ltd. 
4 Gilead Place, Toronto 2 


In Canada 
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POROUS BRONZE BEARING TWO-PIECE, EASILY REPLACED SEALS 





YOU’LL FIND ALL IN TACO... THE POWER-PACKED 
CIRCULATOR YOU CAN DEPEND ON! 
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Easiest of All to Install! 


FUEL Lffe 


Ml er Fe 


HEXAGON EXTENSIONS designed 





for EASY INSTALLATION 
of OIL LINE FITTINGS 


More features means better heat 
for your customers—more profits 
for you. Double filter provides 
positive protection against clogged 
nozzles. One piece construction, 
with reinforced bolt spud, guar- 
anteed permanently rustproof. 
Trouble free design eliminates call- 
backs and insures customer satis- 
faction. Use Auto-Flo Oil Filters 
on every installation — gravity or 
pressure type burners. 


ASK YOUR WHOLESALER 


ABOUT THE.. 





Please send me full information on: 
|| Auto-Flo Fuel Oil Filter 


Lneeed 


wi, 
' 


rhuilo flo 100° 


AUTO-FLO CORP., 14590 Schaefer, Detroit 27, Mich 


| Auto-Flo "100" Automatic Humidifier 


AUTOMATIC 
HUMIDIFIER 





Address. 





Zone. 


City. 


State. 
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. . « » New Products 


Heil conversion Burner is equipped 
with burner-mounted primary Control 


THE PERFEX BURNER’MOUNTED primary control, which 
eliminates any need for external line voltage wiring, is 
now available on oilburners 
manufactured by The Heil 
Co. A steel jacket, mounted 
onto the side of the burner, 
contains the transformer, re- 


lay, 
timer and other standard pri- 


safety timer, ignition 
mary components. 

The heat-sensing element 
is hermetically sealed 
located inside of the firing 





and 


tube. Soot deposits do not hamper operation. 


Made by: The Heil Co., Milwaukee 1, Wisc. 
Circle E3 on coupon, page 100 


Flexi-cool airconditioning Unit allows 
Flexibility in arranging air Intake 


WORTHINGTON CORP.’S new Flexi-cool airconditioning unit 
has sectional, flexible con- 
struction to allow for horizon- 
tal or vertical positioning. 
New design permits flexibility 
in arranging air intake and 
delivery. 

Adaptable to limited space 
conditions the unit may be in- 
stalled on floor or hung from 
ceiling on joists. Sections 
available separately. Provides 
2 to 7Y2 tons of cooling at 2 to 7/2 hp. 

Made by: Worthington Corp., Harrison, N. J. 





Circle E4 on coupon, page 100 


Ford has 200 Models with safety 
Features in 1956 Line of Trucks 


SOME 200 TRUCK MODELS are included in the 1956 line of 
Ford trucks. Gross vehicle weights extend from 5,000 Ibs. 
on the pickup to 
42,000 lbs. on the 
heavy duty tan- 
dem axle models. 
Cab design intro- 
duces increased 
visibility of wraparound windshields and optional wrap: 
around rear windows. 

Two safety features are standard for all models: a safety 
steering wheel designed with a rim three inches above the 
horn button to give the driver’s chest added protection in 





case of a crash; safety door latches which reduce the chance 
of doors opening in an accident. Tubeless tires are stand’ 
ard equipment this year. : 


Circle E5 on coupon, page 100 
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to oil 


NO SERVICE CALLS — customer installs acces- 
sory in 5 minutes or less. 


1. Dependable snap action — automatically 
modulated in exact response to temperature 
changes! 


2. Even, healthful heat. Eliminates annoying 
“‘highs”’ and ‘‘lows’’. 
3. Easy-to-set dial (warm, moderate, cool) 


4. No electrical wiring — Not affected by 
current failures. 


5. Built-in thermostatic element — Sensitive 


convincing points that 


sell A-P 


automatic comfort 


space heater customers 


.-. and give YOU up to 


‘47% profit! 





MODEL 240 MTYS 


faoliih COlAMaolaliael| 


Nakicel isto mmela aa a 
halonal’ (ol MM@rolal ane) 


to slightest temperature variations. yo ae 


6. Takes little room — Only 4%” high. 

7. Single unit — Everything complete. 

8. Simplified design — Nothing to wear out. 
9. Retails for $12.95. 

10. Listed by Underwriters Laboratories, 

11. Complete installation instructions. 

12. Fits any heater with A-P manual control. 








“Get details NOW on the 


BIG (4) PRO! 


PACKAGE DEAL 





Initial cost less than 4c a day 


When figured on an annual basis — that’s little 
enough to pay for the comfort of even, healthful 


heat. And millions of Model 240 MTYS controls 


FIT- 

A-P plays Santa Claus early! And how! A choice 

of 4 different Profit-Packages of A-P automatic 

oil accessories . . . specially selected to move fas! 

. . incentively priced out of this world! Big 
whoppin' profits up to 47% ! 


SEE YOUR A-P REPRESENTATIVE, 
OR WRITE IMMEDIATELY. 


dloil 
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For Air * Liquids ¢ Cases © Refrigerants 
a 


in use clearly illustrate it’s one of today’s biggest 
heating bargains. In spite of the low cost, there’s 
a nice margin for you. Don’t delay — order stocks 
today. See your distributor, or write: 


AEP CONTROLS CORPORATION 


2458 N. 32nd Street, MILWAUKEE 45, Wis. 
COOKSVILLE, Ontario NIJMEGEN, Holland 
For Export: 13 E. 40th Street, New York 16, N.Y., U.S.A. 
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_HEAT-RESISTING 
STEELS 


SHEARED 
TO SIZE 


ur COMBUS 


In more ways than one, it pays to specify 
Ingersoll heat-resisting stainless steel for 
your oil burner combustion chambers. 


for yo 


Ingersoll heat-resisting stainless has ex- 
ceptional forming qualities—so it’s easy to 
fabricate. Its analysis is correct—to with- 
stand high temperatures. It’s made by spe- 
cialists—so you know it’s made right. 


Whether you use these steels in large or 
small quantities, Ingersoll facilities offer ex- 
ceptional service by custom shearing to your 
own specified combustion chamber blanks, 
or multiples thereof. 


_ Adbeartages 


OF HEAT-RESISTING STEELS 
















% No breakage in shipment or handling 
% Lighter weight lowers freight costs | 


* Quicker heating—greater efficiency 


Write, wire or phone for details 
‘in 


ENGINEERING m ii 


STEELS DIVISION 


Borg-Warner Corporation 
310 S. Michigan Ave., Chicago 4, Illinois 
Plant: New Castle, Indiana 











. . « » New Products 


Peter Smith Heater producing oilfired 
water Heaters, package boiler Units 


A LINE of oilfired equipment announced by Peter Smith 
Heater Co. consists of water heaters and package boilers; 
the units are of the cylindrical type 
and can be fired in either a vertical or 
horizontal position. Burner and all 
controls are completely enclosed by a 
removable cover. 

Boiler proper is a steel cylinder, 
1644” in outside diameter and 42” 
long with flat recessed ends. An 8” 
dia. cylinder passes through this with a 
parallel, but eccentric, axis, lined with 
a stainless steel drum. It acts as the 
firing chamber and hot combustion 
gases after leaving the firing tube strike an insulating brick 
and are deflected to pass over the entire outside surface 
of the drum. 

Domestic water is heated in an indirect, copper coil, with 
5 gpm available on short bursts and 2.2 gpm, with 100° F. 
rise, on a continuous draw. 

Made by: Peter Smith Heater Co., 120 Mt. Elliott Ave., 
Detroit 7, Mich. 





Circle E6 on coupon, page 100 


Water Mixer introduced by Dole Valve 


_maintains water Temperature at 140° 


DOLE VALVE CO. has introduced the Dole No. 100 water 
mixer which is designed to mix hot and cold water from 
a storage tank, automatic water heater 
or tankless heater to maintain a con- 
stant temperature of 140°. 

The water mixer is a valve incor- 
porating the Dole power element. No 
adjustment is required in the field. It 
is installed close to the tank or hot 
water supply. 

Made by: The Dole Valve Co., Plumbing and Heating 
Division, 1933 Carroll Ave., Chicago 12. 





Circle E7 on coupon, page 100 


Boiler designed for large homes, small 
commercial Buildings made by Crane 


| CALLED THE SUNNYDAY 20 is an all purpose boiler designed 


to fill the gap between the small residential and the large 
commercial boilers. Crane Co. has designed the oilfired 
boiler for large homes or small commercial buildings. 
The boiler is jacketed in two-tone gray hammerloid 
and has Crane’s “tailored combustion system” with its 


| combination of firebox and “x” type flue baffles. Pre- 
| formed refractory combustion chambers make installation 


quick and easy. 
Made by: Crane Co., 836 S. Michigan Ave., Chicage 


5. I. 


Circle E8 on coupon, page 100 
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HERE’S EVERYTHING BUT THE BOILER 
eee FOR EVERY HOT WATER JOB 


Dunham’s hot water line is just that complete... actually includes 
everything except the boiler. One order covers everything you 
need... including radiation... and puts full responsibility for 
performance on one source. Every item has special features that 
simplify installation. 


Dunham Circulators, for example, are easy to install with few 
tools. Selected brand-name motors with dynetrically balanced 
impeller assure quiet, vibration-free pumping. 


Dunham’s single-spring motor coupling is guaranteed for the 
life of the Circulator ... simplifies stocking and servicing prob- 
lems. Extra large oil reservoir. Rotary seals easily replaced in 
the field. For all the facts, clip and mail the coupon. 


HEATING & COOLING 
EQUIPMENT 





RADIATION * CONTROLS * UNIT HEATERS * PUMPS ¢ SPECIALTIES 
C. A. DUNHAM COMPANY ¢ CHICAGO ¢ TORONTO ¢ LONDON 


eloil 




















Dunham Circulator 
Standard and High Head Capacities 


C. A. DUNHAM COMPANY 
Dept. FOH-12, 400 W. Madison Street 
Chicago 6, Illinois 


Send complete Hot Water Line Bulletin 
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Van Buren's Magne-Patch stops 
Leaks in fueloil storage Tanks 


ALNICO PERMANENT MAGNETS are used to stop leaks in 
storage tanks by the Van Buren Sales Co. The Magne- 
Patch has a neoprene rubber 
button which is placed over : 
the leak and pressed into 














place. 

The seal made is described 
as capable of holding up to five times any pressures likely 
to be encountered even during filling operations. Installs 
easily in hard to reach places between legs and leg brackets 
and on tank ends. Can be applied to tanks lacking wall 











clearance. 
Made by: Van Buren Sales Co., 19 Van Buren Ave., 
Floral Park, N. Y. 


Circle E9 on coupon, page 100 


Proportioneer's Pump feeds Additives 
into Boilers in accurate Quantities 


ADJUST-O-FEED heavy duty proportioning pump is designed 
for pumping petroleum and boiler feed water additives 
in accurate predetermined quantities. Called Model 1105 
by Proportioneers, Inc., the pump is available in four cyl- 
inder sizes with capacities ranging fro 0.18 gph at 1800 
psig, to 20 gph at 300 psig. 

Easy to install the unit requires minimum maintenance. 


ere 


PRODUCTS 


FUSIBLE & NON-FUSIBLE VALVES 
FUEL OIL FILTERS e SAFETY DEVICES 


The famous Firomatic line offers both the jobber 
and the installer every advantage — a substantial 
profit on every product . . . trouble-free performance 
... ease of installation . .. and the right product for 
every job! 


The Firomatic line includes over 80 different types 
of Valves, as well as Thermal Switches, Fuel Oil 
Filters, Tank Gauges, Fill Boxes and Vent Caps. 





165 Dexter Avenue e 


Watertown, Mass, 
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co. 


It has maximum flexibility in handling chemicals, pressures 
and capacities. 

Made by: Proportioneers, Inc., Division of B-I-F Indus. 
tries, Inc., Providence, R. I. 


Circle E10 on coupon, page 100 


B & K aluminum tank Sticks have 
etched Numbers that won't rub off 


NUMBERS ON THE B & K aluminum tank gauge stick will 
not rub off because they are deeply etched in the recessed 
face of the stick. Comes in stock sizes up to 19’. Easy to 
read, the stick is plugged at both ends. 
Made by: B & K Tank Gauge Corp., 44 Lehigh Ave., 
Paterson, N. J. 
Circle El! on coupon, page 100 





Cash-Acme's 'CAF' series packaged 
Units made for hot water Systems 


CASH-ACME’S NEW “CAF” series packaged units consist of 
an automatic boiler feed control valve and a safety relief 
valve to prevent dangerous 
over pressure. Type A-39 
pressure reducing and regu- 
lating valve keeps the pres- 
sure in the system above 12 
pounds automatically. 

Both valves in the pack- 





* “A WELL-BALANCED LINE” 
DESIGNED FOR EVERY OIL HEATING 


JOB! 


SOLD NATIONALLY BY JOBBERS ONLY 


December 
1955 
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Burners use Delavan Nozzles 
fan as Original Equipment 


cessed 
asy to 


A? Delavan Nozzles were selected as standard equip- 


ment in Perfection oil burners for two important 
reasons: Perfection engineers found that Delavan 
ed Nozzles deliver smooth, quiet, efficient fires. Dela- 


van Nozzles are uniformly dependable; nozzle after 


sist of ane. 


r relief 


A leader in the manufacture of oil-fired 
furnaces, Perfection Stove Company 
offers an exclusive feature in its Reg- 
ulaire Circulation. Regulaire automa- 
tically regulates the flow of air through 
the blower to match the amount of 
warmth coming from the furnace. This 
unique feature eliminates hot and cold 
blasts; assures smooth, full-time heating 
comfort. 


For your replacement nozzles chcose 
the nozzle first choice with over 120 
manufacturers of oil fired furnaces... 
Delavan. 


Write for Catalog No. 143B 


"| 
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Only WALKER Has It! 


Automatic Draft Control with 
Full Protection 


Pat. 
Pending 





Think of it! A draft control that’s absolutely impreg- 
nable to soot, carbon, corrosion and dust... one that will 
give years of accurate, trouble-free service in spite of the 
most adverse operating conditions! The new Walker 
ROYAL PURPLE model is the first—and only—draft con- 
trol with positive, all-point protection. These revolutionary 
improvements can’t be copied or duplicated —they’re ex- 
clusively Walker because of pending patents. 

The Royal Purple — Hit_of the Philadelphia Show 

— alii Oy 








The weight adjustment ~~~ 

assembly on the ROYAL ,; 
PURPLE model is sealed 
in by a protective hous- 
ing which keeps mechan- 
ism absolutely free from 
dirt deposits. Unre- 
touched photo at right 
shows back of vane and 
housing after more than 
a year’s service. Cut- 
away shows spotless con- 
dition of sealed-in weight 
adjustment assembly. operating parts assure ease of 
‘Clean, corrosion-free adjustment at any time. 

This front view of an actual installation 
shows location of pivot pins which control 
vane movement. Notice how they are 
located on front face of damper and set 
back, away from edge. Box-type hinges 
completely seal delicate knife-edge pivots, 
keeping them clean and sensitive even after 
years and years of service. 

For complete details on this sensational 
new development in draft control, see your 
jobber or write Walker Manufacturing and 
Sales Corporation. 


Another Outstanding Walker Development 
VENTURI-TOP CHIMNEY CAP 


Ideal for both heating (gas, oil or 
coal) and ventilating applications. 
Directional vane keeps throat of vent 
facing into wind for maximum draft 
control. Sloping-throat design prevents 
back drafts and actually increases draft 
effectiveness by constricting it as it 
passes over chimney opening. Unit 
rotates on a friction-free, hardened- 
steel ball bearing. Pivot is also of 
hardened steel to assure lifetime opera- 
tion. Ring guide bearing in pivot post 
keeps cap absolutely perpendicular— 
doesn’t sag or lean. Streamlined design 
is both attractive and functional —a 
combination which makes it a favorite 
\ ° ¥ 
2, Oe today’s architects. 








NOT. 
yaa 





1750 Penn St. St. Joseph, Mo. 
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Walker Manufacturing and Sales Corp. 
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aged unit are fully automatic. In case of an emergency 
wherein steam is generated, maximum boiler heat input 
is instantly relieved. 

Made by: A. W. Cash Valve Manufacturing Corp,, 
Wabash and Morgan, Decatur 60, IIl. 


Circle E12 on coupon, page 100 


Recessed Heater for small Homes made 
by U. S. Machine has 58,000 Btu Output 


AN OILFIRED recessed heater which includes thermostatic 
control and automatic air circulation is being made for 
small homes by U. S. Machine. The prez ror 
58,000 Btu output heat has a “Gyro- 
jet” vaporizing burner and the fur- 
nace-type welded steel heat exchanger. 
No masonry chimney is required. 

The unit is available in three models 
with manual control, electric wall 
thermostat or modulating thermostatic 
control. It can be installed in a closet 
or alcove with optional warm air side 
grilles on either or both sides or the J 
rear of the heater. A circulator-booster fan provides th 
pressurized air for combustion and is synchronized with 
the oil flow rate. 


Made by: U. S. Machine Division, Stewart-Warner 
Corp., Lebanon, Ind. 


Circle E13 on coupon, page 100 











One-piece, molded plastic blower 
Wheel made by Denbo Engineering 


“DESCO” IS A one-piece, molded plastic blower wheel manu 
factured by Denbo Engineering Sales Co. It has maximum 
quietness, close balance toler- 
ance and is corrosion proof 
and light in weight. Being in 
one piece, it is always dimen- 
sionally constant and cannot 
be distorted during assembly, 
handling or shipping. 

Blades on both single and 
double inlet type of blower 
wheel can be supplied in any lengths to custom fit any 
application. 

Made by: Denbo Engineering and Sales Co., Inc., 3301 
Martindale Ave., Indianapolis 18, Ind. 


Circle E14 on coupon, page 100 





Packaged oilheating Units and hot water 
Baseboards for '56 announced by Patco 


PATCO PACKAGED oilheating units, available in either 4 
flush or enclosed model, for 1956 have been announced. 
They are equipped with 4 gpm tankless heaters and are 
factory wired, assembled and ready for installation. Units 
have a high head circulator as standard equipment and are 
designed and crated to be moved without damage. Made 
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/ MICRO FUEL OIL FILTERS 


e Attractive New Packaging « Lower Prices 
e@ Hi-Chrome and Brushed Zinc Plated 









anew $$ + tune! 


new 









PK-150 U/L >: 











practically 


Everything about these new Klemm Micro Fuel 
Oil Filters spells more profits for you. Still tops 
in all-round guaranteed performance; traps water 
and scientifically removes all foreign matter from 
every drop of fuel oil, eliminating nozzle and 
line clogging. 


CHEMISTONE Micro ELEMENT (not mae 
a ceramic). The replaceable Chemistone 
Element offers true depth filtration . . . 


is NOT interchangeable with any other 
type cartridge. The seasonal element re- 
placement business is YOURS and 
remains YOURS. 


















SEND FOR 1955-56 Catalog and new low prices 


Keene PRODUCT 
Divisio 


KLEMM AUTOMOTIVE PRODUCTS COMPAN 

1722 North Damen Avenue « Chicago 47, Illinois 
EXPORT: Guiterman Co., Inc., New York 4 

CANADA: Elgee, Ltd., Toronto 


no flow resistance. Chemistone 
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WATER HEATER 





















m FOR *° % %@ 
a4 YEAR AROUND 


} CHOICE OF 
ws @ GALVANIZED 
@ COPPER or 
@ GLASSLINED 


NO PILOTS TO TURN ON OR OFF 
NO VALVES TO BOTHER WITH 


NO EXTRA STORAGE TANK 
NECESSARY 
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QUIET AUTOMATIC BURNER CORP. 


G. KAVENY, Preside 


33-35 BLOOMFIELD AVE. NEWARK 4, N. J. 






















Your copy of 
HYDROVALVE’S 


NEW 


1955 CATALOG 





Bn a RNa en i i aa. 


This valuable catalog of 
Engineered Oil Burner 
Replacement Parts is a 
“must” for every man in the 
Oil Burner Servicing Field. 


It is completely illustrated and shows you every- 
thing from gaskets and electrodes to dependable, 
long-lasting replacement parts for rebuilding fuel 
units and controls. It also features a complete line 
of specially designed money saving servicing tools. 





Write for your FREE catalog to-day! 
You'll be glad you did— 





Buy from your jobber. . . 
He serves you well! 















Name 





Address 





HYDROVALVE CoO. 


1319 Utica Ave., Brooklyn 3, N. Y 
BUckminster 4-1330 


City & State 
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of heavy steel plate they are available in two sizes with 


WINNING NUMBERS }ipeaeeele toca 
Aluminum fin-type hot water baseboards by Patco con 


: § tain heating elements are made of heavy gauge copper 
in Hot Water Heating Vents tubing with a metal-to-metal bonded aluminum spiral fin, 4 


Units are furnished in neutral color ready for painting, 
] T Made by: Patco Manufacturing Co., 231 N. Bread St,, 
B 


Philadelphia ‘6. 
Circle E15 on coupon below 
NUMBER For pressures up to 75 
Ibs. This self-closing 
float - operated valve 


gives positive action 
for such large capac- 
ity, continuous venting 
jobs as 






















Shana adds winter Airconditioners 
to augment its summer cooling Line 


A COMPLETE LINE of “Shana-Heat” winter airconditioners 
will augment the summer cooling lines of Shana Manw 
facturing. Hi-boy and counterflow oil- 
fired units have stainless steel and re- 
fractory combustion chambers. 

An aluminum foil-faced glass wool 
blanket insulates the cabinet. The units 
have automatic overload protector 
switches and are equipped with cen- 
trifugal blowers mounted on rubber. 

“Shana-Heat” units are designed to 
match “Shana-Air” summer aircondi- 
tioning units to form 24 different com- 
binations and sizes. All units have 
front access to burner and all controls. 
_ Made by: Shana Manufacturing, Inc., 
dolph St., Chicago 1, Ill. 

Circle El6 on coupon below 


READER SERVICE COUPON 


| FUELOIL & OIL HEAT READER SERVICE 
2 West 45th St., New York 36 
REPLY CARD DECEMBER 
Mail Now—Card Expires February 28, 1956 





© Venting trapped 
mains and circulat- 
ing lines 





© Venting hot water 
convector radiators 


© Venting high points 
on mains 








No air chamber ing He Size 4% x 2\/,"'. 
Send for Catalog Sheet No. 7. 


NUMBER 





188 West Ran- 
For pressures up to 30 
Ibs. Designed for lim- 
ited space, this self- 
closing, float-operated 
valve provides positive 





action for such con- 
tinuous venting jobs as 


© Venting convector 
radiators 


© Venting baseboard 
radiators 








Circle numbers of new product items on which you 
want more information: 


NEW PRODUCTS 


El} €2 €3 6&4 & 6 & € & 
El0 Ell E12 E13 E14 EI5 E16 


No air chamber required. Size 3-3/16 x I'/2"'. 
Send for Catalog Sheet No. 67. 





No. 27 AUTO-VENT 
For Horizontal Mounting Only with 











1 " ; a . Sr : 
ll el si a ie ala ADVERTISEMENTS—Give page number and name 
of advertiser about whose products you want more 
No. 37 AUTO-VENT information. 
For Horizontal Mounting Only with a Ae rs re 
V/g'' 1.P. vertical male bottom con- 
nection—Size 3" x 2!/.". 
Ger I Fs sa oan oleae ON ale OE wie be olgce.s oiaeiane mints 
Dependable float operated valves . . . non-ferrous 
metals . . . no air chamber required . . . for ea ak a ar ee Position .........+: 
working pressure up to 50 lbs. 
MORRIE asi «9:05:05 0:59 -0 10 10 00s ba malelecal she eke ararbae eRe aE 
J GO cncvcdveccvsccscovedeseds a etpidiatore-sia tee welse oe 
ees = 
MAI G oO M I ST, one 5 : | Check Classification of principal dollar volume: 
3217 NORTH PULASKI ROAD { AW | (J Fueloil Dealer (] Parts and Equipmént Jobber (] Manufacturer 
CHICAGO 4I, ILLINOIS HEATING SPECIALTIES | O Manufacturer Employee (] Manufacturers Rep. (] Oilheating 








= | Dealer [] Other 


— 











December 
_ 1955 


W ith 


) COM 
opper 
al fin, 
ing. 


id St., 


ioners 
anu 


octurer 


heating 


From wide windows, control clerk oversees all operations. 
Traffic flows smoothly through cross-shaped plant with help 
of loud speaker system. Centrally located in Flushing, N. Y., 
the wholesale plant serves hundreds of fuel oil distributors. 


NEPTUNE METER COMPANY ne 


19 WEST 50TH STREET - NEW YORK 20, N. Y. 


Now in Eleventh Year... 
Neptune 
Remote Control 
Meters 


prove big Savings for Island Petroleum 


Because it gets trucks rolling minutes faster, the Neptune Remote 
Control Metering System at this Island Petroleum Corporation 
terminal permits loading 400 trucks a day! All operations are 
firmly controlled from inside the office. Each of the remote control, 
ticket-printing registers in the office is accurately synchronized with 
a rack meter outside. Automatic interlocks prevent withdrawal of 
product until authorized by inserting a ticket and clearing the 
proper register. The printed tickets save many steps in accounting 


and billing operations. 


The plant was opened in 1945. Some of the Red Seal meters 
have registered more than 100 million gallons, with an excellent 
record for sustained accuracy and low maintenance. For details 
of this business-building, cost saving system, write today. 
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Industry Grouyas 


Activities of local and national in- 
dustry associations are reported month- 
ly in this department. Secretaries are 
invited to send reports of their Group’s 
activities to the editor by the Sth. 


Oil Equipment Jobbers have an 
annual Meeting at Kansas City 
THE FIFTH ANNUAL MEETING of the 
National Association of Oil Equip- 
ment Jobbers, Tulsa, Okla., took place 
October 23 to 25 at the Hotel Presi- 


dent, Kansas City, Mo. More than 300 
oil marketing equipment men attended 
the combination convention and prod- 
uct exhibit, at which thirty-three man- 
ufacturers of oil handling equipment 
displayed their lines. 

Growth of the NAOEJ has been 
steady with six firms added to the mem- 
bership within the last month. The 
Association now has a total of 181 
members, of which 107 are oil equip- 
ment jobbers and thus active mem- 
bers; 74 are manufacturers with asso- 
ciate membership status. Recent ac- 





SO MUCH VALUE at 
SO LITTLE COST! 


TNOMPSOK FUEL SERVICE 


wth TRAE 























| DY=Yod '<=¥e 
Brothers 


300 LINCOLN AVE. 
HAwthorne 7-2100 - 01 - 02 


The base prices include 2 compartments, full skirting, 
top shrouding, electric or "Fluid Drive" reel, 125 
feet of I!/," hose. Rear or side installed equip- 
ment and variations in basic specifications available 
in all sizes on different make chassis. 
sizes and prices on request. Consideration given 
to all state and local requirements. 


Other tank 


TRADES ACCEPTED and TERMS ARRANGED 


*Includes chassis, tank, pumping 
and metering equipment 
All prices include Fed. Tax. Tank prices on 


other make chassis and trailer prices with 
specifications on request. 


Send for FREE CATALOG FO 





HAWTHORNE, N. J. 














complishments of the organization 
clude a membership directory, surveys 
of service department operations and 
of salesmen’s commissions and_ the 
“Tulsa Letter,” an informative bulle. 
tin edited by Howard Upton, the ex- 
ecutive secretary of the Association, 

New officers elected during the meet- 
ing were: Melvin Schlesinger, Tri- 
State Equipment Co., Kansas City, 
Mo., president; W. E. Marshall, Jr., 
Equipment Sales Co., Atlanta, Ga, 
vice-president; Eugene de Penaloza, 
General Equipment Co.,. St. Louis, 
Mo., re-elected treasurer and Howard 
Upton, Tulsa, Okia., re-named execu- 
tive secretary. 

Two new directors were added to 
the board: E. O. Habhegger, E. O. 
Habhegger Co., Philadelphia, and Ken 
Dickinson, Hallidie Machinery Co., 
Seattle, Wash.; while Fred Coffeld, 
Jr., Coffield Supply Co., South Bend, 
Ind., whose term had expired, was 
re-elected. 

Four members were added to the 
eight- man Manufacturers Liaison 
Committee, including: Robert Whea- 
ton, Wheaton Brass Works, Union, 
N. J., representing brass goods; Mason 
L. Thompson, Standard Steel Works, 
Kansas City, Mo., representing tanks; 
E. H. Lanthorn, Blackmer Pump Co., 
Grand Rapids, Mich., representing 
pumps. Vern Wells, Electric Hose @ 
Rubber Co., Wilmington, Del., is 
chairman of the committee. 

Terming himself NAOEJ’S “expiring 
president,” August Schramm, Renick 
& Mahoney, Inc., New York, N. Y., 
addressed the convention and called 
for good human relations with em 
ployees as well as customers. He urged 
the group, in particular, to give proper 
recognition to the efforts of employees. 

Citing some details of his own conv 
pany’s operations, Schramm empha 
sized the wisdom of concentrating on 
fewer competitive lines and said that 
80% of Renick & Mahoney’s sales 
volume is made up of the products of 
just ten or twelve manufacturers. 

Schramm remarked that oil equip’ 
ment jobbers need never fear that 4 
manufacturer will divide territories 
and give his line to competing of 
ganizations, if the jobbers will refuse 
merely to take orders but instead will 
concentrate on selling the merits of 
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Double-dise design 
ends seating troubles 


Lever throttle valve’s ball and 
socket joints, specially ground for 
oil service, mean positive closure, 
longer seat life. Underwriter’s 
approved. Model P-901-U in sizes 
from 14" to 3”. 
















Model P-2640 for 
FILLING STATIONS 


Bronze. Non-rising stem. 
Solid wedge. Screwed 
bonnet and ends. Deep 
gland follower in stuffing 
box. Ten sizes from 12” 

























Model P-2654 for 
TANK TRUCKS 


Milvaloy. Rising stem, 
double-disc type. Bolted 
bonnet. Square or round 
flanges. 2”, 242", 3”, 
4" and 6” sizes. 













A Models P-2680 
and P-2685 for 
BULK STATIONS 


Bronze. Stemlock type. 
Screwed or flanged. Lock 
prevents stem from turn- 
ing. May be packed un- 
der pressure when wide 
open. Available in 112”, 
2", 24%", 3” sizes. 
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with the complete line of 


MILVACO valves and fittings 


For quick control and maximum flow — 
in bulk plants, on tank trucks, in service 
stations — use MILVACO valves, nozzles, 
faucets, and fittings. Each size and model 
in the broad line is backed by more than 
50 years of development and production of 
quality products for the oil industry. 


the only line with weight-saving MILVALOY 


MILVALOY weighs only 14 as much as 
bronze, yet sets new standards for rugged 
dependability. Strong, chemicatly-resistant, 
non-sparking MILVALOY products are ideal 
for any oil handling operation. : 


Write for your copy of our complete catalog 
of valves and fittings for the oil industry. 






MILWAUKEE VALVE COMPANY 


A Subsidiary of A-P Controls Corporation 


2377 South Burrell Street, Milwaukee 7, Wis. 










THE MARK OF PERMANENT QUALITY 



























































.. ++ Industry Groups 


the fewer lines they handle. He urged 
that the group be conscious of the ef- 
fect that increased operating costs 
have had in diminishing profits and 
advocated the substitution of positive 
selling for price concessions. “Almost 
any customer will pay the fair price 
you ask,” Schramm concluded, “if you 
tell him why he’s getting much more 
for the money you're asking.” 

The next annual meeting of the As- 
sociation is to be held in Pittsburgh, 
Pa., September 23 to 25, 1956. The 
1957 convention will be in Memphis. 








MODEL SR-SH 


AVAILABLE IN TWO SIZES 


75 to 1.65 GPH 
1.65 to 3.0 GPH 


saves up to 25% on fuel! 





"Seal of Quality" 
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THIS IS 








The Most Advanced Design in 
Combustion Head Oil Burners 


© JUST 3 SIMPLE ADJUSTMENTS 


All made externally while the 
burner is operating, 

Permits easier and more accu- 
rate setting — provides more 
flexibility to meet varying field 
conditions, 


NEW! Now only | simple oil line 
connection—at the rear of the 
burner, 


NEW ! Heavy cast iron round ped- 


estals on all shell head Korth 
burners, 


Install one on that next job! 


Send for New Low Prices and Your Copy of Complete Catalogue 


ECKHART MFG.CO.,INC. 


UNION, NEW JERSEY 


Canadian Distributor 


Dragon Heating Co., Ltd.—2110 Rue Clark, Montreal 














Third get-together of the Dadson Club 
took place in New York on September 
21. Here are the fathers and sons ac- 
tive jointly in oilheating who attended 
the affair, which consisted of a dinner 
at the Hotel Concourse Plaza and then 
attendance at the Marciano-Moore 
fight at Yankee Stadium. In the pic: 
ture the fathers stand in the back row, 
with their sons in front of them, as 
follows: 

From left to right: John and Clay- 
ton Conards, Trenton, N. J.; Harold 
and Charley Valentine, New York; 
Henry, Henry, Jr., Eddie and Frank 
Baerenklau, Brooklyn; Larry Murphy 
and Larry, Jr., Jamaica, N. Y.; Frank, 
Henry, Carlton Wymbs and Frank, 
Jr., Bronx, N. Y.; Sid and Steve Har- 
vey, Valley Stream, N. Y.; Herb and 
Bob Helman, Brooklyn, N. Y.; Hans 
and Murray Lieblich, New York, N. 
Y.; Dan and Arty Bierman, Long 
Island City, N. Y. 


Six OHI Chapters approved 
for Membership by Directors 
SIX NEW CHAPTERS were formally ap- 
proved for membership in the Distri 
bution Division of the Oil-Heat Insti 
tute of America, Inc., by the board of 
directors when they met in Atlantic 
City, September 29 and 30. 

These chapters will bring about 600 
member firms into the Division. The 
new chapters are Oil Heat Institute of 
Northern Nevada, Oil Heat Institute 
of Southern Idaho, Oil Heat Institute 
Division of the Iowa State Independ- 
ent Oil Jobbers Association, Oil Heat 
Chapter of the North Carolina Oil 
Jobbers Association, Oil Heat Institute 
of Columbia County (N. Y.), Oil 
Heat Institute of Lawrence County 
(Pa.). 

In addition a Membership Policy 
Committee was appointed to reorgan’ 
ize the geographical membership chap’ 
ter setup. It is anticipated that the Dix 
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PANT | COVER THE FIELD 


For Full-Line Heating Profits! 


JUST INTRODUCED! 


Two-Piece Unit Type 
MODEL 250 MODEL S00 













This new unit-type warm air furnace humidi- 
fier requires the smallest plenum opening 
of any humidifier on the market — just 
3%'x3%""! An exclusive leveling feature 
automatically adjusts balcnce, water level 








‘The most unique warm air fur- 
nace humidifier ever offered! 





Eliminates plates, overflow lines, floats and needle valves. Nothing and line pressure of the “200’—in straight 
to stick, clog or cause trouble! Hydro-Flow Regulator filters, or sloping plenums. Instaliation time is re- 
measures and replenishes water as it evaporates from separate duced to a minimum! Porosil “porous weave” ceramic evaporating 
pan — mounted on heat exchanger where air is hottest. Recom- plates resist calcifying action and contain better capillary qualities 
mended for large capacity furnaces and for deluxe humidification. than any other known material. 








MODEL 2A-700A MODEL 2A-300 MODEL 2A-17 


MODEL 1A-25A 





Small Homes, Space, or Average Size and Large Homes Deluxe Filter for Extra Dirty Tanks , 
Water Heafers @ Step-Design Wool Felt @ Metal encased, ‘depth type’’ Heavy Oils Nos. 4, 5, or 6 

@ Step-Design Wool Felt Cartridge cartridge , ; e Cleanable Monel mesh screen 

Cartridge eN feeneenindl tatiana wail @ Big 63 cu. in. filter unit surface @ Lifetime cap-bow!l construction 
@ Cast iron cap, ig | - tai Ps a” Prey 65" high ® rms aga screw-type steel : —— ~ aoe Deere oils 
@ 35" dia. — 5%" hi awa andle ingle bolt assembly 
@ 41 sq. in. filter unit alan @ 83 sq. in. filter unit surface @ 52" dia. — 946" high @ Gravity or pressure type 
@ ¥%" or %"' pipe openings @ %¥%" or 2" pipe openings @ %" pipe openings burners 








MODEL 90 WATER TRAP 


Designed for bottom or side outlet fuel 
oil storage tanks, Removes waler from oil 
before it reaches filter; protects filter, 
nozzle, and pump, Contains interchange- 
able %” inlet-outlet and %”’ threaded 
brass drain plug. 


CLEAN RIGHT SOOT REMOVER 


For Any Heating Plant — Oil, Gas, Coal or Wood 
Cuts heating costs as much as 25% by removing up 
to 4%” layer of soot in 2-5 minutes without flash or 
intense heat. Non-corrosive, non-explosive. Simple 
and inexpensive to use. Complete directions on 
package. 


















Ta icaiaeecis GENERAL FILTERS, INC. 


PRODUCTS OF ME E:.°L¢m cia Lil: ah alae SA CAPT RA TT: fed 


In Canada: Canadian General Filters, Ltd., 39 Crockford Blvd., Scarborough (Toronto {16), Ontario 
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tribution Division will be divided into 
six or seven regional areas, each with 
a regional vice-chairman who will be 
a member of the Division’s Board of 
Directors. 


Brooklyn fueloil Co-operative 
celebrates its 7th Anniversary 


MORE THAN 300 fueloil dealers and 
friends attended the annual dinner 
and dance of the Fuel Oil Merchan- 
dising Co-operative, Inc., Brooklyn, 
N. Y., October 15. 
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FOR QUICK-OPENING, TIGHT-CLOSING, POSITIVE-LOCKING MANHOLES 


"Haul by liad eb 


no matter 
who 

builds your 
tank trucks 





Standard 
Manhole 

Size 12” x 16” with 
6%", 8”, or 10” fill 
opening. A slight turn 
of locking ring opens 
and closes cover. 





Self-Closing 
Manhole 


Size 12” x 16” with 
10” fill opening. Self- 
closing, with positive 
locking device. 
Opened by raising 
lever on either side. 





14” Diameter 
Self-Closing 
Manhole 


For heavy _ fuel-oil 
tanks. Self-closing, 
with positive locking 
device. To open, lift 
either lock arm and 
raise cap. 








PHILADELPHIA VALVE COMPANY 


3413 Aramingo Avenue, Philadelphia 34, Pa. 


Pacific Coast Distributors: 
Oil Marketing Equipment Co., 325 Fremont Street, San Francisco 5, California 
Howard Supply Co., 5125 Santa Fe Avenue, Los Angeles 11, California, 
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Write the words “Manholes by 
Philadelphia Valve’? into your 
order. These quick-opening man- 
holes are absolutely tight. They 
surpass every fire underwriter’s 
standard. They open and close 
easily and quickly. They are built 
to outlast the tank. 

Each type of manhole is simple, 
strong, and foolproof. Covers are 
leakproof. Covers and plugs are of 
malleable iron or heat-treated alu- 
minum. No cast iron is used. 
“5-in-1”? vents automatically close 
if truck upsets, and will release 
under 6 lbs. pressure to prevent 
explosion in case of fire. Gaskets 
are easy to keep tight. 

Philadelphia Valve manholes are 
standard with many major oil com- 
panies from coast to coast. Make 
them standard on your tank 
trucks, too! 

Send for catalog 170 for descrip- 
tions and engineering drawings of 
all Philadelphia Valve Company 
products. 











_The affair was held during Oil 
Progress Week and celebrated the 
group’s seventh anniversary. Seated 
from left to right at the head table 
were Mrs. Loughran; Fred J. Lough- 
ran, Commissioner of Weights and 
Measures for New York City; Mrs, 
Harry Kerner; John Scovell, past presi- 
dent; Harry Kerner, executive secre- 
tary; Mrs. Chionchio, Michael Chion- 
chio, president; Mrs. Mongiello; and 
Frank Mongiello, vice-president. 


Oil Heat Association is formed 
in Minneapolis; Officers named 


A NEW OIL HEAT ASSOCIATION has been 
formed in Minneapolis, Minn. Since 
the dissolution of the Twin City Petro- 
leum Club there has been no organiza’ 
tion for the oilheating industry in the 
area. 

R. C. Harmann, Shell Oil Co., was 
elected president; C. W. Johnson, 
Western Oil & Fuel Co., vice-presi 
dent and Al Defiel, Superior Refi 
ing Co., treasurer. H. F. Horning, 
Northwest Petroleum Association, 1s 
secretary. 


Washington OHI to take over 
new office Space in Seattle 


THE OIL HEAT INSTITUTE of Wash’ 
ington moved into new offices recently. 
The new address for the organization 
is 400 Dexter Ave., Seattle. 

Open house ceremonies will be held 
as soon as redecorating of the premises 
is completed. 

Membership of the Washington 
OHI now totals 250, according to Elgin 
E. Pritchard, assistant to the manag’ 
ing director. 
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Sam Hanna 
DO ANSPORT SERVICE co. 


Chicag? W. 


fo 
Tr more years than _ nder the ro 


er Makes,” 








TRANs 

P 

SERVice™ 
CO. 


STICKNEY IL. 
E.W.10500 


a This White Model 3024 PLT has 110 inch wheelbase, 10.'20 x 20 tires 
FIRST—1n rae fig 6,000 gallon tanker. , 


THE WHITE MOTOR COMPANY 
Cleveland 1, Ohio 


PROVED IN BILLIONS 
OF LOW-COST MILES 


FOR MORE THAN 50 YEARS THE GREATEST NAME IN TRUCKS 
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ESPA has annual Fall Meeting 
at New York Resort, Oct. 30 


WORKSHOP SESSIONS featured the an- 
nual fall meeting of the Empire State 
Petroleum Association at the Concord, 
Lake Kiamesha, N. Y., October 30 
through November 2. 


At a session on credits John H. 
Corcoran, Mid-Hudson Oil Co., 
Poughkeepsie, discussed some credit 
problems associated with fueloil. Ray- 
mond F. Kraemer, consultant, Mine- 
ola, was moderator of the meeting. 


Another panel considered liquid 
fertilizers. E.C. Drake, Drake & Mills 
Oil Co., Syracuse, was moderator. 
John F, Cornman, Cornell University 
and Clifford J. Bissler, Lewis Oil Co., 
Port Washington, were on the panel. 

A discussion of general interest to 
fueloil dealers was a workshop session 
on the economic impact of the St. 
Lawrence Seaway on the petroleum 
price structure. Thomas A. Brown, 
Sentinel Oil Co., New Rochelle; Sid- 
ney C. Sufrin, Syracuse University; 
C. W. Dole, Socony Mobile Oil Co.; 


ONLY &jkuttle 





has humidifiers for every 
type heating plant 


Model 760 


Model 450 


William E. Cleary, The American 
Waterways Operators, Inc.; and 
George L. Robinson, Pipeline Co., 
took part. 

The growth of Lp-Gas was exam- 
ined by Harry B. Hilts, EsPA secre- 
tary; Charles Turner, Fuelane Corp.: 
John F. Scozzafava, Port Henry Oil 
Co., Port Henry; and $. A. Whitaker, 
Shay Oil Co., Penn Yan. 


The officers and staff of the Asso- 
ciation had prepared a full schedule 
of entertainment, featuring golf and 
the annual banquet at which J. A. 
Miller, Esso, and George Alexander 
Bowie, Firestone Tire & Rubber Co., 
spoke. 


Statewide Meeting is held 
by Oregon out in Gearhart 


THE ANNUAL statewide meeting of the 
Oil Heat Institute of Oregon was held 
at Gearhart, Ore., September 16-18. 
Business sessions featured Norman 
Davis, Portland; Hall Shawlee, West- 
ern Oil and Gas Association, and Don 
Critchley. 

Social activities included a golf tour’ 
ney in addition to an evening buffet 


Stock Skuttle’s complete line, have 
a humidifier for every type heat- 
ing plant. With Skuttle humidifiers 
you have more features to offer 
fos bE} fo) 001 =) ¢-yum (olen 


Model 600B 


Shuttle features make selling easter 


yw Up to 912 sq. in. of =) oj ele) colebele mot d-lommteeMm Log olele ilo t 
plates. 

yy Maintain lower pan temperatures. Less lime in water 
roo ete Ws (-1-1- el Cole 
Complete all-over air flow on plate surfaces means 
more moisture output. 
Attractive design in rich colors. 
Easily installed in quick time. 


Mrs. John P. Miller, Blue Point, L. I., 
is awarded a portable television set 
by Patrick F. Caputo, president, Oil 
Heat Institute of Long Island, Inc. She 
won the “name-the-little-man” contest 
sponsored by the group during Octo- 
ber. 

She christened the emblem “Little 
Bill” and gave as her reason: “I like 
oil heat because it is so dependable, 
clean and economical (little bill).” 
Her supplier, Saunders Fuel, Inc., Bay- 
port, gave her 200 gallons of heating 
oil in honor of her winning the contest. 


For details, write: 


Sykutile MANUFACTURING COMPANY 


MILFORD, MICHIGAN 





Greater moisture output with patented VAPOGLAS plates 


December 
1955 





the 
eld 


1an 
eSt- 
Yon 


yur’ 


ffet 





set 
Oil 
She 
atest 
)cto- 


ittle 
like 
able, 
I).” 
Bay- 
iting 
test. 





















Mac, how can you put They save money, Ben! 
money into improvements Modern equipment pays 
I can’t afford? in the long run. Less trouble, 
less cost, more profits! 








Old “Behind-the-Times Benny!” Why bother 


How about your permanently reattaching couplings? Today’s hose is as tough as 
attached hose couplings? How the couplings. Ask your supplier about SCOVILL 
do you save when you can’t couplings ...for low initial cost and no upkeep! 


reattach ’em to new hose? 


Nothing gives you as good workmanship 

as SCOVILL machine-attachment. Flexing 
won’t weaken grip... guaranteed leakproof! 
Full-flow diameter inside. Why don’t you 
write for details? 


Get specifications o on fuel 
oil and distillate’ hose 
couplings: 

Scovill Manufacturing Co. 
Merchandise Division 
88 Mill Street 
Waterbury 20, Conn. 


A product of 


NT GS) 
| 

















































.. ++ Industry Groups 


supper and a banquet on the last day 
of the meeting. 

Dale Josephson, executive secretary, 
has been devoting full time activity to 
field promotion of the OHI advertising 
and membership expansion program. 
He has visited meetings in Hood River, 
Wasco, Umatilla, Yamhill, Washing- 
ton, Clark, Cowlitz, Linn, Lane, Doug- 
las and Coos Counties to conduct 
meetings with local dealers. 

The Association 
booth featuring “Miss Oil Heat” that 
has been exhibited at various fairs and 


Oregon has a 


expositions in the area. A special lens 
and mirror give the effect of a live 
girl in an oilburner. The booth features 
a mock oilburner with an open duct 
on the front. Viewers see a live flame, 
and a living talking girl only six inches 
high. When questioned, the girl gives 
a strong sales story for oilheating with 
modern burners. 


N. Y. Oil Heating Association 
elects J. L. Farrell President 


AT A RECENT meeting, officers for 
1956 were elected by the New York 





Your Service Deparrmenr Neeps 
HARVEY IGNITOR PACKAGE No. 5A 


To 





TRADE PRICE 


5] 695 


replacement parts . . 


Ignitors are one of the least expensive 


. but can be very 


expensive if you don't have the right one 


with you. 


You can have the right one with you 





See Sid Harvey's 240 
page catalog for other 
ignitors. They are all 
there. Write for catalog 
on your business letter- 


head. 


It's a gold mine of infor- 
mation on service parts of 


all kinds. 
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when you have a Harvey Ignitor Pack- 
age #5A. Eliminates expensive returns 
to the shop. Easily carried, too—fitted 
canvas roll, contains a practical assort- 
ment of 27 Ignitors and Porcelains plus 
two Radio Suppressors. 


ONE IN EVERY SERVICE CAR 
WILL HELP YOU MAKE A PROFIT. 


VALLEN STREAM. NEW voRK 

















Oil Heating Association, Inc. Joseph 
L. Farrell, Island Petroleum Co., 
Flushing, succeeds Fred W. Heaney, 
Skaggs Walsh, Inc., Astoria, as presi 
dent. 

Other officers are Albert Evans, 
Kleen Heet Oil Co., Inc., Brooklyn, 
vice president; Joseph A. Ross, Jr., 
Modern Utilities Engineering Co., 
New York, treasurer; Clyde O. Cald- 
well, Esso, Brooklyn, secretary; and 
Frank Baerenklau, Baerenklau © Co., 
Inc., Brooklyn, sergeant-at-arms. 


4, 
% 


Calendar of coming Events 


NOVEMBER 

28-Dec. 1—Air Conditioning & Refrigera- 
tion Institute, (9th Air Condi- 
tioning and Refrigerating Ex- 
position), Atlantic City, N. J. 

30-Dec. 1—National Warm Air Heating 
and Air Conditioning Assn., 
(42nd Annual convention), Ho- 
tel Statler, New York, N. Y. 


DECEMBER 


5-- 6—Institute of Appliance Manufactur- 
ers, (Year End Conference), 
Netherland Plaza, Cincinnati, O. 


8— 9—American Petroleum Institute, oc 
meeting, Biltmore Hotel, New 
York, N. Y. 


JANUARY 

9-10—Kansas Oil Men’s Assn. (annual 
meeting), Baker Hotel, Hutch- 
inson, Kans. 

10-12—Kentucky Petroleum Marketers 
Assn., (Annual Meeting), 
Brown Hotel, Louisville, Ky. 

12—South Carolina Oil Jobbers Assn., 

(Annual Meeting), Hotel Co- 
lumbia, Columbia, S. C. 

22—26—National Assn. of Home Builders, 
(annual convention and expo- 
sition), Conrad Hilton, Sher: 
man Hotels and Coliseum, Chi- 


cago, Ill. 
25-26—Northwest Petroleum Assn., (An- 
nual Convention), Nicollette 


Hotel, Minneapolis, Minn. 


FEBRUARY 


2- 3—Sheet Metal & Warm Air Heating 
Contractors’ Assn. of Indiana 
(Convention), Hotel Sevorin, 
Indianapolis, Ind. 

22-23—Iowa Independent Oil Jobbers 
Assn., Inc., (Convention), Fort 
Des Moines Hotel, Des Moines. 
27-29—NMissouri Petroleum Assn. (annual 
meeting), Chase Hotel, St. 

i Louis, Mo. 


MARCH 


7~- 8—Wisconsin Petroleum Assn. (an’ 
nual meeting), Hotel Schroeder, 
Milwaukee. 
15-17—Texas Oil Jobbers Assn. (annual 
meeting), Statler-Hilton Hotel. 
Dallas. 
20-22—Ohio Petroleum Marketing Assn., 
Inc. (spring convention and ex’ 
position), Deshler-Hilton Hote', 
Columbus. 
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GULF PROUDLY SALUTES THE NATION'S 
BURNER SERVICEMEN 9 3.3%... 














“They keep the home fires burning,” 
J 





A great deal of credit for the growth and pro- 
gress of oil heating belongs to that army of 
skilled workers who maintain and service the 
nation’s oil heating plants. Often regarded as the 
industry’s unsung heroes, the burner service men 
are indispensablé to its success; for theirs is the 
job of keeping the equipment operating eff- 
ciently — with a minimum of heat interruptions 
for the homemaker. Our hat’s off to all those ' 
engaged in this vital service work. We are proud 
to be associated with them in the great team 
effort of keeping automatic oil heating out front 
with America’s homemakets. 

















GULF OIL CORPORATION e¢ GULF REFINING COMPANY 


heating oil 
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=» Versatile! oe 


PACEMAKER FOR PROFITS: mmm 
from Expert Tune-up Service| ™ Attractively Price 


3 8 ‘ 
ution the most of your ability to do anex- Tester. Now, for the first time, you can adjust Economical - 
pe {une-up job will pay you big dividends an oil burner quickly and expertly for highest 
pol cen you competitive leadership and C02 without objectionable smoke .. . do away 
> ig . thood recognition of your competence with guesswork, and “hit and miss” fumblin 
‘ite eating expert. The combustion-testing in adjusting for clean firing. The “Scale o 
it shown here contains precision-made qual- Soot” which comes with the TRUE-SPOT tells 
y matrements with which you can make ful- you the limits of permissible smoke for var- 
a use of your know-how in making a fuel lous burners and types of heating systems. 
arnoe! parte a eceeine® burner for Le rene of — method of oil burner 
| repairs, or runnin adjustment i i - 
an efficiency test to close a replacement dea toting aimee te lebedeolion of 








[ ; bustion testing since the introduction of the 
mare kit contains the well-known FYRITECOz FYRITE. You will be proud to be among the 
a icator, the versatile MZF Draft Gauge, the _first to own this “up-to-the-minute” combus- 
: “metal TEMPOINT Stack Thermometer and tion-testing kit. 

he sensationally new TRUE-SPOT Smoke 


—S/ITTTTTETEERN 







KING ENGINEERING CORP. 
Box 410 ° Ann Arbor, Mich. 


MANUFACTURERS OF GAUGING EQUIPMENT FOR OVER 30 YEARS ~ 


For complete information on this and other new tune-up equipment— 
write for Bulletin 777 


BACHARACH INDUSTRIAL INSTRUMENT COMPANY | 


7301 PENN AVENUE ® PITTSBURGH 8, PA. 
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Manufacturers 
Letivities 


Lennox Furnace will change 
Name to Lennox Industries 


EFFECTIVE December 31, the Lennox 
Furnace Co., Marshalltown, Ia., will 
change its name to Lennox Industries, 
Inc. 

John W. Norris, president, said that 
the company’s wide diversification of 
products and services dictated a more 


encompassing title. “Since a number of 
other furnace manufacturers have 
merged with some of the country’s 
largest industries in recent months,” he 
continued, “there may be speculation 
that this change in name means that 
Lennox Furnace Co. is merging with 
some other organization. I want to 
emphasize that this is not the case. The 
only change will be in the wording of 
the name.” 

The company was formed back in 
1895 and today has achieved a position 
of prominence in the industry as a 





















manufacturer of warm air furnaces 
and central airconditioning. 

Early in its history Lennox started 
building steel furnaces which was the 
start of the Lennox Torrid Zone coal 
furnace—a basic design so sound that 
the body and heat exchanger remain 
much the same in today’s models. 

D. W. Norris was the founder of 
the company and it was under his di- 
rection that the company expanded to 
the point that it was selling furnaces on 
both coasts. Lennox started early to 
help its dealers plan heating instal- 
lations, and that program evolved into 


ae ee Pl . . 
BETHLEHEM DYNATHERM ° BETHLEHEM =DYNATHERM an Engineering Departments and 
Dealer Service Schools, which are in 

o o effect today. 

= You have LESS COMPETITION = orn 

> ou ave > of its founder, John W. Norris, was 

ed . . 
x z the creative force behind the first warm 
pay i ORE PROFIT wh en ou S el| 33 | air furnace designed exclusively for the 
xz y = | use of oil as a fuel. He also engineered 
MRR AR CARER I ‘ ‘ 
the “wrap-around” heat exchanger and 
* © | the quiet floating blower for forced 
77 air heat. 

m m Today Lennox merchandises its 

z + | equipment through an organization of 

a m | more than 5000 dealers. Ten produc- 

x x tion plants located throughout the 

= rhe Bethlehem DYNATHERM offers = | United States and Canada provide the 
exclusive features not found in other ° 
package units on the market. . . units. 
such as the ‘‘Whirling Flame’’ the 

© secret of its amazing performance. o 

=< Then too, the Bethlehem DYNA- =< Sid H . 

3 THERM costs amazingly little more 2 id Harvey executive Board 
than converting an _ old _ boiler. Ke 

> What's more, the Bethlehem DYNA- > approves of expansion Plan 

z THERM gives your customers more = 

r eir mone n fuel economy— * 

= savings up to 40% soe pA more — SID HARVEY, chairman of the Board 
have been reported after replacemen F | ° : 

Z fold oil buroer, regardless of make, z of the Associated Sid Harvey Compa: 
with the Fethionen RA TaneM is nies, Valley Stream, N. Y., announced 
completely assembled and tested at : 

° the ay. thereby reducing instal- e that the executive board has approved 
ation cost, and assurin ependabie, :, ° 
uninterrupted service. Fes. the Beth: of an expansion program during the 
lehem A gives you more 

ws to offer... in fuel economy, in red next two years. 

ps = comfort and conveni- | The company now has 38 stores in 

x x the East and will establish additional 

m n stores to serve key areas not covered 

e a 

z This is YOUR OPPORTUNITY become a member of the z now. 
BETHLEHEM family! Fill out and return the coupon today! 

tt SELEY Oa Expansion Program is planned 

| by Chrysler Airtemp Division 

| ; ; 
| BETHLEHEM FOUNDRY & MACHINE CO. | | AN EXPANSION PROGRAM which will 
| 225 W. Second St., BETHLEHEM, PENNA. | cost in excess of $2,000,000 has been 
| announced by the Airt Divisi 
emp Division. 
| Please send us complete details concerning the Bethlehem Dynatherm Franchise. | y P ; 

| | Chrysler Corp., Dayton, O. 

ae Part of these funds will be invested 

; | in a tooling job to produce a new 

NS ee ola des ds uses ovate 9 sok ob oan ROR EGURANe-kinys veo enne> srninis | | line of furnaces for low cost homes. 

| A production line for the manufac 

NE IR PROT EIRI IO A SP ROPE T ET, ZONE ..... Sein iins te Headed : | | ture of car airtonditioner compressors 

4 and the retooling of existing waterless 
114 December 





1955 








You can prevent screen clogging, | 
tank rusting and color breakdown with 
Monsanto’s fuel oil additives 


ORDINARY UNINHIBITED FUEL OIL SAME FUEL OIL WITH SANTOLENE H 





ion of 
oduc- 


¢ the Gummy fuel oil sludge and sediment clog screen Screen remains clean after two-hour circulating pump 


after only two-hour circulating pump test. Result: test. Santolene H keeps burner parts working smoothly, 
oil burner parts operate less efficiently, causing more efficiently by preventing progressive polymer- 
eventual breakdown. ization of unstable elements in the oil. 


Santolene J Stabilizes Coler 
Good fuel oils are made better with Monsanto’s 6 iis 
fuel oil additives. 


Refiner-distributor cooperation means satisfied 
customers . . . more profits. 


SANTOLENE H. In addition to alleviating sludge 
and sedimentation, Santolene H also: 

* In test, ordinary untreated fuel oil (left) 
e Overcomes screen clogging. and the same fuel oil containing Santo- 
® Eliminates fogging and line freeze-up caused lene J (right) were baked at 110° for 12 
b 1 oi . days. Result: Fuel oil with Santolene J 
fue oil-water emulsions. held original color and clarity; no sedi- 
® Keeps burner parts clean. Surface action pre- artnet? Ir aaa 
vents particles from settling. For achestan on Santolene H, J, and 
@ Inhibits tank rust. Forms protective coat on F, write Organic Chemicals Division, 
eat eaakk ile tal f MONSANTO CHEMICAL COMPANY, 
ank and other metal suriaces. Box 478-Z-4, St. Louis 1, Missouri. 


SANTOLENE J. A fine quality fuel oil additive de- 
signed to: 
® Stabilize color. Prevent formation of color 4 
bodies. { 
® Reduce sediment formation. Prevent agglom- .} 
eration of insoluble color bodies. j Mon: SA N l ) 
® Inhibit rust. Prevent formation of water haze S CWEMICAIS 
or stable emulsions. 
Santolene: Reg. U.S. Pat. Off. 4 » 4 | 
SERVING INDUSTRY...WHICH SERVES MANKIND 
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airconditioner production facilities is 
also on the agenda. 

The construction of a plant addi- 
tion, which will contain 63,000 sq. ft. 
of floor space, will be begun imme- 
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A new plant providing 40% more floor 

space has been recently completed by 

Nu-Way Corp., Rock Island, IIl., ac- 

cording to William F. Klockau, presi- 

dent. Shown here is part of the six- 

molder foundry operation installed in 
the new Milan, IIl., plant. 
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Fast venting GORTON VALVES make radia- 
tors heat quickly and evenly with ounces of 
vapor instead of pounds of pressure. 

By installing correctly sized GORTON VALVES, 
air is quickly vented, permitting radiators to 
heat properly. Available in 5 sizes for proper 
venting and balancing of each radiator, and 
two sizes for venting mains. There is a GORTON 
VALVE that’s just right for every radiator. 





EQUALIZING 
VALVE 

PAT. ng 

AND HE 


SEND TODAY FOR 


Literature and free handy ruler 
giving actual sizes of air out- 
lets of fast venting GORTON 
VALVES for every steam heating 
system. 







HEATING 
(ote) ie) 7-Wilel, 


ASK YOUR 
WHOLESALER 
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Williams Division appoints 


Gleason manager of Sales 


APPOINTMENT OF J. M. Gleason as 
sales manager, Williams Division, 
Eureka Williams Co., Bloomington, 
Ill., has been announced by H. J. Alle- 
mang, executive vice president. Glea- 
son joined the company in 1950 and 
has been assistant sales manager. 


Three new regional sales territories 
were also announced by Allemang. 
Named to head the regions, begin- 
ning January 1 are the following: 
Frank Mills becomes manager for the 
region covering Iowa, Missouri, Ne 
braska, Kansas, North and South 
Dakota, Minnesota and Colorado. 


Pete Obee becomes manager for the 
Western region covering Washington, 
Oregon, Montana, Idaho, Utah, Wy- 
oming, Nevada and Northern Cali 
fornia. C. G. Branch heads the Mid- 
west region with responsibility for 
Illinois, Wisconsin, Michigan, Indiana, 
Ohio and Kentucky. 


Divisions of Indiana Companies 
acquired by Commercial Filters 


COMMERCIAL FILTERS CORP., Melrose, 
Mass., in line with its policy to ex 
pand its filter lines, has acquired the 
filter divisions of two Indiana compa’ 
nies: Houdaille-Hershey of Indiana, 
Inc., Lebanon and Michiana Products 
Corp., Michigan City. 

According to Robert L. Fielding, 
president, the company will now pro 
duce a complete line of filtration 
equipment for the petroleum, chemi 
cal, diesel and industrial fields. Com 
mercial Filters is a wholly owned sub 
sidiary of Ogden Corp., New York. 


December 
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THRUSH 


il 44 


INSTALLATION 
OF HOT WATER HEAT 


‘New improvements, new developments by Thrush, year 
after year, for more than a quarter of a century, have helped 
simplify installation of hot water heat, reduced labor and im- 
proved efficiency while reducing the cost. Thrush has helped 
make possible today’s compact and efficient hot water heat. 


FORCED CIRCULATION... 


Thrush Circulators, first developed nearly thirty years ago, provide 
the finest and most dependable means of forced circulation at low cost. 
This permits the use of smaller pipe, valves and fittings, and has improved 
tremendously the flexibility and efficiency of hot water heat. 


AIR ELIMINATION... 


Forced circulation combined with flow control and automatic air 
elimination was the next great forward step. Thrush combines a simple, 
positive flow control valve with an air tube to lead air from boiler to Pressure 
Tank. One unit does the work of two. The automatic Thrush Air Vent Valve 
for radiators and baseboards is highly efficient and absolutely dependable. 


SIMPLIFIED PIPING ... EASIER BALANCING... 


Another Thrush development is the Manifold which eliminates extra 
fittings and labor ... improves piping design of radiant panel systems. Thrush 
Balancing Valves used in the return 
Manifold save time in balancing coils 
and assure better heating performance. 





Th 
EASY TO DRAIN SYSTEM... thresh Syeten 
Two other Thrush ideas simplify your work. 
The Thrush Pressure Tank has a built-in Vacuum 
Breaker that simplifies draining the system. The 
Thrush Tank Drain illustrated here accomplishes the 
same thing with older tanks .. . easily, inexpensively. 
Ask for a Thrush Catalog showing these and many 
other time- and labor-saving devices. 





See your wholesaler for more 
information or write Dept. C-12 














































. .. + Manufacturers’ Activities 






Stockholders approve of name 
Change for Williamson Heater 


AT A RECENT MEETING stockholders 
of the Williamson Heater Co., Cin- 
cinnati, O., approved changing the 
company name to The Williamson Co. 
Because the company now manufac- 
tures airconditioning equipment, as 
well as other products not related to 
heating and cooling, it was decided to 
broaden the implication of the name. 
The company was incorporated in 
1890 as the Bennet and Peck Heating 
and Ventilating Co. In 1894 it became 
the Peck-Williamson Heating and 
Ventilating Co., and in 1914 was re- 
named the Williamson Heater Co. 
Williamson has plants in Cincinnati 
and Madison, Ind., manufacturing resi- 
dential heating and cooling units and 


duct, pipe and fittings. 


Perfex Controls now available 
from General Controls Outlets 


OILBURNER CONTROLS made by the 
Perfex Division now are available 
through the seven regional warehouses 
and 40 branch offices of General Con- 





crols, Glendale, Calif. 

Among the controls is the Perf Xray 
which is adaptable to all pressure type 
burners. The unit is factory installed 
and eliminates stack mounting. 


Sette Products Co. will be 
Name of Marquart Mfg. 


EFFECTIVE JANUARY 1, 1956 the Mar- 
quart Manufacturing Co., Oakland, 
Calif., will change its name to Sette 
Products Co, 

According to E. F. Sette the new 
name is more appropriate. The com- 
pany manufacturers the line of Sette 
Microstone fueloil filters for small, 
medium and large installations. 


Burnham Corp. President is 
interviewed on TV Program 


BURNHAM CORP., Irvington, N. Y., was 
featured on the television program, 
“Operation Success,” on Station 
WRCA-TV, November 5. Burnham 


Bowden, president, was interviewed 


by Quentin Reynolds, war correspond- 


ent and lecturer. 
The program traced the company’s 






progress from a manufacturer of 
greenhouses in 1856 to its present posi- 
tion in the heating industry. 


Kewanee-Ross Corp. becomes 
American Standard Divisions 


KEWANEE-ROSS CORP., wholly owned 
subsidiary of American Radiator @ 
Standard Sanitary Corp., Pittsburgh, 
has been dissolved as of November 1. 
Two new American-Standard operat- 
ing divisions will be formed to con- 
tinue Kewanee-Ross operations. 


The Kewanee Boiler Division will 
manufacture the Kewanee boilers, and 
the Ross Heat Exchanger Division will 
produce heat exchangers, surface con- 
densers and allied products. 


W. B. Russell, Kewanee-Ross presi- 
dent, has been named president of the 
Kewanee Boiler Division; E. M. Pal- 
mer is executive vice-president. John 
C. Linsenmeyer has been named presi- 
dent of the Ross Heat Exchanger Divi- 
sion with Richard S. Reade as execu- 
tive vice-president. Linsenmeyer is 
president of American Blower Corp., 
a division of American Standard. 
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AUTOMATIC HUMIDIFIER 


OFFERS QUICKEST — FASTEST INSTALLATION 
ADJUSTABLE TO SLOPING OR STRAIGHT 


SERIES 577 


Stainless steel construction, Drip-feed puts just enough 
water in pan for fastest vaporization. Eliminates 
scum... no stagnant water pan. 


Pre-assembly cuts labor time and costs. To install 
simply cut hole in plenum wall, slip VAPORITE in 
just as it comes from shipping package. 


Get complete information. Write FO-12 


Automatic Humidifier Co. 
CEDAR FALLS, IOWA 








(Whistleproof) 


MODEL R — High Velocity, High 
Efficiency Return Air Grille. 
89% Free Area. Any Size Desired. 


SIZES: 


10x4 12x40 14nd 
10x5 12x5 fax 
10x6 12x6  14x6 
Model D-1 


(Baseboard) 


Diffuser Register 
Also Model D-2 (Wall 
Type) and Model D-3 
{Out-of-Wall Type) 


Besides Diffuser Type registers the National 
Line includes all types and sizes of registers 
and grilles. Write for Catalog. 


GRILLE ANo 
REGISTER co. 


3169 East 80th Street Cleveland 4, Ohio 

















“ECHO” 


(aecutlng) 
VENT SIGNAL 


Pat. in Canada—u.S. Pat. Pend. 


e ,.. Gosts Less 
© Installs Easier 

® 50% Less Stock 
© Increases Profits 
© Dual Purpose 

© Two Models 

® Approved... 


ORDER 
FROM LOCAL WHOLESALER 
OR WRITE US DIRECT. 


A. B. CARLSON & Co., Inc, 


349 Woodlawn Avenue AURORA, ILLINOIS 
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L give my customers 
the BEST/ 





WIGWAM- 
THERMCAP 


DOWN DRAFT 
SLUGGISH DRAFT 
DAMAGING ACIDS 
CARBON 
CREOSOTE 

RAIN MOISTURE 


FLUE GAS 
CONDENSATION 


The WIGWAM-THERMCAP improves combustion — 
thus saves fuel. Looks good — is good. Keeps entire 
chimney dry. Has no moving parts to wear out. Saves 
costly repairs. Poor draft is dangerous; good draft means 
economy. The patented principle of WIGWAM-THERM- 
CAP creates a draft-pull at the chimney top. ADAPTABLE 
TO ALL CHIMNEYS. 

Special WIGWAM-THERMCAP representatives’ contract available 


to qualifying dealers. Write for complete informetion, literature & 
instruction sheet. 


BOSTON MACHINE WORKS COMPANY 
Oil Heating Supplies Division, Manufacturers, Lynn, Mass. 















Save Money with OLSON'S THROTTLE CONTROL 
“INCREASES ENGINE SPEED ONLY WHILE LIQUID IS FLOWING" — 


Hand throttle adjustment not necessary. Engage pump, engine will stay at idling Metal Srrig Attached to 
speed. Put nozzle in fill pipe and open, then engine speed is increased auto- Throttle Rod 
matically to most efficient pumping speed. By automatically decreasing engine 

















































Adjustment nute 


speed, when not pumping oil, you will save two or more hours a day of engine a. Vogue Contrel 
and pump wear. You will save gasoline. If compartment runs dry, or oil stops VALVE 





flowing, engine automatically returns to idling speed. A tee is installed any- 
where convenient in the discharge line of pump. Throttle control is easily installed. 


Price of Control is $34.50, F.O.B. Raynham, Mass. Thirty day money back guar- 


antee. Give size of discharge line when ordering. It will soon pay for itself. ~ Monating Srestas 





Don't wait—start saving NOW! Oiecherge Line of Pump Vacuum Manifold Connection 


OLSON'S OIL SERVICE © #£«Box 87, Broadway ° #£Raynham, Mass. 








RENICK g MAHONEY A-P Controls makes Changes All production facilities have been 

’ INC. within sales Organization moved to Des —— . company 

engineers are redesigning the present 

Get dependable EQUIPMENT CHANGES within the table of organiza- thar and aa oe “ei a fae 

*. tion of A-P Controls Corp., Milwau- the oilheating industry. 

kee, Wisc., have been announced re- Bearl Colburn was the former own: 

cently. Roy W. Johnson, president, er of Bearlee. Roger F. Williams con- 

named James Tate to the newly-created trols the Homeward Products Co., 

post of assistant to the president. which manufactures forms and equip- 

In the sales department, Del Moe- _ment for concrete products manufac- 

rick, vice-president of sales, appointed turers. Dale Clulow is general man- 

Duncan Henderson to administrative ager, in charge of production and sales, 
assistant in charge of sales. Robert W. 


Sloane is now responsible for sales’ Detroit Brass and Malleable 


TANK TRUCK PUMPS engineering in heating sales of gas and acquired by investor Group 


You get quiet, efficient oil controls. ; 

deliveries when you use Roper Stanley Burghduff and John Rice ; 
— Beer ~ or org have been made technical staff advisors © Geddes, Detroit and Cleveland se 
because Roper is noted for in heating sales. dustrialist, has acquired the Detroit 
durability. For all grades of Brass and Malleable Co. The acquisi 


gasoline, kerosene, diesel fuel tion does not include the industrial 





AN INVESTOR GROUP, headed by Ralph 


and fuel oils. Bearlee Products Co. bought Ge 
Consult us now about your : ‘ brass products division. 
plant or truck equipment by Company in Des Moines Officers of the company are as fol- 


problems, or write for catalog. ‘ 
Get dependable SERVICE BEARLEE PRODUCTS CO., Green Bay, lows: Geddes, chairman; M. A. Mac: 
Wisc., manufacturer of fueloil tank beath, president; David E. Lawson, 


RENICK & MAHONEY, Inc. gauges and vent caps, has been pur- executive vice-president; Ben T. Roe, 
380 Second Ave. 





(at 22nd St.) chased by the Homeward Products sales vice-president; and J. F. Gal 
New York 10, N. Y. Co., with offices at 2420 S.W. 9th St.,  lagher, Jr., vice-president, manufac: 
Complete Equipment Des Vihni I : 

SERVICE — for the Olll Trade es Moines, Ia. turing. 











Magne Patch NEW YORK TECH 


Stops leaks in all steel fueloil tanks 
Peenstatitien 1K 


———____—> 
OTTOM 
PATENT SHIP. WT. Ol L BU RN ER 


America’s Foremost School . .. Famous for teaching 











PENDING NEOPRENE 7 OZ. 
EEE | INSTALLATION AND SERVICING 
QSAR SS Also Courses in: REFRIGERATION & AIR CONDITIONING 








INSTANT—ZJust place neoprene rubber button over leak and press 
magnet against tank 


Remember NEW YORK TECH whether you have 


REUSABLE INDEFINITELY—No parts to break or straps to twist MEN TO TRAIN, or 
or bend 
NO TOOLS—Fueloil drivers can carry unit as well as servicemen NEED TRAINED SERVICEMEN 


PRICED COMPETITIVELY — SOLD THROUGH SUPPLY HOUSES ONLY 
RE aR aN cout or wate NEW YORK TECHNICAL INSTITUTE. cx, 91 


19 Van Buren Ave. Floral Park, L. |., N. Y. 500 Pacific St., Brooklyn, N. Y. © MA 5-6220 
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The Standard “OMI 
of the Industry STANDARD 
— AUTOMATIC OIL BURNER 


















scacnnconene 1 























Designed to a "T,"" and rug- Standard Oil Burners are: 
gedly built, the AFI way, the "Standard" oil Precision Made Better Looking 
burner is considered by those who know, to Ruggedly Built Dependable, Fire 
be the most dependable and durable on the Silent Operating Tested 
market. In this one oil burner, you have those Economical 
qualities that make the difference for over NEW LOW PRICES 

« Vs century. cook ri aa for year-in, year-out trouble- 






Precision and Performance are Allied 


A PRECISION PRODUCT OF... 


ALLIED FEDERAL INDUSTRIES 


14-28 MITCHELL PLACE, NEWARK, N. J. Blgelow 3-1617-8 











WINDMASTER 


The Modern Draft Control 





As 


MCCORKLE CONTROLS 


FOR VAPORIZING OIL BURNERS | 


satisty dealers and customers 


McCorkle Controls are backed by a record of 18 

















years of dependable service. Dealers endorse 
is them because their rugged simple construction 
res reduces service calls to a minimum. Customers 
pa appreciate them for their dependable, accu- 
lt = rate operation. It t 
| 7 Write today for literature and specifications pays as wey 
et to cover your particular requirements. 66 ” 
= pe WINDMASTER 
t rj 
D. H. NICQORKLE Co. iter 
BOX E, STATION A e BERKELEY, CALIFORNIA Windmaster Corp. 43 Vine St. Columbus 15, Ohio 





—> LOW 1955 PRICES 


DRASTIC REDUCTIONS 
ON SMALL SIZES 


Check LITE-CAST COMBUSTION CHAMBERS 
with your jobber! 


wa Monosram Prooucrs Co, Ine. 


731 NORTH 35th STREET ye PHILADELPHIA 4, PA. 


eloil 
121 














































NEED FILTERS? 











... the filter that filters out oil burner troubles. Big 
capacity — big sump — long life. It's interchange- 
able, light-in-weight and sturdy. 


Write for latest price sheets and information 


EDDINGTON METAL SPECIALTY CO. 


EDDINGTON, PA. 
STRAINERS — SPRAY NOZZLES — VALVES — FILTERS — AIR CONES — STABILIZERS — INSPECTION MIRRORS — COMBUSTION HEADS 














Ban one-fuel Chimney 


(Begins on page 61) 


The Committee Chairman and Mr. 
Becker also had an interesting meet- 
ing in Chicago with Mr. Welborn, 
president of the Underwriters Labo- 
ratory, and Mr. Geigas and Mr. 
Witte, engineers of the Laboratory. 
From them we learned that the tests 
as set up in the laboratories call for 
550° temperatures at the outlet of the 
boiler, furnace or other appliance, and 
does not indicate that 550° is accept- 
able at the outlet of the draft diverter 
which is the way the regulation is 
written, and, interpreted by those 
using it. We were also informed that 
the record of fire loss due to B flues was 
not a bad one. 

Upon return from Chicago, a re- 
quest was made to the National Board 
of Fire Underwriters, headquarters in 
New York, for the record pertaining 


to fire losses caused by B flues and we 
were informed that no breakdown was 
kept, other than a general classifica- 
tion of chimney flues defective or over- 
heated. We then asked if there was 
any source from which we could ob- 
tain this information and, were di- 
rected to the National Fire Protection 
Association, headquarters at Boston. 
Mr. Chester O. Babcock, manager of 
the Department of Fire Record, in- 
formed us the only record available 
was a general classification of losses, 
due to chimney flues defective and 
overheated. 

Since we had received from several 
sources information to the effect, that 
from the record, fire losses or explo- 
sions that might be attributed to B flues 
were very low, we found ourselves at 
a loss to understand where such au- 
thentic information could come from, 
since we were advised by the NFPA and 
the Fire Insurance Underwriters, the 


chief sources, of such information, 
that no such records existed. 

However, it is startling to note from 
the information available that chim: 
ney flues defective and overheated 
from January 1, 1944 to December 1, 
1953 inclusive, caused 115,697 claims 
to be filed, an average of 11,569 claims 
per year, which showed property losses 
of $146,475,730 or $14,647,730 per 
year. 

The advance record for 1954 that 
is to be published in the October 1955 
NFPA quarterly report indicates 33, 
600 fires due to chimney flues, defec’ 
tive or overheated as compared with 
the average of 11,569 claims in the 
ten year period 1944 through 1953. 
The property losses in 1955 totaled 
$24,600,000 as compared with the ten 
year average of $14,647,730 per year. 

We have no way of knowing how 
many of these losses might be attrib- 

(Please turn to page 126) 





REATER PROFITS 
' with less effort 


when you 


- REXOIL OIL BURNERS 


not an empty 
“7 but a proven fact 
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Why don't you increase your pro- 
fits by selling and installing REXOIL 
- +. the finest oil burner made! 


JOBBER AND DEALER INQUIRIES INVITED! 
37 CARROL ST. 


REIF-REXOIL, INC, strrato's, ny: 








insta 





statement 








SOOT A WAY 


AVAILABLE—1 ¥, 3, & 25 LB. SIZES 


DEALERS—JOBBERS INQUIRE 


AMBER-ROSE INDUSTRIES 


3118 NO. MILWAUKEE AVE. 
CHICAGO 18, ILLINOIS 


CLEANS ALL OIL & GAS FIRED 
FURNACES — BOILERS 


Harmless to A Heating Plant 
Removes Soot Down to Metal 
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Has popular appeal for your customers 
because it reads in gallons. 

For you, here’s a quality gauge, con- 
veniently packaged, easy to install in 
tight places. Costs less to ship, takes 
only 14 the storage space required by 
most gauges. Underwriters’ approved. 
Contact your distributor or write to — 


APPLIED MECHANICS COMPANY 


381 CONGRESS STREED, Qos ron, MASS. 





























FILLO-MATIC 


TANK SIGNAL 


whistles While Tank Is — i 
Stops Automatically When Tan | 


Fast Action Air Release — Exclusive by- 
pass design eliminates danger of pressure- 
shocking tanks. 

New Improved Design — engineered for 
years of trouble-free performance. Uncondi- 
tionally guaranteed against all defects. 
Lowest Cost —and it pays for itself after 
the first few deliveries. 

Made of high-grade gray cast iron. Universal 
design—for 14%,” and 2” tank openings—and 
1%” vent pipe. For all tanks whether horizon- 
tally or vertically mounted. 


See your local jobber or write for literature. 





Distributor territories available. 





Patent Pending 


Bonded against patent 
infringements. 


A.C.E. ACCESSORIES 


Division of Kresno-Stamm Manufacturing Co. 
Palisades Park, N. J. 


P.S. Jobbers, have you investigated our special $$$$$$ Savings 


Offer. Valid until December 31. 
eloil 
oilheat, 
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FEW 
SWIMMERS 
AT THIS bye see 
POOL ol 
... until PROBLEM: cde 4 regen Bee 









pool chilly, uncomfortable, and unpopular 
in cool weather. 


“= A compact and attractive 
SOLUTION: Delta Oil Fired Unit Heater 





Della 


OIL 









UNIT was suspended in each corner, overhead 
fee ATERS and out of the way. These units need no 
boiler or chimney — and there are no un- 

were sightly pipes, valves and fittings to mar 
installed! the view. Delta’s powerful heat blankets 


the entire area. 


a No matter what the weather, 

Send for RESULTS: the pool is now always 

complete new crowded with bathers relaxing in luxuri- 
catalog F ous warmth and comfort. 









This is only one of hundreds of jobs that a Delta 
OIL Unit Heater can do better and more economically. 


DELTA HEATING CORPORATION 


TRENTON 8, NEW JERSEY 











FREE...FREE 
IIb. Trial Package 






) ey A SOOT DESTROYER 


For Fuel Oil Soot Only Bie 


When you see how completely one ap- 
plication of E-Z Soot Destroyer removes 
fuel oil soot you'll always use it. It will 
save you hours of time and make cleaning 
jobs profitable instead of a nuisance. Your 
customers will be happier too, because 
E-Z Soot Destroyer does an efficient 
cleaning job without fuss or muss. And 
for extra profits, sell E-Z Soot Destroyer 
to your customers ... there’s a liberal 
dealer discount. : 
No. 1 Pkg. (1 Ib.) Retail Price—$1.50 
No. 5 Pkg. (5 Ib.) Retail Price—$6.25 
Special discount to iobbers on quantity purchases. 
Mail the coupon TODAY for your FREE TRIAL PACKAGE. 








CE te ee ee eT ee eT ee ee ’ 
| NORMAN CHEMICAL CO. ! 
| 1700 Roblyn Ave., St. Paul 4W, Minnesota | 
| Please send One Pound FREE TRIAL PACKAGE of E-Z Soot I 
| Destroyer and the name of my nearest jobber. | 
LEE, Scania xp000 urinate ADM Ese tated ean kao secs i 
po SAE PE er Ah ORS RR RY | ! 
SE ecasctedssnensigundeopoaciicune ee a ee OE er } 
bo cee eee cae eee ae ee cae ee Ge eS Ge OS ee a ee ee ee ee ce es ee oe oe _! 















































Facts For 


FACT No. 1 


In the entire heating field, FOUELOIL & OIL HEAT is 
the ONLY PUBLICATION which gives its readers, its ad- 
vertisers, and the field, monthly retail marketing data— 
based on oilheating sales—30 days after the completion 
of each monthly marketing period. Thus, the September 
sales were reported in the November issue, out November 
Ist, telling readers how many oilheating jobs were seld 
during September, the types and kinds of heating instal- 
lations, the stocks of oilheating equipment and fueloil 
tanks in dealers’ hands at the end of September, and the 
oilheating permits and building permits issued in a large 
list of selected marketing areas. (Our Advertisers receive 
this same information in our Oilheating Merchandising 
News mailed from a week to 10 days ahead of the regu- 
lar issue.) The complete figures for the preceding por- 
tion of the year, compared with the previous year, are 
also given. (See Trends.) 


THINK OF THIS SERVICE! Accurate monthly facts on 
the most sensitive indicator we have—the retail market! 
THE JANUARY STATISTICAL ISSUE contains some of 
these figures, accumulated from the monthly issues, 
PLUS MUCH MORE. They are widely used by Govern- 
ment, market experts and those wishing to set up sales 
plans—local and national. 


A Notable Publication of Unusual Merit ani 


The 28th Annual Januar 


Advertisers 


FACT No. 2 


Standard Rate & Data service lists 16 magazines pub- 
lished for retail dealers in various heating equipment 
alone or with air conditioning (year-round). 2 whole- 
saler magazines are also listed. 


There are two national auditing organizations, accepted 
by everyhody—ABC (for paid circulation magazines), 
and BPA (for “controlled” circulation magazines). 


In all the 18 heating magazines, and 7 more in the oil 
industry, FUELOIL & OIL HEAT is the only one which 
belongs to both audit bureaus—ABC and BPA—and 
submits its records to both. 


Only 3 of the 18 heating publications belong to ABC 
(Paid). One key to readership in the ABC audit state- 
ment is “renewal percentage’”—the portion of the paid 
readership which voluntarily renews subscriptions on 
notice, or after solicitation. Readers renew subscriptions 
only when they know the magazine is valuable to them. 


Of the 3 ABC member papers, FUELOIL & OIL HEAT’s 
renewal percentage is 70.57%; and the other two 
64.37% and 59.04% respectively. THIS SITUATION 
IS IMPORTANT TO ADVERTISERS. 


P.S. JANUARY is NOT our DIRECTORY ISSUE. That very timely number comes in APRIL of each year. Confidentially, The Jan- 


uary Statistical and Review Issue requires harder work to produce, and it costs more, too. 








JANUARY STATISTICAL 
& REVIEW ISSUE 
Calls for your best and 
Strongest advertising. 
Write, Wire or Phone 


Midwest:— 





Pacific Coast:— 


FUELOIL & OIL HEAT 


2 West 45th St., New York 36, N. Y. © (MUrray Hill 2-478 
A. G. WINKLER, Adv. Mgr. 


Jack Metzel, 224 So. Michigan Ave., Room 200, Chicago 4 (WAbash 2-9 
Michigan-Ohio:— 
Jim Becker, 177 No. Main Street, Oberlin, Ohio (OBerlin 4-2814) 


Don Harway, 1709 W. 8th St., Los Angeles 17, Calif. (DUnkirk 2-8576) 
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LEE STEEDLE, Ass't. Adv. Ms 





















and} Opportunity For Readers and Advertisers 


ry Statistical & Review Issue 


(YEARBOOK) 





FUELOIL & OIL HEAT, for the last 28 of its 34 years of service to the in- 
dustry, each January has given a useful and penetrating analysis of the Oil- 


Last heating Industry’s activities for the preceding 12 months. It includes much 
hole- valuable material, including tables and analytical studies of retail sales by 

types of equipment, and marketing areas. The enormous scope and accuracy 
epted of its facts on sales, technical developments, production and trends in mar- 
_ keting, have brought the JANUARY STATISTICAL & REVIEW ISSUE (Year- 
ae book) a respect and intensity of interest (See opposite page) rarely equalled 
which in the field of businss journalism. This readership and its ‘“over-and-over- 
—and 


again”’ use, make it an unusually good advertising medium. 


_ ABC If you have anything to sell or say to the oilheating and fueloil dealers, job- 
as bers, supply houses, distributors, manufacturers, or to salesmen, installers. 
ns on service men and others interested in this great field—this is your No. 1 op- 
pn portunity for January, 1956. It is timely: Reaches the field when many plans 
EAT’s for the year ahead are being made. Will also contain the usual every-issue 
es features and good and profitable ‘“‘know-how”’ reading, facts, and data that 


make it “the Bible” of the oilheating men, and the fueloil men—all the mar- 
keters, production men and engineers. 


ae Should We Reserve Space For You? 

FIRST ADVERTISING FORMS 
124 OPEN UNTIL DEC. 12 
a FINAL FORMS OPEN 
a UNTIL DEC. 20 
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VALVES 


handle _ eit toughest venting job | 
VARIVALVE 


gets heat fast to hard-to-heat 
list $3.45 


wne VARI-QUICK 
eliminates air faster from mains 
TS ae 3 Ol 
write for detailed literature 


H EAT-TIMER cor ‘poration 


Mfrs. of Heat-Timer Electronic Weather Actuated Heating Control —Heat- 
Recorder Totalizer — Motorized Valves — Varivalve — Therm-O-Valve — Main 
Line Quick Vent Valve — Smoke Indicator and Alarm — Smoke-Recorder. 


ae he te / HEAT-TIMER 


radiators 


and risers 





657 BROADWAY 
NEW YORK 12, N.Y. 

















HAY WARD 
Rotary Atomizing Burners 


Boiler-Burner Units 
400 to 730 Sq. Ft. EDR Steam 


Pressure Atomizing Burners 


Boiler-Burner Units 
200 to 2000 Sq. Ft. EDR Steam 








% to 12 Gph 


% to 10 Gph 


Write for franchise information: 


HAYWARD OIL BURNER CORP, 
86 Kirkland Street, Cambridge, Mess. 
Factories in Brooklyn, 

N.Y. and Taunton, Mass. 














uted to B flues since we can obtain 
no records, but, we do know that the 
overall record indicates the need of 
higher standards for chimneys and 
flues. 

The New York State Fire Chiefs 
Association proposed a resolution at 
their annual meeting held at Schroon 
Lake this summer, putting them on 
record as being opposed to low grade 
flues of the B type. They must have 
had some first hand information, which 
indicated the need for upgrading chim- 
ney and flue requirements, or action 
would not have been taken. 

There is much interest in our sub- 
ject throughout the country and many 
cities have made or are making studies 
of the problem. Some of these cities 
have passed restrictive measures per- 
taining to the B flue, and others are 
considering similar restrictions. 

Your committee recommends that a 
resolution be passed, placing this body 


on record as being in favor of a thor- 
ough study of the NFPA codes pertain- 
ing to the use of B type prefabricated 
flues, with the purpose in mind of re- 
vising, and upgrading the test require- 
ments, so as to eliminate the hazards to 
public safety that exist in the present 
version of NFPA Standard No. 54, for 
the installation of gas piping and gas 
appliances in buildings, and the test 
requirements contained in UL subject 
No. 441, pertaining to B flue tests. We 
recommend that a letter be sent to the 
National Fire Protection Association 
advising them of the action, providing 
such resolution is passed and, request- 
ing immediate study of the standards 
and test requirements. 


, 
“9 


Amiel B. Caramanna has _ been 
named district manager attached to the 
New York regional office of the Air- 
temp Div., Chrysler Corp., Dayton. 


Electric Motors 
(Begins on page 56) 


you can learn to tell the number of 
poles they were wound to have. 


A 60-cycle motor which has two 
poles wants its rotor to revolve at 3,600 
rpm, as the above schedule indicates, 
Running in a vacuum (no drag of air 
on it) and running without any bear: 
ing friction, the rotor of such a motor 
would spin at 3,600 rpm. Of course, 
that’s on a purely theoretical basis. 
Actually the rotor of a two-pole, 60- 
cycle motor never can attain a speed 
of 3,600 rpm. 

The actual full-load shaft speed of 
3,500, indicated for this two-pole 
motor, is stamped on the motor label 
by its manufacturer, and means that 
the motor shaft will slow down to 3, 
500 rpm when the motor is fully 
loaded. Load the motor considerably 
more and slow its shaft considerably 








@ If your jobber cannot supply you, use this handy 
coupon to order direct. Supplied postpaid anywhere 
in the U. S. A. Normal discounts in dozen lots. 

Send the coupon today! 


EXPORT DIVISION—OCEANIC EXPORT COMPANY { 
400 MONTGOMERY ST. + S$ CITY 
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Please send the following, postpaid. 


drum or tank. 


ALL control valves. 


ee a 





NAME 





___Doz. *Model F-10B—List Price $2.80 each. 


For small to medium installations. Fits 


___ Doz. *Model Z-1— List Price $2.80 each. 


For small to medium installations. Fits 


Profitable Sales! Fewer Sewice Calls! 


porto nto AND INSTALL 


Microstone® Element 


FILTERS 


MARQUART MANUFACTURING COMPANY 
1241 High Street > Oakland 1, California 


___Doz. *Model MS-3—List Price $3.95 each. 


For medium to large installations. 


___Doz. Model KS-3—List Price $7.80 each. 
Features Pre-Screening. Designed for the 


largest, dirtiest jobs. euL oil 
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ACCURATE 
DEGREE DAY 
INFORMATION 


Automatically Computed 


The Johnson fuel demand meter in- 
dicates the net effect of sun—wind 


and temperature on fuel oil con- | 
sumption. Smooth out your degree | 


day deliveries! 
WRITE: 


M. LEE JOHNSON 
Johnson Degree Day Systems 
329 S. PITCHER ST. 








BARGAIN PRICES 
ON 
USED TRANSPORTS 


1948 Heil 4590 gallon, one-compart- 
ment, single axle trailer, #K139, 
$1375. 

1948 Fruehauf 4430 
compartment, single 
#K148, $1375. 

1949 Fruehauf 4545 
compartment, single 
#K159, $1500. 

1949 Standard Steel 5180 gallon, 
one-compariment, single axle trail- 
er, #K161, $1500. 

1950 Trailmobile 4580 gallon, one- 
compartment, single axle trailer, 
#K174, $1675. 

1950 Heil 4600 gallon, one-compart- 
ment, single axle trailer, #K178, 
$1675. 


gallon, one- 
axle trailer, 


gallon, one- 
axle trailer, 


Choice of many others. 


Wire, phone collect or write office 
nearest you 


BUTLER MANUFACTURING COMPANY 


Dept. G, Room 602, 103 Park Avenue, 
New York 17, N. Y. 
Phone: Murray Hill 3-9473 


Dept. G, 624 South Michigan Avenue, 
Chicago 5, , 
Phone: WEbster $-5035 


Mr. J. W. Gallagher 
6508 N. 5th Street, Philadelphia 26, Penn. 
Hancock 4-3969 


Phone: 














KALAMAZOO, MICH. | 


more, say down to 3,300 rpm, and the 
manufacturer would expect the motor 
to burn out because you overloaded it. 

The full-load speeds given above 
are typical. However depending on 
their makes and models, motors may 

have different full-load speeds than are 
listed above. Four-pole, 60-cycle motors 
may have full-load speeds of, for ex- 
ample, 1,125, 1,140, or 1,150 rpm. 

Many oilheat experts consider the 
four-pole or 1,800 rpm motor to be the 
“standard” motor. Two-pole motors 
are used widely in oilheating to drive 
horizontal rotary cup burners directly. 
Six-pole motors, once called “slow- 
speed motors” for gun-type burners, 
seldom are used today for such burn- 
ers. In bygone years, a dealer often 
made an installation quieter by switch- 
ing from an 1,800 motor to a 1,200 
motor. He could do that where, for 
example, a burner rated for up to 4.0 
gph was producing a flame size of only 

1.5 gph. 

Eight-pole motors are exceedingly 
rare. You might use one, however, if 
you want to employ direct-drive for an 
auxiliary pump which handles hot No. 
6 fueloil, and for which 850 rpm is a 
suitable pump-shaft speed. But if you 
followed usual practice, you'd use a 
standard 1,800 rpm motor, coupled to 
the pump shaft by a step-down belt 
drive. That would give you the ad- 
vantages of using a standard motor, 
and of being able to drive the pump 
shaft as much slower than the motor 
shaft as you liked. 

The way things work out, the higher 
the motor-shaft speed, the more horse- 
power you get for your money in buy- 
ing electric motors. That makes an 
eight-pole motor a poor buy, in terms 
of horsepower per dollar spent on the 
motor, compared to a four-pole motor. 

These articles have covered the over- 
all characteristics of different types of 
motors. However a motor having spe- 
cial characteristics for its type is not 
unusual. A split-phase type of motor, 
or any other type, can be designed to 
have special starting or running char- 
acteristics that make it especially suit- 
able for a certain application. 

Don't, then, judge a motor entirely 
by its type. Find out if it has special 
characteristics that were bu‘lt to make 
it suitable for some special purpose. 








Proved by USE! 


H'<""*" Loosens Rusted Bolts 


nuts, screws,"frozen'parts 
is. oo Oe breakage! 


| LIQUID 


\ ltrs os 


A powerful blend of quick- 
acting solvents thet frees 
“frozen” parts without 
Safe for all 
metals and alloys. 








breakage. 


Makes joints 7 pam 
LEAKPROOF! 









GASKET & JOINT | 
SEALING COMPOUND | 






Makes all assemblies 
leakproof and pressure- 
tight. Easy to apply with 
brush-in-handle. 


@ NON-SOLVENT—WILL NOT HARDEN 
@ WILL NOT SHRINK, CRACK OR CRUMBLE 
@ HEATPROOF AND VIBRATION-PROOF 


Get them from your Automotive, 
Hardware or Plumbing Wholesaler! 


RADIATOR SPECIALTY CO. 


rth Carolin 






Charlotte, Ne 





CROWN offers a complete 
line of standard oil burner 
electrode assemblies, cable 
assemblies, hardware, ter- 
minals and UL approved 
cable. Quality is the finest 
available. Ceramic insula- 
tors are US approved. 
Prompt, - efficient, reliable 
service on all orders— 
large or small. 


Complete Service 
CROWN engineering service 
is complete. Call or write 
today for complete infor- 
mation on standard or 
custom-built assemblies. 
Literature on request. 


Crown Engineering 
CORPORATION | 


¥ 


Re He 
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First in fuel units... 





SUNDSTRAND 


= 


Wpemry Christmas... 


your loved ones. We are grateful 


for your continued patronage. May 


you enjoy a bountiful 


=! Happy New Year 


Here’s to a promising 1956... 
Sundstrand’s Fifty-first year 


Closing the books on a 50th Anniversary Year. . . highlighted by 
a move into a new home... . is an inspiring experience. It became 


possible only through co-operation from thousands of friends 


ike you in the oil heating industry. Thank you for helping us 


celebrate this Golden Anniversary with record sales. We pledge 
that our new facilities and technology will be dedicated to pro- 


viding you with even finer fuel units in 1956 and the years to come. 


oi 








SUNDSTRAND 
HYDRAULIC 
DIVISION 


of Sundstrand Machine Tool Co., 
2210 Harrison Ave., Rockford, Illinois 


Made in Canada by John Inglis, Ltd., 
14 Strachan Ave., Toronto 


Made in Sweden by Sundstrand Hydraulic 
Division AB Stockholm 
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WILLIAMS DIVISION 
EUREKA WILLIAMS COMPANY 











Bloomington, IIlinois Mokers of the famous 
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Let’s crack down on these 
common customer complaints... 


SLUDGE .. .GEL-CLOGGED LINES...COATED ELECTRODES... 
GUMMED-UP SCREENS AND STACK CONTROLS 


Here are two additives that can help solve a wide 
range of service problems. 


To prevent sludge 


Du Pont Fuel Oil Additive No. 2 (FOA-2) prevents 
screen and filter clogging by retarding the forma- 
tion of insoluble residues and by reducing the 
particle size of residues that are formed. Further- 
more, this additive gradually disperses sludge that 
has gathered—tending to help rid dirty systems of 
deposits that already exist. Its stabilizing effect 
keeps fuel oil stocks gum-free for exceptionally 
long storage periods. 





Just look at the difference! Filter on left was used for 90 
days with untreated fuel. Filter on right was used for 90 
days with same fuel to which had been added FOA-2. 


To avoid gel-clogging 


Du Pont Metal Deactivator (DMD) can generally 
be used effectively to prevent copper fuel lines and 
filter screens from playing mischief with some of 
the chemical constituents of heating oils. If un- 
checked, the copper is likely to cause the formation 
of a gelatinous substance. And complete stoppage 
of fuel flow is likely to result. 





These stack controls had to be removed from domestic 
heating units because the deposits caused improper opera- 
tion. The ashless properties of FOA-2 can help you pre- 
vent such needless service calls. 


“ To keep electrodes and 
stack controls clean 
FOA-2 is non-metallic ... ashless! This means thar 
it leaves no insulating deposit on the electrodes of 
the burner system . . . or deposits which interfere 
with the operation of controlling mechanisms. 


For best results... 


Du Pont FOA-2 and DMD should be added to 
freshly prepared stocks at the refinery. Because 
they are effective in low concentrations, they can 
be incorporated economically by your supplier. 

For yourself, they offer outstanding benefits for 
advertising and other promotion. And, at the same 
time, can increase your profit margin by reducing 
service calls. 


86 U.S. pat OFF 
Better Things for Better Living 
- « » through Chemistry 


Petroleum Chemicals 


eloil 


E. 1. DU PONT DE NEMOURS & CO. (INC.) + Petroleum Chemicals Division - Wilmington 98, Delaware 
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The General Controls address, 





T seems to us here at General Controls that this is an espe- 

cially appropriate time of year to express a genuine thanks 
to our many friends and customers who have figured so prom- 
inently in the success of our company over the years. And we 
intend to express this thanks more tangibly in the coming year 
with products and service which will continue to make your 
business more profitable. 

To further this goal, General Controls purchased the Con- 
trols Division of the Perfex Corporation this last year. This 
move adds the widely accepted Perfex oil burner and electric 
controls to our line, and augments our service and manufac- 
turing facilities considerably. We now have 40 branch offices 
throughout the United States and Canada, 7 warehouses, and 
5 operating plants—including the two most recently acquired 
in Iron Mountain, Michigan, and Guelph, Canada. 

The box score for 1955: the nation’s most complete line of 
automatic controls, backed by the best in design, manufactur- 
ing, and sales facilities. All near-at-hand... all at your service. 
Once again, our sincere thanks and best wishes. 


Cordially, 


PtZ£y 


Vice President 
In Charge of Sales 
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Here’s a close-up of the sling-mount. As you 
can see, you just slip the burner over the moun!! 


The trim new Oakmont is completely enclosed 
Mm a 20-gauge steel jacket. It’s heavily in- 
sulated to prevent wasteful heat loss. 


You can mount the burner 
tw only 2O econ 


on the new Oakmont Boiler 


Cuts installation costs— eliminates call-backs 


LOOK! In just three easy steps you 
can mount the Arcoflame Burner on 
the American-Standard Oakmont Oil 
Heating Unit. Why? Because of the 
unique sling mount. You just remove 
the Arcoflame from the box, slip the 
pressure plate over the air tube and 
hook the burner on the sling mount. It’s 
as simple as that! 

Additional design changes also have 
been incorporated in the Oakmont. It’s 
more compact, yet retains the same 
high heat output. Big access doors and 


panels speed up cleaning, make main- 
tenance easier. 

The Oakmont comes in a wide range 
of sizes . . . is especially suited for in- 
stallation in large residences and small 
commercial buildings. It is tested to 
assure dependable, low-cost operation 
and eliminate profit-killing call-backs. 

For further information, write to 
American-Standard PLUMBING AND 
HEATING Division, American Radiator 
& Standard Sanitary Corp., P. O. Box 
1226, Pittsburgh 30, Pennsylvania. 


American-Standard 


HOT WATER HEAT 

































The ability of water to hold a large number of BTU within a small volume...move them economically 


in small pipes from one place to another...and keep them under close control are the reasons why 


water is the most efficient and satisfactory medium for both bringing heat to a space and taking 


heat away. Only water can provide all five... 


Heating—Radiant, draftless warmth, controlled to 
match the weather, produced at low cost. 


Cooling—Separately engineered to more accurately 
answer the differing problems of heating and cooling. 


Year ‘round hot water—No separately fired 
heater needed—the same boiler that heats the house 
heats an ample supply of summer-winter domestic 








BELL & 
c OF OM 


Dept. ED-7, 
Canadian Licensee: $. A. Armstrong, Ltd., 1400 O’ Connor Drive, W. Toronto, Canada 


hot water for kitchen, laundry and bath.’ 


Snow melting— Water in pipes is the only practical 
method to convey the heat needed to keep sidewalks 
and drives clear of snow and ice. 


Zoning—Easy to divide the piping system into 
zones for better temperature control and fuel 
economy. 


GOSSETT 
P A N Y 


Morton Grove, Illinois 
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Only Water gives 



















LENNGX makes a report 


to its friends... 


Regarding the Progress of the Company 
and a Change in the Company Name 


es 





There is, of course, nothing dramatically important in the simple fact that 
Lennox is changing its corporate name. 






But the happenings that have caused the name change are important, and we 
thought our many friends — our thousands of dealers, suppliers and employees = 
would like to hear about them. 






Those of us who have long been associated with Lennox — and have been so busy 
building heating and air conditioning equipment — are frequently surprised 
when we stand back to view our accomplishments in proper perspective. 











It is satisfying, of course, to find that Lennox has grown to be the largest 
company of its kind in the world. Our growth to this position was no flash in 
the pan. When we landed solidly in first place it was because of our policies, 
people and products; and it is for these reasons that we have stayed there. 




















We have now entered the home cooling and air conditioning field in a big way. 
Already multiple thousands of homes are Lennox cooled. Leading air conditioning 
and heating dealers throughout America are featuring Lennox cooling equipment. 
At our present rate of growth in a relatively young industry, Lennox 
confidently expects to hit the top in residential cooling too, in a few years. 






We have also added divisions for the manufacture of agricultural crop drying 
and processing equipment, as well as barn ventilating equipment and a number 
of other articles for home, farms, commerce and industry. Still other divisions 
concentrate on the building of special machinery, jigs, dies, fixtures and tools. 


With all these developments, the time has come for a company name that properly 
encompasses our widespread activities. That is why as the year changes 
our name will change officially. 


That is the only change, however — just the name. There has been no change of 
ownership, management, officers or policies. There has been no transfer of 
stock and no other company is stepping into the Lennox picture in any way. 


y : 
| As more people in more walks of life rely on the Lennox name, our dealers, 
y suppliers and employees, too, will continue to share in our growth. 

8 


We are grateful indeed that in less than the span of one lifetime this 
company, which had its modest start literally in the heart of an Iowa corn 
field, has been privileged to grow up to serve so many of its fellow Americans. 


al 

ks ects 

to JOHN W. NORRIS, President 
el 


On January 1, 1956, instead of 


The Lennox Fomace Company. s',... HLENNGX Industries Inc. 


aD oe 1895 


MARSHALLTOWN, IOWA + SYRACUSE, N. Y. » COLUMBUS, OHIO - SALT LAKE CITY, UTAH +» LOS ANGELES, CALIF. 
FORT WORTH, TEXAS » DECATUR, GA. + DES MOINES, IOWA In Canada: TORONTO and CALGARY 
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features 


service 





any way you look at it 





the new lightweight 
OHIO OIL BURNER MOTOR 


gives you more performance per dollar 





New features galore in design...in construction 





...in performance...in compact, streamlined 


appearance — and all combined with Ohio’s 












legendary service-free longer life. That's 
the new —all new — Ohio Series 991 Lightweight 
Oil Burner Motor. Our representatives are 
listed in the Yellow Pages in principal cities 
—and they're waiting to tell you about 


the all-new Ohio Oil Burner Motors. 





THE OHIO ELECTRIC MFG. CO. 


Ohio 


ELECTEIS 





Chester Bland 
President 


5400 Dunham Road * Maple Heights * Cleveland, Ohio 
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l’s As Easy As ‘‘1-2-3’’ To 
Install Penn Combination 


Viren 
We mp 





Fan and Limit Control 





Cut 114” power element hole. Drill 2 mounting holes, Insert power elements and hook slots in control case 
1 using asbestos seal as template. Start mounting screws rt 
through bracket. 


under screw heads, then tighten screws. 





Easier and faster to install... even in cramped quarters 
or in poor lighting . . . it isn’t necessary to mount the 
Series 520 in a level or vertical position! But that’s 
just part of the story. 


Penn combination fan and limit controls are designed 
for low, line or millivoltage service ... at no extra cost. 
Penn’s superiority is recognized by customers, too. 
They know Penn controls mean healthful comfort. 
They know the Penn name means accurate and depend- 
able operation. It’s the kind of dependability that elim- 
inates, for you, those costly service call-backs. 





On your next heating job, specify Penn controls... 
they cost no more! Penn furnace controls are also avail- 
able in single units . . . for fan only, or limit only. Be 
sure to ask your burner manufacturer or wholesaler for 
Penn heating controls. Penn Controls, Inc., Goshen, Ind. 





screws. That’s all you do... it’s simple and fast. 


3 Place control cover in position and secure 2 retaining 
* 


G. CO. 


























AUTOMATIC CONTROLS 


FOR HEATING, REFRIGERATION, AIR CONDITIONING, GAS APPLIANCES, PUMPS, AIR COMPRESSORS, ENGINES 


eland, Ohio 








Low You cowice-calll LQ 7 


QUIZ PROGRAM EXCLUSIVELY 
FOR FURNACE OIL DEALERS 


A GREAT MANY dealers have expressed themselves 
strongly on the subject of emergency service calls. 
We’d like to know your reactions to these three im- 
portant questions: 


fect 
bese 


Answer —Through the years the chief cause 

of oil burner failure in which the fuel is blamed 
has been filter screen clogging. This trouble is 
responsible for most of the customer fuel oil 
complaints and eventual brand-switching. 


this periodic trouble. Keeping them happy is 
far more profitable than the slight profit, if any, 
on these calls. 


Answer —Yes! There is one heating oil that 

dealers everywhere depend upon for customer 
satisfaction based upon free-flowing, uniform 
performance with minimum filter clogging— 
Shell Furnace Oil. It contains the nonclog- 
ging additive that eliminates most of your 
service calls. 





SHELL FURNACE OIL 
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n Hydraulic-Action is 


WHITE-RODGERS 


7,000,000 SOLD 


Perfected for over 18 years! 


NOW...with today’s demand for improved accuracy 
and dependability ...the whole control industry 

is rapidly turning to the liquid filled principle... 
introduced to the industry by White-Rodgers. 


Be cane you get the Original: 
Insist on WHITE-RODGERS 


‘ii 





WHITE-RODGERS Caatrols | 


FOR HEATING - REFRIGERATION - AIR CONDITIONING 














Don't let the gauge 
glass fool you... 


That’s a steam boiler all right in the picture above. The 
gauge glass gives it away. 

But to call attention to the perils of low water, Sam could 
be looking at a hot water boiler just as well. 


Both steam boilers and hot water boilers are in the same 
boat when it comes to low water and the troubles and et 
pense it can cause. True, the need was recognized will 
steam boilers first. But today many insurance companigy 
local codes and federal specifications 
insist on the same kind of protection 
for hot water heating boilers. 

The best answer in either case is 
a McDonnell Feeder Cut-off 
Combination. To learn all the 
facts about low water in hot 
water boilers write for copy 
of new folder on “‘Basic Safe- 
ty Controls for Hot Water 
Space Heating Boilers”. 


SS 
MEDONNELL & MILLER, he 
3500 N. Spaulding Ave., Chicago 18, Ill. 
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